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Spey knows Flit kills 
/ insects in the home. But are 
you cashing in on the popular and 
growing use of Flit to repel insects 
outdoors? Nothing better for front 
porches during the evening. 


Sell Flit to campers, fishermen, 
golfers—all who work and play out- 
doors. Keeps mosquitoes, flies, 
“chiggers” and other insect pests 
away. 


Tie up with Flit advertising now 
running in hundreds of newspapers, 
Saturday Evening Post, Ladies’ 
Home Journal and 14 other leading 
magazines. Display Flit in your 
windows and on your counters. 
Order now to meet heavy summer 
demand. 


STANCO DISTRIBUTORS, INC. 
26 Broadway New York City 











Reg. U. S. 
Pat. Off. 


NEW 
Outdoor Uses 


Spray Flit on the porch, on porch furni- 
ture, on clothing. Keeps mosquitoes away. 
Spray Flit before starting out, on knick- 
ers, stockings, clothing, sweaters, etc. Keeps 
insects away. Does not stain. 
Spray Flit inside of tents. Kills mosqui- 
toes. Makes sleep possible. 
© 1928 8. D. Ine. 
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PRESENTING 


a series of PROFITUNITIES w 


1847 ROGERS BROS 


SILVERPLATE 


What’s a PROFITUNITY? 


Merchandise... mixed with selling sense... in a form that 
gives the dealer... (t]a “group” sale .. several sales lumped 
in one... therefore, more volume... [2] several profits with 
but one selling expense... therefore, more net profit . . . [3] 
a reason for the customer to return for additional purchases 
... therefore “repeat sales” ...and profits. It’s a customer- 
maker... rather than a single-sale-maker. 


The 709s 
Givaway Chest Set 


26 Pieces... retailing at $33.25. 


Have you ever analyzed this Set . . . or just taken 
it as a matter of course? There is selling sense in 
it as well as silverware. 

For example ... why is it 26 pieces? Well, 
because [1] that’s the number of pieces that lets 
us keep the price within the reach of the greatest 
number of your customers . . . which means 
volume . . . |2] it’s the minimum to start a 
woman solidly on one of the 1847 Rocers Bros. 
patterns .. . which means a future customer in 
that Pattern . . . [3] while it’s adequate for the 
average small family’s absolute table needs, it 
isn’t enough for entertaining needs. . . which 
means, later, additional sales. 

There’s thought in this Chest as well as silver- 
plate. Don’t overlook it. It doesn’t represent an 
accumulation of pieces at a price... but the rich 
experience of 1847 Rocers Bros. over 80 years, 
Chest of wood and fibre, finished in antiqued green with many of the country’s smartest merchants 
. . . in merchandising silverware for today’s 
profits... and tomorrow’s permanency of sales. 





lacquer enamel, lining and silverware racks of black 
and green. 


6 Dinner Knives, hollow handles, stainless Remember: chest and silverplate for the price 
6 Dinner Forks 1 Butter Knife 1 Sugar Shell of the silverplate alone. Similar chests for eights 
6 Table or Serving Spoons 6 Tea Spoons and dozens. It’s a profitunity. 


‘1847 ROGERS BROS: 


SILVERPLATE 


INTERNATIONAL SELV ER. «oe 





GENERAL OFFICES: MERIDEN, CONN, SALESROOMS: NEW YORK, CHICAGO, SAN FRANCISCO 





CANADA .. . INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONTARIO 
HARDWARE AGE, published weekly by the TRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y.. U. S. A. Bnterea as secona 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 


25c. each. Vol. 121, No, 24. 
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Greenlee Caents 


A New Bit Extension 
That Stays Locked’ 








Lock Sleeve Closed 


ERE IT IS! 


A Brand New Bit Extension with an ingenious locking 


device that bans forever the possibility of the bit shank becoming 
loose in the holding sleeve while in use. And not only that, but this new 
tool also provides a wider range of usefulness, since its design permits suf- 
ficient strength to drive a bit up to 1-inch in diameter, yet small enough to 


follow a ¥%-inch bit. 





GREENLEE 
Quality 
Throughout 


Lock Sleeve Open 


1 The sturdily con- 
* structed, free act- 
ing positive lock. It 
consists of a_ sleeve 
with a spring tension, 


which, when _ released, 
engages the screw 
sleeve. A pin prevents 


its turning. 


= An accurately 
¢ shaped chuck ac- 
commodates the shank 
of the bit, which is held 
by drawing the holding 
sleeve against the cor- 
ners of the square. No 
light jaws to break. 


3 Smooth acting 

¢ guide slot. 

4 Extra heavy 
* shank. 

5 Tool is entirely 
* nickel - plated, ex- 

cepting the _ square, 

which is _ lacquered 


green. 


No Other Like It 


So novel, and so practical is this new addition to the 
Greenlee line that a demonstration will create a desire 
to own one. The mechanic will immediately see in this 
tool features which no other make has. And he will 
see that here, at last, is a bit extension that overcomes 
complaints usually made concerning tools of this type. 


Use Coupon Below for Trial Order 


Make out your order on the coupon below, and mail 
today. Be the first one in your locality to introduce this 
new bit extension, and at the following prices you will 
be able to make a popular offer, considering the calibre 
of this tool. 


The No. 900 Bit Extension is made in 12, 15, 18, 21, 24 
and 30-inch lengths. The 12-inch is priced, prepaid, at 
$1.37; the 18-inch at $1.47, and the 24-inch at $1.57. 

The No. 925 is an*extra heavy pattern to follow 13/16-inch 
bit, and is designed for tools up to 2 inches. It is made 
only in 18 and 24-inch lengths, which are priced, prepaid, 
at $1.80 and $1.96 respectively. 


Both tools come in a neat leatherette case 


GREENLEE TOOL CO. 
Rockford, Il. 


Sales Offices and Warehouses: 
New York: 126 Chambers St. 
Boston: 63 Commercial Wharf 
Philadelphia: 403 Commerce St. 





Our 





Name of Jobber 
Address 
Firm Name 
Address 
City and State 


GREENLEE ‘TOOL co. Rockford, ‘Illinois 
Please ship us, prepaid, the following tools, and bill through our jobber................555 
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A Ten Strike 


for the Hardware Trade 


peo step forward by The Packard Electric 
Company makes it still easier to sell Packard 
Ignition Cable Sets. 


National advertising is making the car owner aware _ , 


of the importance of the high-tension cable system 
of his car. Car owners everywhere are demanding 
Packard Cable Sets. The handsome merchandiser 
illustrated above will help you cash in on this de- 
mand. It is sturdily built of metal and is suitable 
for either counter or wall mounting. 


This merchandiser is included with an assortment 
of ten sets as is also a complete set of sales helps, 
(leaflets, window trim, wall display). 


Packard Ignition Cable Sets are an ideal automo- 
tive line for the hardware dealer. If your jobber 
does not handle them, write us direct. 








ONLY ON GOODS OF 
HONEST VALUE 


The Packard Electric 





: Saree lestall| 
: “ Aichkard 


lonition Cable = 


Company , Waren, Ohio 





Lo bed 





HARDWARE AGE for JUNE 14, 1928 





PUT THIS ON 
YOUR COUNTER 


This metal display case, in rich col- 
ors, comes with your order for the new 
Disston Special Extra-Slim Blunt Saw 
Files. 

It costs you nothing. 

It will sell saw files for you—better 
files than you ever sold before. These 
files sell fast and repeat because of 
their special features: 

1—Special cut, plenty of bite, cuts 

smoothly, and lasts. 
2—Extra-slim, so user can see just 
where and how file is cutting. 
3—Blunt, for a level, uniform stroke. 
No taper. Finds its bearing 
against teeth more quickly. 
4—Made of Disston steel. Will out- 
last two ordinary files. 


Ask your jobber for Disston File 
Display Unit, or write us for full in- 
formation. 

You buy only six dozen files, in the 
fastest-selling sizes: 


14 doz.. .5-inch 

2 doz.. .514-inch 
and you get the display case free. Ask 
your jobber for the Disston File Dis- 
play Unit, or use the coupon to get 
further information. 


3 doz.. .6-inch 
% doz...7-inch 


Henry Disston & Sons, Inc., Dept. 1 
Philadelphia, U. S. A. : 


: Please send me, without obliga- : 
: tion, information on your new file : 
: unit containing six dozen assorted : 
: files and free display stand and : 
stock container, i 


: Name 
: St. & No. 
i 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 

















New/ THE DISSTON 


FEATHERWEIGHT POCKET LEVEL 


— 





* 





“DISSTON 
Featherweight Pocket Level | 


sited, Lass te Beand wo te 











PLASTERERS WANT 
DISSTON “28” & “38” 


Disston Finishing Trowels are the 
trowels plasterers are asking for today, 
because they are lighter, easier to 
handle, flexible, and give that “paint 
brush sweep” which gets the work 
done. 

The blades are made flat and stay 
flat, light, but tough and strong, be- 
cause they are made of Disston Steel 
of saw-blade quality. 

They are ground thinner at the edge, 
giving more flexibility. They require 
no breaking-in. 

Disston No. 38 (below) has a special 
handle, with extra knuckle room. No. 
28 has regular handle. 











DISPLAY UNIT 
THAT SELLS IT 


Now you can get the finest alumi- 
num alloy pocket level made. It is the 
latest Disston product, and _ sells 
quickly to mechanics and handy-men. 

Made from the same aluminum alloy 
used in aeroplane construction—will 
not rust or corrode. Lightest level on 
the market; weighs only two ounces. 
Fills practically every plumb-and-level 
need, and is only 9 inches long. 

Accurate, durable, useful and attrac- 
tive. Top plate polished; body black 
rubberoid finish. Etched lines on the 
level glass and two plumb glasses are 
proved and guaranteed true. 

These levels come to you in Unit 
Packages of six—five of them in at- 
tractive individual boxes, and the sixth 
mounted on a colorful counter-display 
card that sells them. Retail price, $1.25. 

Order at once from your jobber. 
Tell him you want the New Disston 
Featherweight Pocket Level Unit 
Number A-10. 


SELLING DISSTON SAWS 
FOR HALF A CENTURY 





John Hugel R. L. Hardy 


Some members of the Disston 
25-Year Club also would be eligible to 
a Disston 50-Year Club. 

John Hugel, of Hugel & Heiserman, 
Springfield, Ohio, writes: “I started in 
1878. Our success is due to high-grade 
tools, including Disston Saws.” 

R. L. Hardy reports that Disston 
Saws have been sold continuously since 
1885 by the Hardy Hardware Co., 


| Scotland Neck, North Carolina. 




























Merchants Who See 
Where They’re Going 


People fought the telephone and laughed 
at the first automobiles. But, now that we 
have them, we are ready to believe when we 
hear of inventions to improve them. The 
Remington Arms Company would never 
have gone into the cash register business 


unless they could make better registers. 


Merchants were quick to understand this. 
In their eagerness for new methods that 
would help them make more money they 
turned to Remington Cash Registers. They 
found really modern machines with im- 
provements that they had always wanted, 
but never could get before. They found 
registers with new and exclusive features 
that enable them to handle store transac- 
tions with greater ease, speed, and accuracy, 
and which give them greater control over 
their business. 


Ask for a demonstration and learn how a mod- 
ern Remington Cash Register will increase your 
profits. Sales and Service Offices are in more 
than 200 of the principal cities of the United 
States and in Montreal, Toronto, Windsor and 
Vancouver, Canada. 


Remington Cash Register Company, Inc. 
Factory and General Sales Office, Ilion, New York 


Subsidiary of Remington Arms Company, Inc. 


Makers of Remington Firearms, Ammunition, Cutlery and Service & 
Machines. 


Remington, 
Cash Registers 




















The Remington 
Check-Printer 
Model B No. 244 


‘ Q A 2 


NO HANDLE TO 
TURN - - = = 


NO MOTOR TO 
BUY - - = - 








The Remington 
Model A 
No. 436 


*“*THE ONLY WAY TO 

GET ALL THE 
REMINGTON FEATURES 
IS TO BUY A REMINGTON” 











HARDWARE AGE for JUNE 14, 1928 














DEXTER 
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Never Before—Quality 
Features Like These in 
Washers Priced so Low 


1 Cast Aluminum Agulator. Exclusively Dexter. 
The speediest washing agitation producer For homes without elece 


ever devised. 


2 Self Draining Copper Tub. Largecapacity, cor- 
rugated, nickel plated inside, polished and lac- 


quered outside. 


Offer Bigger Values — 


Stimulate Store Sales 


| bet Dexter quality in all-metal 
single and double tub washers is 
within the reach of practically every 
home. These fine modern machines 
offer matchless value with maxi- 
mum efficiency. They were designed 
to sell in the store, quickly, easily 
and profitably. There is nothing you 
could do which would so surely 
increase your washer sales and prof- 
its as to feature and push the sale 
of “Thriftmodel” single tub and 
double tub washers. 







For homes without elece 


are equipped with de- 

pendable 4 cycle, 42h. p. 
Gasmotor with pedal 

starter. 





3 Cast Aluminum Steam-Proof Lid. Easy to lift 
—everlasting—with beautiful satin finish. 


4 Durex Oilless Bearings. No oil can needed 
except for motor. These bronze and graphite 
bearings require no lubrication. 


5 All Metal Swinging Wringer. Improved type. 
12 inch cushion rolls —easy on buttons. Has 
right hand control—instant safety release. 

By all means place samples of ‘‘ Thrift models’’ 55E 
and 65E on your sales floor and in your windows 


now. Liberal discounts and full details of sales 
co-operation are yours for the asking. Write today. 


Distributed from 


Rochester Peoria Omaha Los Angeles 
Harrisburg Madison St. Louis San Francisco 
Columbus Minneapolis Kansas City Spokane 


THE DEXTER COMPANY 


FAIRFIELD - - IOWA 
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WICKWIRE BROTHERS 
Hexagon Poultry Netting 


Poultry owners often ask: “What makes 
Wickwire Brothers Poultry Netting /ast 
so long?” The reason is because it is 
made of Open Hearth Steel which is 
superior to Bessemer because it is far 
more rust resisting. 


Another reason is the thorough coat of good 
quality galvanizing we use which gives added 


Our Other Products monet, 
Include a dae 
[he Wire is drawn in our own mills and all 
Graduated Poultry Netting processing through the Steel Plant, Rod Mill and 
Galvanized Hardware Cloth re sai abe ane 
Wire Mill is - constant s : 
nn diadditisaitiih times ire Mill is ynder our constant supervision 
; of Screen Wire Cloth Our products have maintained a national reputa- 
aaa sos rgguaraaae tion for quality and satisfaction for more than 
Graywick nappetal . 
White Metal Finish 9U years. 
Wickwire Premier Sell the best and hold customers. 


Wickwire Bronze 


Your Jobber Will Supply You 


re + 4 
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HERE ARE ITS 
SALES FEATURES 


C. C. S. Bottle Caps are made by 
the company that originated 
them. 


Every cap uniform and perfect— 
means repeat business. 


Every cap clean and sanitary— 
means perfect satisfaction to 
your customers. 


Packaged in convenient, attrac- 
tive cartons, easy to handle— 
easy to sell. 


A profitable line for the neighbor- 
hood grocer or hardware store. 


Small stock and quick turnover. 
Backed by the service and the 
reputation of a world wide organ- 
ization. 























a 




















Y actual survey, one home in every four 
is a present or potential user of Bottle 


Caps for Home Use. 


A tremendous market of at least ten million 
people, and one which is steadily growing in 
every section of the country. 

‘‘Home Bottlers’”’ have found these Caps ex- 
actly suited to their needs—easy to use, uni- 
form, sanitary, perfect. 

Packaged in attractive cartons for convenient 
retailing, they are also available in bulk pack- 
ages containing 50, 100 and 200 gross each. 
The small package for the trial buyer, the 
one gross carton for the larger user. 

Every Hardware and Grocery store in the 
country has calls for dependable caps. The 
demand is steady with repeat orders which 
makes the turnover rapid and the profits 
large. 

These caps are made by the company which 
originated the famous ‘‘Crown Bottle Cap”’ 
and the experience and facilities of this com- 
pany is assurance of dependable quality in 
every cap made. ; 


© Add C. C. S. and Home Use Bottle Caps to your ‘s 
of stock of fast moving staples. They sell and return es 
you an unusually attractive profit. Send coupon for 
special proposition. 


CROWN CORK & SEAL CO. 


Original Manufacturers 
BALTIMORE - MARYLAND 


apture Your share 


of This Market of 
MILLION PEOPLE 





CROWN CORK & SEAL CO., Baltimore, Md. 


on C. C. S. and Home Use Bottle Caps. 





RUIRMN a ae ea ep Wee re Sis, (Sve a vg, oes sate Teor ce ve 


Gentlemen: Mail me special proposition, samples and prices 


a oe oe 
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Decide now 
to feature this 4/2 winte) 
hrofit-maker next season 


BE SURE you are ready for a brisk 
business in Eveready Prestone when 
cold weather sets in again. Motorists 
everywhere know what an improve- 
ment in winter protection Eveready 
Prestone is, and there will be a demand 
next winter even greater than that 
which followed the announcement of 
“the perfect anti-freeze” last year. 

Every motorist wants the security 
and safety that Eveready Prestone 
brings to winter driving. It provides 
all-winter security with one filling. It 
has none of the disadvantages of the ordinary 
anti-freezes. Eveready Prestone contains no 
alcohol or glycerine. It is an entirely new prod- 
uct that the motoring public has long wanted. 

Go over the cooling system of every custom- 
er’s car before you put Eveready Prestone in 
the radiator. Tighten all water connections to 
safeguard against leakage. This is a precaution 
that is as necessary as other winter service and 
offers an opportunity for additional business 
for you. It is a precaution that should be taken 
with every car before freezing weather begins. 

Plan now to carry a stock of Eveready Pres- 
tone, the perfect anti-freeze. Get your order in 
now and be ready when consumer advertising 
starts the demand next fall. 

Manufactured for 

NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 


Atlanta Chicago Kansas City 
By CARBIDE AND CARBON CHEMICALS CORPORATION 
Units of Union Carbide and Carbon Corporation 


NAUSEA RPE SS OR BE: Gap RS age 
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The Perfect Anti-Freeze 


' gi } Does Not Bol Off 
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Factory Warehouse Stocks 


Carried in 35 important cities in the 
United States. There is a warehouse 
near you for immediate shipments. 


Parts and Service Stations 


A new Eclipse service to its dealer 
organization. Seven strategically locat- 
ed stations offer the fastest kind of serv- 
ice on parts and mower reconditioning. 


Factory and Main Offices at 
Prophetstown, III. 


Where satisfied craftsmen take pride 
and interest in the Eclipse name and 


reputation for building better mowers. 
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AWN mower merchandising is changing 4 
like everything else. Improvements, 
useful features, better finish—a wider 3 ‘ 


* 
Fa dena : 
SACs 


choice of models—will be essential to the suc- 4 x 

i i cess of your mower business in 1929. d Y4 
Ba i ga ; Hf 
x i Eclipse is ready to meet this changing $i 
ki situation—ready with a line many strides  3i8% 


ahead—a line destined to place its dealers in 
a dominant position on mowers in any com- 
munity—and a service to retailers second to 
none in the lawn mower business. 
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A new catalog giving full details of this new 
line and service is ready—mail the ceupon for 
your copy. 
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Eclipse Machine i Pz "a 


Prophetstown, III. 








| ae 
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“I 
i. ECLIPSE MACHINE CoO. 


Prophetstown, II]. —Dept. HA. 


Send your catalog please. We are in- 
terested in your 1929 plan. 






Name —_ 





Address 
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LIBBEY-OWENS 
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LESS BREAKAGE 


Libbey. Qwens 





with 


FLAT-DRAWN CLEAR 


SHEET GLASS FOR 


Dealers everywhere increase 
their profits with LIBBEY-OWENS 
flat-drawn clear sheet glass 
because with it there is less 


breakage—in trans- 
portation, in han- 
dling, in cutting, and 
in glazing. 


There is less break- 
age because LIBBEY- 
OWENS flat-drawn 
sheet glass is really 
flat, being drawn that 
way from the molten 
state, and because 
its perfect annealing 





y y A 


ROGRESSIVE dealers 

who handle LIBBEY- 
OWENS flat-drawn sheet 
glass are cashing in 
on the LIBBEY-OWENS 
national advertising 
campaign — a campaign 
which is selling the pub- 
lic on better glass for 
windows, and teaching 
them to identify supe- 
rior glass by its name— 
LIBBEY-OWENS. 
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my Libbey-Owens “A” quality 
y 


Ww I N D glass the manufacturer's label 
appearing on each indsvidual sheet, 


insures the absence of internal 
strains and brittleness. 


LIBBEY-OWENS “A” quality glass 
is paper packed, with white 


watermarked paper 
between the lights— 
and each individual 
light bears the famil- 
lar LIBBEY-OWENS 
label. It is available in 
whatever quantities 
you desire. 


Look for the LIBBEY- 
OWENS label—it is 
the sign of superior 
glass. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 


FLAT-DRAWN 


TOLEDO, OHIO 


CLEAR 


SHEET GLASS 


FOR 





Distributed through representative glass jobbers and used by sash and door manufacturers everywhere 





WINDOWS 
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ea . This UNION Rod — 
that 7 rl ly, Landed an 8 pound 
Lands ae q Black Bass A 
the + : ve 


Rod 
that 
Holds 
the 


Fisherman 











Split 4 


Bamboo es 








SSE 





Fishing si 


C2) G 
& Rods a 


A Complete Line for You 


Besides Steel Fishing Rods we manufacture Split 
4 Bamboo Fishing Rods for every requirement. 











These rods range from the low priced plain two- 4 
piece Japanese bamboo type to the highest quality —-* 
silk wound mottled bamboo with nickel silver trim- 
mings and hand-made reel seat. 

A rod for every Fisherman at a price that will in 

d suit him. In UNION Fishing Rods there is q 
4 STRENGTH. In their sale are profit and satis- 
faction. 














Your Jobber will supply you. Send for catalog. 


No. 165 


ALUMINUM ROO CASE 








EEREEMPRAR 
(HARDWARE COMPANY » 





Established REG. U. S. PAT. OFF Incorporated 


1854 1564 : } ] 
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No. 75 No. 168 


Sipe 
TORRINGTON, CONN., U. S. A. Gtaleg fn F, New York Office, 151 Chambers Street 
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TRACE CHAINS 


MANUFACTURED UNDER 

= =U.S. PATENTS BY— ~ 

UNITED STATES : 

CHAIN & FORGING CO. = 

PITTSBURGH ,PA. = 
——— nent 
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TRACE CHAINS 


Here’s a trace chain you’ll want to 
sell—a trace chain that sells easily and 






stays sold! 
It’s electrically welded, smoothly fin- 


ished—fully proof-tested for strength. 
U.S. Trace Chains are packed six pairs to 
the bag—in the easily identified U. S. Bag. 
Ask your jobber for U. S. Proof Coil 
Chain and other chain items listed below. 


Complete Chain Line 


Halter Chains 
Heel Chains 


Breast Chains 
Butt Traces 


Proof Coil Chain Lock Chains 

BB Coil Chain Log Chains 

BBB Coil Chain Pole Chains 

Cold Shuts Stake Chains 

Cow Ties Stay Chains 

Dog Chain Steel Loading Chain 


Dredge Chain Stretcher Chains 
Twisted Link Truck Chain 


McKAY TIRE CHAINS 
McKAY BUMPERS 


Theyre All « « 
MSKAY PRODUCTS 


UNITED STATES CHAIN & FORGING COMPANY, 
UNION TRUST BUILDING, PITTSBURGH, PA. 
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“The World’s Greatest 
Circulating Heater’’ 


From every standpoint, Copper-Clad’s Twin Flue 
Super Heater deserves this recognition. It istruly a super 
product, in which has been embodied that unbeatable 
combination— Beauty and Quality. One look at Copper 
Clad’s Twin Flue Super Heater will satisfy your cus- 
tomers that it isthe most beautiful of all circulating heat- 
ers, A single demonstration will convince them that it 


is scientifically built, from top to bottom. The above picture iiiustrates the perfect operation of 
is : . Copper-Clad’s Twin Flue Featpre. The Twin Flueisa 
Because of the many distinctive and exclusive features Copper-Clad invention. It is the most important innova- 
which place Copper-Clad’s Twin Flue Super Heater in a tion in the history of circulating heater development. 
class by itself, Copper-Clad dealers are able to remain far 
in the lead of all competition in the circulating heater field. 
P . Send In This Coupon To-Day 
If you are not already familiar with the Copper-Clad COPPER-CLAD MALLEABLE RANGE CO. 
proposition, clip and mail the coupon today. The exclu- Saint Louis, U. S. A. H. A. JE. 
Sive agency for your territory may still be open. Please send catalog and price list, also information con- 


cerning exclusive agency. 


Copper-Clad Malleable Range Co. 


St. Louis, Mo. - - . - U. S.A. 


Name ss a 


Address —— ae 
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OSBOR® 


1779 — Wire Scratch Brush. 
Made withcurved back. For re- 
moving paint, varnishand rust. 





Osborn Wire Brushes 
Scientifically Treated 


Osborn Wire Scratch Brushes are scientifically treated 
to assure a permanent cutting quality. As is true of 
all Osborn better-wearing brushes, they are built 
specifically for the job. 


In addition to the special treatment of the wire, they 
are also skilfully shaped to make working easier and 
quicker. 


For removing paint and varnish; cleaning wood, 
stone, brick, metal, iron-work, foundry castings and 
rubber, select wire scratch brushes bearing the Osborn 
trademark for the utmost in efficiency and economy. 


THE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Branch Offices: 


New York Detroit Chicago 


San Francisco Los Angeles 





A BETTER WEARING BRUSH 








1777—Steel Wire Scratch Brush. A nar- 
row brush for pattern makersand braziers’ 
finishing work, cleaning architectural iron 
work, figured brass and small castings. 
Size #4" wide, length over all 14”, length 
of wire 1%”. 





106—Butcher’s Block Brush. Madeot 
especial drawn and tempered flat steel 
wire. A very popular number—iving ex- 
cellent service. 


1781—Wire Scratch Brush. Standard 


Shoe Handle Brush for household, auto or 
factory use. 


1780—Wire Scratch Brush. Straight 
back brush with extra long wires for 
feneral use. The wire used in Osborn 
Scratch Brushes is the first quality 
tempered steel, drawn especially fot 
scratch brush use. 








Assortment ‘‘K’’—Containing an 
assortment of 12 fast selling wire 
scratch brushes in attractivecoun- 
ter box. 


FOR EVERY USE 





pas 
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is Store 


sold 11986 feet 
of f'Tac -EZY in / \a aa 






One Month: 


Dealer's name 
on request. 


Tac-Ezy Metal Weatherstrip would be | 
a Big Seller in YOUR Store, tooe 


HE more you see of human nature across your counter, the plainer 
it is that people are very much alike. » » » Give them the same 
conditions, and they’ll all want about the same things. Regardless of 
whether a family lives in Oshkosh, or Omaha, it wants windows and 
doors that shut out draughts and dirt. That’s why Tac-Ezy has sucha 
universal appeal— why it’s just as good a seller in Maine as in Missouri. 


Tac-Ezy Weatherstrip is so new that lots of good hardware stores aren’t half on to 
its selling power yet. But we can tell you this:—that every store that has stocked 
it, shown it, and given it a chance, has been simply amazed at the way people 
have come up and taken it away! 


Tac-Ezy is so efficient, so inexpensive, so easy to put 
on, that everyone with a rattling, leaky window wants 
it. Anyone who can drive a tack through a ready-made Pa 
hole can attach it. And it works like a charm! Pa 


Eight million typical American families are being ‘ipta 
on Tac-Ezy Weatherstrip through our national 
advertising. Lots of them live in your town. x Coupon 


4 








Won’t you hand them Tac-Ezy, and take _-” 


their money when they ASK for it? ,~ Please send details of 
a your Special Introductory 
Have you taken advantage of our 7 Offer and Dealers’ Sales Helps 


Special Introductory Offer, ,% on Tac-Ezy Metal Weatherstrip. 
. . 7 
= which makes it easy to get 7 
. 4 
EATHERSTRI - started with Tac-Ezy ona U0 TEER Etna ene nee e eee ea eee eees 
| trifling investment? tf 























Tac-Ezy advertising, appear- ing in these and other Send coup on 


publications, is reaching mil lions of people..Like- 


ie 
Dodeedaradaae 0 tine tan eh coage for details! “To GENERAL WEATHERSTRIP CO. 
wise dealers ri t rT eir e 
ge oa nr gre eine rea i “ Ta 51 14 Penrose Street « * » St. Louis, Mo. 
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Special Assortment No. 879 


WHITESTONE ENAMELED WARE 
Put “Pep” into your Enameled Ware Sales 


Leaders in First Quality—Two Coated 
—White and White Ware — Selected 
First Quality and Labeled 


A 79¢ Sale that will 
bring them running 


In far away territories we suggest 
a special selling price of 89¢ each. 


’% DOZEN 
OF EACH ‘Hnemeled Covers 


CONTENTS 


Y, Doz. No. 12 -12 Qt. 
Oval Dish Pans 79c-$4.74 


Y, Doz. No. 521- 1 Qt. 
Seamless Rice Boilers 79c-$4.74 


VY, Doz. No. 110-10 Qt. 
Seamless Water Pails 79c-$4.74 


Y, Doz. No. 061- 6 Qt. 
Convex Kettles 79c-$4.74 


Yy, Doz. No. 24 - 5 Qt. 
Lipped Sauce Pans 79c-$4.74 


VY, Doz. No. 251- 2 Qt. 























Coffee Pots 79¢-$4.74 
VY. Doz. No. 28 - 8 Qt. 
Preserve Kettles 79c-$4.74 


Y, Doz. No. 041- 4 Qt. 
Convex Sauce Pans 79c-$4.74 


No. 521 — 1 Quart 48 Pieces _ Sells for $37.92 





Enameled Covers . - 
F.O.B. Granite City, Ill. No. 061 — 6 Quart 
Shipping Weight wg te gd 108 lbs. Enameled Covers 


Equal Quantities Each Item. 


NATIONAL ENAMELING 
&@ STAMPING COMPANY 
425 East Water St. Milwaukee 


~_— ‘ “a N j » J* 
No. 041—4 Quart oN EL S ( C) eee ee 
No. 12 Oval — 12 Quart 


Enameled Covers 





























WALWORTH 
MASTER STILLSON 


A good many people have been trying 
to make a pipe wrench as good as the 
genuine Walworth Stillson ever since 
Dan Stillson made his first wrench 
in the Walworth shops 59 years ago. 
In the meantime we have made and 
sold more than 30,000,000 of them. 
Now, however, we have made a bet- 
ter Stillson—the Walworth Master 
Stillson— unchanged in basic design, 
but constitutionally stronger and \ 
tougher than even our own original 
Walworth Stillson. Facts which sup- 
port this statement are set forth on 
the following page. 





WALWORTH INTERNATIONAL CO. 
Foreign Representative. 11 Broadway, N. Y. 





we 

















More Strength in the Bar 


A load of 1800 pounds exerted 
on the Master Stillson in the 
normal position of use failed to 
bend the bar or damage any part 
of the wrench. 

This is the only pipe wrench 
of its kind that has been able 
to survive this test without dis- 
tortion or thout breaking. 





More Toughness in the Jaw 





An improvement in Walworth’s 
own method of heat treatment 
has increased the strength of the 
Master Stillson’s jaw against 
strain, twist or sudden impact. 





The Master Stillson 
gives you 50% more dollar for 
dollar, wrench for wrench and 
size for size. Your very first order 
will bear this out to the limit. 





More Resistance in the Teeth 





New processes of steel harden- 
ing and a slight change in the 
angle of the teeth have given 
them ample resistance to sur- 
vive shocks and excess loads. 
They will neither shear off nor 
flatten under strains and pulls 
which even the old Walworth 
Stillson could not withstand. 


WALWORTH 


Distributorsin Principal Cities of the World 
General Sales Offices: 51 E. 42nd St., 





MASTER <& 


New York 


10 Cathcart St.. 





STILLSON 














WALWORTH Co., LIMITED 
Montreal, P. Q. 
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Foster Supertensil Cap Screws 
Are Tomorrow’s Product 


A well known automobile manufacturer announced 1929 models in March, 1928. We must 
think today in terms of tomorrow. 


We have more than maintained the dizzy pace. Every art and science known to cap screw making 
is being employed to make Foster Supertensil cap screws tomorrow’s product. 

A tensile strength of 100,000 pounds per square inch tells you in unmistakable terms the goodness that 
is built into them; tells you definitely how we are keeping pace. 

And back of it all is a splendid spirit of service sponsored by interested, active executives who per- 
sonally see to it that your dealings with Foster are pleasant. 

Besides cap screws we manufacture one of the most complete lines of bolts and nuts in the industry 


as follows: 

BOLTS—CARRIAGE NUTS—HOT PRESSED 
— COLD PRESSED 
STOVE SEMI-FINISHED 
PLOW 
AUTOMOBILE 

THE FOSTER BOLT & NUT MFG. COMPANY 

CLEVELAND CHICAGO 
Union Ave. and East 72nd St. 6249 to 6265 West 65th St. 


Telephone Broadway 0840 Telephone Hemlock 4484 








SS 


’ 
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Boxing and Confidence 


WHIS is about boxing. That’s what 
J they call prizefights in some states, 






talking about plays a part in the fight for profit 
prizes, it’s not a sport. No, sir, this is about a 
different kind of boxing—what some people 
call packaging. 

Like the sport, good boxing creates confi- 
dence, and here’s why— 


Good Buildings Deserve 


per’s confidence was destroyed because the 
dealer didn’t have confidence enough in his 
builders’ hardware department to stick to one 
line. 


This is especially true of small items—get 
them well packaged, sell them from neat pack- 
ages. Quick, sure choice of items by clerks 
wins confidence. Just the display of uniform 
boxes of builders’ hardware, 
all under one label in one sec- 





Good Hardware 





A man we know walked 
into a certain hardware store 
and asked for a couple of 
sash fasteners. The clerk 
started looking. He pulled 
down boxes — different 
colored ones, differently 
labeled—most of them with 
covers broken. He searched 
here and there for those sash 
fasteners—in other parts of 
the store, on upper shelves 

—he blew dust off the labels 
so he could read them, and 


at that they didn’t show 














tion of shelving, shows the 











customer you have confi- 





dence in your stock and 
that creates confidence in his 
mind—confidence that your 
store is a good place to buy 
hardware. The dealer who 


: 


buys hardware from half a 
dozen concerns shows he 
doesn’t know who makes 
the best. Then comes ragged 
looking stock, incomplete 
lines, lack of confidence on 
the part of customers, lost 





trade. 





him what he was looking for. 
The customer shifted from one foot to the 
other. Then he said, “You birds don’t even 
know your own store,” and walked out. 


Why? Because he had to wait, you may 
say. Yes, but the real trouble was farther 
back than that. The man had come to the con- 
clusion that the store wasn’t worthy of con- 
fidence because the clerk couldn’t turn con- 
fidently to a well arranged, well packaged stock 
and pull down what he was after. The shop- 


The moral? Sure; there’s a moral—one line, 
a good line, Good Hardware—Corbin. Com- 
plete in every item any builders’ hardware 
seller can possibly need, it helps you win the 
confidence of your trade. 

7 y 1 

And as confidence is at least an important 
element in good selling, concentration will help 
you to sell more builders’ hardware, Good 


Hardware—Corbin. 


P RBIN since NEW BRITAIN 
° . 18499 CONNECTICUT 


The American Hardware Corporation, Successor 


New York Chicago 


Philadelphia 
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CAUTION 


Look for this Mark 


On Pedal Cars, Convertible 
Baby Walkers and Play Cars 


The following are now licensed to manufacture 
under the successful basic “Kiddie Kar” patent 








NOTE: 








LICENSED 


WHITE PATENT 
N& 1220038 





American National Co. 
Garton Toy Co. 
Gendron Wheel Co. 
Gould Mfg. Co. 
Hunt-Helm-Ferris & Co. 
Metalcraft Corporation 
Morton E. Converse & Son Co. 
L. B. Ramsdell Co. 
O. W. Siebert Co. 
S. & E. Mfg. Co. 
Toledo Metal Wheel Co. 


This Official Mark 


LICENSED 


WHITE PATENT 
Ne 1220038 





is proof of license and is your safeguard. 
liability by insisting on its presence. 


| H. C. WHITE COMPANY 


Owners of Patent No. 1,220,038 


North Bennington, Vt. 


Our own trademarked Kiddie-Kar, Kiddie- 


Pedal Kar and Kiddie-Kar Stroller will continue to 
be marked as heretofore. Our name on the seat is 
your protection. 


Avoid 











\ 
| 
} 
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Are you 
all through, 
Gentlemen? 





Fair Warning 


@ The final forms for the 


RETAIL CONVENTION NUMBER 


of 
HARDWARE AGE 


close June 26th 


Don’t miss the opportunity of 
getting your sales message to the 
merchants and jobbers in one of 
the most exhaustively read issues 
of the year. | 


This calls for immediate action—mail your copy 
today to 


HARDWARE AGE 
239 West 39th Street 


New York, N. Y. 
(Regular Space Rates Apply) 
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Children’s 
Vehicles! 


; hy ' 
, , ) | 
as LE a a 


Te Ae) Bae Be er iT 











Here are eight Blue Streak numbers that are sure-fire 
sellers. That's why we call them lucky numbers. If 
you haven’t these in stock get in touch with your jobber. 


Good Jobbers Everywhere Carry the Blue Streak Line 


“Yhe TOLEDO METALWHEEL (C0. ‘Yledo,O. 


Djstinctive Children’s Vehicles Since 1887 














\ 
| 
? 
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A Roller Skate Chassis 
Mounted on Rubber 


It’s pretty hard to describe just how we set in the 
rubber cushion which acts as shock absorber on the 
SPEED KINGS, but it is built in as an integral part 
of the skate and it sure serves its purpose. Get a 
sample of a SPEED KING and examine it your- 
self. 


We know our “stuff” when it 
comes to skate construction 


While we make no claims for all the good ideas in | 


skate construction, we do admit to the fact that there 
must be a good reason why our skate sales (of quality 
skates) increase every year. 


Anyway, here are a few features: A channel bar 
extension (longer range of extension—67% in. to 
11 in.) —dealer buys one skate size for entire stock. 


Exclusive one-piece heel—rib in front of toe plate 
to prevent bending upward. Rubber cushion chassis 
under single piece hangers. Turned-over foot plate 
—+3 in. support. Roller with two rows of self-con- 
tained ball bearings. 


Look over a few pair—see SPEED KINGS and 
build a quality reputation. Write for prices. 


Pacific Coast Representatives 
Riddell-Reid, Inc., Los Angeles, San Francisco, Seattle 


KOHLER DIE & SPECIALTY CO., De Kalb, Il. | 


ESSA Ss. Rn. Office <<< 


sm of a true quality skate 






















WV you get your 


share of the .410 gauge 


shotgun business? 


There’s a lot of short distance bird shooting 
done around this country that many dealers 
fail to capitalize on. Here are two guns— 
the ever-popular Stevens Single No. 107 and 
the remarkably valued Stevens Double No. 
330 Hammerless—that will do more than 
a good job in satisfying the needs of your 
customers. Dealers who display these hand- 
some, strongly-built guns invariably draw a 
steady demand up to their gun counters. 


No. 107 Single Barrel Shotgun 
Made in 12, 16, 20, 28 and .410 gauge. 
Automatic ejector. Proof tested barrel, 
full choked. Chrome vanadium steel 
parts. Take-down frame. Walnut 
Stock, full pistol grip. Weight 6 Ibs. 
Retail Price $10.50. 

No. 330 Hammerless : 
Double Barrel Shotgun 
For 1928, the appearance 
of the-330 has been greatly 
improved. Accurate fitting 
of all working parts; new 
finish, and many other 
improvements. Barrels of 
high pressure compressed 
steel. Selected Black Wal- 
nut Stock—finely check- 
ered. Full pistol grip. 

Retail Price $26.50. 


WO 


Get that shotgun business 

by putting your order in 

now! See your jobber’s 
salesman. 


ing STEVEN S 


J. STEVENS ARMS COMPANY 
Dept. 658 Chicopee Falls, Mass. 
Owned and Operated by Savage Arms Corporation 
Largest manufacturer of Sporting Arms in the world 
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THE LINE THAT SETS THE PACE 








Pap {P= 
SF; SF Dioncer Line” 


=== Gendron saris 


Helps You Sell 


The Gendron merchandising policy is to “follow through”—not satisfied to 
simply put the goods on the dealer’s floor. We furnish the tools to move them 
into the homes of your customers. Our 1928 line of retail advertising and sales 
helps is not only the best we ever offered, but the most complete and effective 
in the industry. Just consider and compare these sales-building helps and re- 
member this service is free. 








| G “Pioneer Line” 











NEWSPAPER ADVERTISING 


The big 4 page proof-sheet shows a brand new line 
of complete ads and individual cuts covering all the 
leading numbers. 


RETAIL LITERATURE 
Beautiful 4 color folders and booklets imprinted free 
with dealers name and address. 


PAINT BOOKS FOR CHILDREN 


Fascinating stories, ryhmes and pictures to paint, 
beautifully printed in 4 colors, imprinted free. 


WINDOW DISPLAY CUT-OUTS 
Brand new designs, handsomely lithographed in 4 
colors, easel backs. 


Besides these material things, the Gendron Field Sales 
organization covers the country lending personal assistance 
to Gendron Dealers everywhere. These are some of the 
feasons why Gendron Dealers are successful. 





wee, “Pioneer Line” 
Mee) Vehicles for Children 


THE GENDRON WHEEL COMPANY, TOLEDO, OHIO, N. Y. Office 7 East 17th Street 





a 
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Bottle, Can or Tube, and— 


O heat in the house, summer humidity high—the gun owners must tend to their gun 
bores, to keep them from rusting. Brings them in for a bottle of Hoppe’s No. 9, and 
to pick up a can of Hoppe’s Lubricating Oil or tube of Hoppe’s Gun Grease. 


Summer Humidity 
Brings Them in 
for Hoppe’s and 
Gun Sales Start 








Packed in dozens in at- 
tractive free counter dis- 


The “first flight” of prospects for your Fall gun sales, swinging in. Will you be ready with - i 
sary stocks of Hoppe’s to start the ball rolling? Order from your Jobber. i — od "Fame se 
FRANK A. HOPPE, Inc., 2314-H North 8th Street, Philadelphia, Pa. — 














IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 





Price Sells Big Quantities 


i> = Make this an every day LEADER in your Toy 
Dept. No. 118 SPECIAL SCOOTER. Has 
rubber mat, roller-bearing 8-inch wheels, best 
quality rubber tires. 










Can be profitably retailed at a trifle over $2.00. 


Keep up your stock of the “Spirit of St. Louis” Aero- 
plane Construction Sets. It’s an all year round Toy. 


Order from your Wholesaler. If he doesn’t carry 
Metalcraft Specialties, write us today. 


METALCRAFT 
CORP. 


4215-25 Clayton Ave. 
ST. LOUIS, MO. 














The boy is the final judge in every toy 
sale. Boys prefer Dorfan Electric Trains 
because Dorfan makes the only line of Toy 
Electric Trains on the market, all of which 
are equipped with ENGINES THAT CAN 
BE TAKEN APART AND REPAIRED BY 
ANY BOY. 

Write for our 1928 catalog and merchan- 
dising plan—you can make real profits with 
THE DORFAN LINE. 


THE DORFAN COMPANY 


Electrical and Mechanical Trains 
NEWARK, NEW JERSEY 














\ Sell WINCHESTER 
i Ammunition 
ih for WINCHESTER 
A/ Guns > They 


are made foreach other 


WINCHESTER REPEATING ARMS CO. 
NEW HAVEN, CONN., U.S.A. 





































Everywhere Are 
Making Big 







In Steeland Wood 
Used OUTDOORS for 
Camping and Touring, on 
Lawn or Porch. INDOORS in 
Living Rooms, Sun Rooms, Bed 
Rooms. Order From Your Jobber. 


Gold Medal Camp Furniture Mfg. Co. 


1706 Packard Avenue Racine, Wisconsin 
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eer 


Show them 


a top-to-bottom 
linel + + + 9 9 


Those fellows who have been dreaming all 
Spring of the approaching hunting days will 
be dropping in soon to fulfill their longings 


for a new rifle or shotgun. 


What a wide variety of choice you can offer 
them in the Savage line of _ rifles, medium 
and high-power sporting rifles, and a new re- 


peating shotgun! And what values! 


For instance, there’s the graceful, light, .22 
caliber repeating rifle, Model 25. This retails 
for $21.75. Then the favorite single shot, 
bolt-action .22, Model 04. Retail price $8.00. 
For match shooting, nothing excels Model 
19 N.R. A., the .22 caliber repeating, bolt 
action rifle. Retail price $23.75. The remark- 
able Sporter Rifles group not only offers the 
popular Model 23-A in .22 caliber; Model 
23-B in the .25-20 caliber, and Model 23-C in 
.32-20 caliber — but now a marvelous 
new Super-Sporter, Models 4oand45in 
.30-06, .30-30, .250-3000 and .300 cali- 
bers. Sporters retail from $18.50 to 
$39.75. Tocrown the list is a fine new 
12-gauge Repeating Shotgun, Models 
28-A and B. 

There’s a list that will pull them up to 
the counter and keep the cash register busy 
for many days! Stock Savage now—and get 
the full advantage of the early hunters. 


From your jobber’s salesman get the full 
data on the improved Savage line. Or write 





Model 40 
Super-Sporter 


SAVAGE 


SAVAGE ARMS CORPORATION 
Dept. 574 UTICA, N. Y. 


Owners and operators of the 
J. STEVENS ARMS COMPANY 
Largest Manufacturer of Sporting Arms in the World 
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There’s 


PROFIT 


in this complete line! 


Bow and arrow 





From the well made 


small sets for tiny game for tiny 
children to the mighty tots. 

hunting bows in the 

adult models, the Bow and arrow 


sets for chil- 
dren of all 
ages. 


SIDNEY line meets 
every archery require- 
ment. There is a 
SIDNEY number, not 
only for small children, 
but for larger boys 


Bows for larger 
boys and gir's 
and for begin- 


and girls, for begin- ners. 

ners, for target shoot- 

i (9) ing. 

Sra — Bi eal Adult bows, 
ant “ki ah famous for cast 
stocking now in an- and beauty. 


ticipation of another 

big Christmas volume. a 

A line from you will tira Rms 

bring complete details.  arenery acces 
Write today! sories. 


SIDNEY ARCHERY CO. 
SIDNEY OHIO 
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ai 














The ‘‘Peerless”’ 
Line! 


A most popular — and a 
most profitable line of Fold- 
ing Furniture for camp, 
home, club, yacht, office, etc. 


Consider No. 35 


An example of this sub-* 
stantial and colorful folding 
furniture is the chair, as il 
lustrated (also without 
fringe). Folds two ways. 
Hardwood frame, varnished 
or in the new colors. Can- 
vas seats and backs in plain, 
olive drab or striped patterns 
in various colors. Send for 
samples or assortment! 


Also... 


Consider the No. 11 Series 
—Peerless Reclining Chairs. 
Adjustable to four positions. 
Folds flat. With or without 
footrests and arms. Fancy 
striped covers. 





Sea ae eee eee eee eee 


Send this for 
Sample Chair 


Catalog and prices. 





TUCKER DUCK & 
RUBBER CO. 


Fort Smith, Arkansas 


Send No. 35 Peerless 
(also No. 11) 


Send for Samples, Etc. 


Secure new Peerless cata- 
log, samples, prices and 
proposition. 


TUCKER 


ee ee eee 
SQ 2 SS SB SS eS eS SS SS eee eee eee 





DUCK & RUBBER CO. Des sich sutanccndamedioena si 
Manufacturers of TUCKER’WAY 
Folding Chairs, PEERLESS Fold- @ 8 ool eee a 
- Furniture, TUDUCO Tents, \ 
ete. 
Fort Smith, Arkansas & OB ... 2... cece erect ee re eene : 
D-15 i 


Yn as a 











—— 
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New 


Bull's-Eye 


The Season’s Hit. 
Genuine Meisselbach 
Level-Wind Reel, $5 


Backed by nearly 40 years of quality 
manufacturing. Permo end plates in 
attractive green, red, brown or black 
(optional). Nickel silver spool flanges; 
nickel steel pivots in adjustable phos- 
phor bronze bearings. Precision-cut 
gears and worm, and special Meissel- 
bach pawl. 

Order from any rekiable Jobber. Or 
write us for sample, discounts and 
printed specifications, with Complete 
Catalog of genuine Meisselbach Fishing 
Reels of Quality. 






Casting 






Level Wind 


SELLING itself, selling more rods, lines, lures and nets—the new Meisselbach No. 100 Bull’s-Eye Level- 
Wind Casting Reel. The popular hit in fishing tackle—the reel that’s wanted. Because so well made, well 
named and well advertised. Large, strong, handsome, smooth-running, handles better, gets more fish. 
Stimulate your whole tackle demand with the lively interest there is in this new genuine Meissel- 
bach. Tie up with the big bull’s-eye—in all the best magazines for sportsmen, and other leading maga- 
zines. Get your full share of profits by pushing the new Meisselbach Bull’s-Eye No. 100. 


The A. F. Meisselbach Mfg. Co. mt Division of The General Industries Co. 
2836 Taylor Street Elyria, Ohio 


Representatives: South, Louis Williams & Co., Nashville, Tenn.: Paci c Coast, Phil B. Bekeart Co., 717 Market St., San Francisco, Calif. 








nd 











Undeniably the sports section—organized recre- 


! I ation—everybody is interested. And each year we 
WHA | OR } ION become more active participants. 


The boys that used to “skitter”’ stones on the ice 


OF THE DAILY PAPER pond are today demanding skooters, roller skates, 


and ball bats. Small sister must have her skooter 
‘ x ~ and skates too. Father plays golf and tones up 
GETS THE WIDEST - with a punching bag each morning. Mother plays 


tennis or golf. There’s a baseball league in the 


READING grammar school—and foot ball on every open 


space. Sporting goods of all types are in constant 
demand. Are you cashing in on this profitable 


business? 


HARDWARE AGE is behind you with suggestions 
for displaying and selling sporting goods. Watch 
for these articles. 


“4 Hardware Age 


239 W. 39th Street, New York City 
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‘The caster market 
isa“whale of a 
big market 














OMEN everywhere—your. customers—want 

casters that will start rolling when they want 
them to roll—that will roll easily and quietly. They 
want casters that save their floors and floor cover- 
ings, too. , 


Bassick advertising—in the magazines pictured at 
the right—teaches them to think of casters. And 
reminds them to think of Bassick casters. 


Are you doing your part to sell more casters? Is Rina: emul this 
your stock complete and up-to-date? Do your cus- story of Bassick 
tomers know you have Bassick casters—that yours elo namaseng 
is the place to see and buy the casters they have 
read about? 


lionsand millions of 
progressive homes. 


The caster market is a “whale” of a big & allier's 
market—and Bassicks are the casters : 
people know by name. You can turn this 
flood of interest into your store. Let us 
help you do it—use the coupon below— 
today. 


1 WEEKLY 


















Reg, U.S. Pat. Off. 


THE BASSICK COMPANY 
BRIDGEPORT CONN. 


For 32 years leading makers of Better Casters 
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AMERICA 


KITCHEN "ROOK 


CLEANLINESS~SPEED ~CONVENIENCE ~ SAFETY 



















EACH MONTH, in a large list of magazines and farm papers in- 
cluding the Saturday Evening Post, Country Gentleman, Farm and 
Fireside, and many other popular publications, Kitchenkook 
_advertising goes into more than 9,000,000 American homes. 
It is a message of greater cooking speed, freedom from baking 
»\ failures; of Kitchenkook cleanliness and convenience; of ser- 
‘\ vice equal to gas for homes located beyond the gas mains. 
And each month, Kitchenkook dealers who tie up with 
. Kitchenkook advertising report increased sales and 
bigger profits, 
\\\ Write for your copy of the American Cut Book, show- 
R\\ ing a wide variety of newspaper electros, folders, 
\\ booklets, window and counter displays, movie 
i \ slides, etc., which may be had on request. 
+ 


| AMERICAN 


er Appliances Gro 
Complete Gas Cooking. 

Heating. Lighting Service 
Sor Homes without City Gas 














ee 
— 






-_ 





American Kitchenkooks 
are listed as standard by 
the Underwriters’ Labora- 
tories. 








Any a we dealer, located where there is no Kitchenkook dealeragency may 
have full details of our guaranteed profit sales plan on request. Address nearest office. 


American Gas Machine Company, Inc. 


Factories—ALBERT LEA, MINNESOTA 
Branches—78 READE STREET, NEW YORK, N. Y. 4242 HOLLIS STREET, OAKLAND, CALIF. 
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DILL 
TIRE 


VALVE 
INSIDES 












This handy little box, con- 
taining aset of fiveDill Valve 
Insides, retails at 25 cents 
—sells on sight and brings 
satisfied customers into 
your store. {35¢ in Canada} 


= A « |! 
“aa * eameren.* 


VALVE INSIDES are being purchased 
every day by hundreds of thousands of 
people who own automobiles. 


na aye By displaying Dill Valve Insides on your coun- 
ty ters, you can get a generous share of this retail 

4 IZ business— make an easy profit—and build up a 
mm J | group of satisfied customers. 

Se . Dill Valve Insides do not leak. They are as 
10 se carefully finished and assembled as the parts of 
a watch. You can depend on them. 

They receive 100% inspection. 

On or Off ina Wink/ Attractive, sales-getting metal counter display 
a racks sell Dill products for you while you are 

— busy with other things. 

The initial investment is small, the turn-over 

is rapid —and you get a steady profit with very 

little selling effort. 

Display racks for Dill Valve Insides, Instant.Ons 

aa and standard Dill Valve Caps can be obtained 

promptly, through your jobber or tire branch 

house. Ask for them—and for the details of 

the Dill sales proposition. 


THE DILL MFG. COMPANY .: Cleveland, Ohio 


Manufactured in Canada by the Dill Manufacturing 
Company of Canada, Ltd., Toronto, Ont. 


IDITILG 


Standard TireValves and ValveParts 


Thesenationally advertised 
Dill products — the Valve 
Inside, the Instant-On and 
the Valve Cap, come to you 
in these attractive display 
stands, ready to help you sell. 
























—— a 
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NDR Spe det Ue 


A REGISTERED TRADE NAM 


= BULLDOZER 
POWER PUMPS 


There is a definite place in your sale and mca 


tion of power pumps for the labor saving, service 
giving qualities of Myers Self-Oiling Power Pumps 
to step in and help you increase your power pump 
business and at the same time make it more profit- 
able for you. 

As an example—one of our enthusiastic dealers 
te lls us of the remarkable success he is having in 
“knocking off’? (as he terms it) the power pump 
business in his community. 

“Have sold and installed several of your self- 
oiling power pumps during the past thirty days, 
and have three or four more jobs in sight right I 
now,” he states. And what's more he is backing up his claims with orders for Myers Self-Oiling Power 
Pumps. All of which he says ‘‘is a lot more than I ever expected when one of your representatives sold me 
on the idea that there was plenty of power pump business right at my , 
door if I went after it.” 

Without doubt, the same condition exists in your own vicinity. Recog- 
nize this fact—the day of pumping water by power is here. Then, why 
not meet the situation with satisfaction and profit by placing your exclusive 
efforts behind a complete patented line like the MYERS with styles and 
sizes for every service up to ten 
thousand gallons per hour? 



















FURNISHED 
WITH OR WITHOUT 


MQTOQR 


























a Write or wire. i utes. 
_— MYERS > 
PUMPS-WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 


THe F.E.MYERS & BRO.CO. ASHLAND, OHIO. 


“Manufacturers for over Fifty Years of MYERS’ HONOR-BILT’PUMPS for Every Purpose. 50. | 
WATER SYSTENS-HAY GRAIN UNLOAD ARN,FACTORY and POUNDS PRESSURE 
GA E DOOR HANGERS- STORE W CASDERS. Etc. OR 580 FEET ELEVATION 
ust 


Steel Sheets\ k= 


Sheet metal serves increasingly the engineer- Sheets, Special Shetis, Tin and Terne — 
ing, railway, industrial, and general construc- for every known purpose—and with highest 
tion fields. This Company is the largest and quality standards rigidly maintained. Sold by : 
oldest manufacturer of Black and Galvanized ee metal merchants. Send for booklets. J 


UMMM, 



























































For Greatest 











Mees cscs ss cscs cscs cece eee eee eee eee ee eed, 


MERICAN 


ct Products 


AMERICAN SHEET AND TIN PLATE COMPANY 
General Offices: Frick Building, Pittsburgh, Pa. 


DISTRICT SALES OFFICES:—CuicaGo, CINCINNATI Export Represeyfatives—U. S. STEEL Propucts Co., New York City 
Denver, Detrorr, NEW ORLEANS, NEW YORK Pacific Coast Representatives — U. S. STEEL PRopucTs Co. ; 
PHILADELPHIA, PITTSBURGH, ST. Lovuts San Francisco, Los Angeles, Portland, Seattle, Honolulu om 
TRIBUTOR TO st 

SHEET STEEL = 


TRADE EXTENSION COMMITTEE 
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Air Dried, Straight Grain, 
Spruce Side Rail 
Full Strength in Tinner 








Hand Split and Hand Shaved 
Straight Grain White 
Ash Rungs 











Hand Forged Guide 


Irons 








Malleable Automatic Spring 
Hooks or Lock. Work in 
Any Position 








Sure 








Rope and Pulley Complete 





MECHANICS = 





Is There Anything Any 
Better 











BABCOCK 


Air Dried 


SPRUCE 
LADDERS 


Better be Safe Than 
Sorry 
Can’t Afford to Take 


the Chances with 
Cheap Ladders 








W. W. BABCOCK CO. 


Bath, N. Y. 

















| 
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SELL NO SUBSTITUTE 








 Sierlirs 


riveted on “extra leg shoe’ 
gives twice the wearing life. 


Study the under construction of a Sterling —then compare 
it with any other. You will quickly see why Sterlings 
represent the greatest dollar value in wheelbarrows. Chan- 
nel steel, of extra strength, is used for the le% frame. Scien- 
tifically formed to ~ive greatest rigidity. Snug fitting to 
handles. Riveted construction — can’t wobble. Crossed and 
diagonally braced. All of this plus the “extra leg shoes” is 
why more Sterlings are used than any other. 


This is another reason why dealers can sell more Sterlings. 
Write for our dealers proposition— good discounts—good 
profit — extra heavy national advertising. Prompt ser- 
vice from factory warehouses at Chicago, New York, Phil- 
adelphia, Pittsburgh, Cleveland, Detroit, St. Louis, 


There's a size and style for p 
every requirement. 
71 < 














STER TAT? TWHEREITRARPRAIYT aN 
STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER 
IIW WIIWVLVAAI IT 


Milwaukee _ — 


Wisconsin 
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N the development of the vacuum cleaner from 
its crude beginning as a carpet-cleaner to its 
present status as an all-’round family appliance, 
Royal seized and has always held absolute leadership. 


ROYAL was 
sl 


First to adopt 
the convenient 
toggle switch. 























Royal fted not only a 
BET cleaner, 
but ha ZQRE USES 


cleaner. 


Hardware dealers tell us that Royal’s First to add theconvenience 
many exclusive “talking points” protect of a handle lock. 

them both from peddlers and cheap com- 
petition. 


First to clean bare floor 
surfaces thoroughly —and 
‘get into corners. 


First to supply a highly 
efficient floor poliahiag 
attachment at no extra cost. 


First to perfect the nozzle to 


operate efficiently from rug- 
to-floor without adjustment. 


And—latest achievement — 
first to develop a painting 
and spraying attachment 
for vacuum cleaners. 


@5he 
P. A. GEIER CO. 


540-560 East 105th Street 
) Cleveland, Obio, U.S.A. § 


CONTINENTAL ELECTRIC CO., LTD. 
505-511 King Street, East, Toronto 
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| Schick Repeating Nag7or 


“The numerous customers to whom we 
have sold your product, have been more 
than pleased with their purchase and 

_ ly expressed their keen delight in 
aving with this new method razor.’ 


8 es is the kind of message which reaches us 
from Hardware Dealers who realize the 
profit possibilities in Schick. 

Here is a $5 sale—enough money involved to 
justify a complete demonstration of the razor 
and how old blades are replaced by new. Show 
Schicks and you sell them. Prosperous dealers 
who are reaping big profits have learned this. 


Mr. C. S. Shenk of Shenk & Tittle, Harrisburg, 
Pennsylvania, who wrote the sentence at the 
opening of this message and who thanks us “for 
your consideration in placing us among your 
representatives,” knows that the right way to 
sell Schicks is to pull out the plunger, snap 
it back and let the customer see 
how a new blade replaces the old 
one. Ask your jobber about this 
modern shaving marvel 
























Magazine Repeating Razor Company 


285 Madison Avenue, New York City 
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CLOTHES 


LACK BIRD Clothes Line We also make a variety of other 

is solid braided cotton; braided cotton clothes lines, in- 

pliable and easy to handle. It cluding hard braided sash cord 

grips clothepins firmly with- « F for use where the 

out splitting them. Clean supports are far 

throughout, does not stain apart. Send for 
clothes. Smooth glazed finish. samples. 


“There IS a Difference in Clothes Lines”’ 











SAMSON CORDAGE WORKS ’ BOSTON ’ MASS. 











OILS 

















FOUNDED 1855 


ardw 


239 West 39th Street, New York City 
FRITZ J. FRANK, PRESIDENT 
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KELLY HATCHETS MADE TO SPECIFICATIONS 
“Perfect” ‘Flint Edge” “Vulcan” “Standard Brands 














Hardened head, 
does not break 
nor’‘mushroom" 
from driving 








«Wide box-eye 


Binds the 
handle 


firmly are lock-wedge 
| The best wedging 







device 
Extra-thin blade 
yer ; More weight in head 
ul-slo : 
Will get under : es oe 
the nail head a 
















Blade thicker at center, bursts the chip, 
prevents th? thin blade from binding 


Special analysis Chrome steel, 
extra strength, takes TOUGH TEMPER., 


holds keen edge, does not require 
frequent sharpening 


Second growth clear white hickory handle a 4 


full oval grip, fits the hand comfortably. 


KELLY AXE & TOOL CO., Inc. 


CHARLESTON, W.VA., U.S.A. 




















delta 
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By Llew S. Soule 








Chain Store Competition 
A Fair Field:-and No Favors 


of Senator Brookhart, which calls upon the Fed- 

eral Trade Commission to make an investiga- 
tion of retail chain stores. Naturally the question 
arises: Should such an investigation be made? 

If the motive behind it were merely to embarrass 
the chain store and give an advantage to its com- 
petitors, we would say emphatically No! We do not 
believe that any business can build ultimate success 
on a policy of embarrassing competitors and seeking 
unfair advantages through process of law. 

The worth while independent retail merchants of 
this country neither want nor need special privileges. 
All that they desire, or. should have, is a fair field 
with no favors. The independent retailer who can- 
not hold his own, under such conditions, has no eco- 
nomic right to stay in business. There should be no 
discrimination in favor of any particular method of 
distribution. 

Nevertheless, we wish to state frankly that we are 
in favor of a fair unbiased Governmental investiga- 
tion of chain stores. We believe that such an in- 
vestigation would at least clarify the present retail 
situation. 


Chain stores have grown to tremendous proportions 
during the past few years. Through that growth they 
have attained great power—power which could be 
wielded unfairly, and perhaps unlawfully. We do not 
say that this power has been abused. We merely 
state its possibilities, and affirm our belief that where 
such possibilities ,exist, the Government should know 
the facts and be in position to guard against abuses. 
From that standpoint alone, an investigation is right 
and proper. 

Meanwhile it is barely possible that an impartial 
investigation would reveal some inadequacies or un- 
fairness in existing statutes, and the appropriateness 
of new or revised laws for the conduct of business. 


For example: Let us assume that two independent 
retailers are conducting hardware stores in some par- 
ticular city. Let us assume that for no specific reason 
they have formed a habit of selling certain staple 
merchandise, such as nails, at an actual loss. 


& ONGRESS has acted favorably on the resolution 


Let us assume that they meet accidentally; that 
their conversation drifts to business matters, and one 
of them remarks that he is losing money on nails. 
The other replies that he is facing a similar condi- 
tion, and that the logical thing to do is to stop the 
loss. Let us further assume that one of the two sug- 
gests that they raise their prices to a point which 
they can at least break even, and that they agree to 
do so. 

Right there they have broken the law. They have 
acted in restraint of trade. Despite the fact that they 
have not advanced the price of nails beyond what it 
should be; despite the fact that they are still in a 
position where they make no profit on nails, they are, 
in the sight of the law, criminals. 


Now let us assume that in that same city there is 
a chain store system with one hundred stores, all of 
which sell nails. The manager of that chain calls his 
store managers together; there is a conference, and it 
is decided to advance the price of nails. That chain 
store manager and his store managers have broken no 
law. Even though they have caused nails to advance 
in one hundred stores, they are law-abiding citizens. 
Meanwhile their two independent competitors whose 
agreement advanced price in but two stores, are law 
breakers. As a matter of fact, the chain store man- 
ager, and the independent retailers have achieved the 
same end. Two of them did it by agreement—one by 
the exercise of his own authority—but all have ad- 
vanced the price of nails. Perhaps a Government in- 
vestigation may discover an element of unfairness in 
such a condition, and take steps to remedy it. 


The chains themselves should welcome a fair in- 
vestigation. Their competition includes not only the 
independent retailers, but other chain systems. Law 
abiding chains conducting business on an ethical 
basis, might eventually face chains not so ethical. It 
is to their interest, as well as that of the independent 
retailer, that such possibilities be guarded against. 


As Abe Martin would say: “Germs don’t breed well 
in sunlight.” 


This is the eighth of a series of articles in which the Editor of Harpware AGE discusses 


the Chain Store Competition in all its phases. 






; 
) 
| 








‘ 
/ 
\ 
| 
} 





42 HARDWARE AGE for JUNE 14, 1928 


* 


,, @eee 
i CRGOCEREE ante 
: 4 aaGeted 


‘iat 9» 


thé 


The modern Billman store has all merchandise “down” where it is within easy reach of the customers. It has been found by 
experience that the open display tables sell the higher priced merchandise just as effectively as they do the “5 





Billman Has No Sales 


“They've Been Overdone,’ 


> 


Says Minneapolis 


Hardware Man, “to a Point Where Customers 
Postpone Purchases Until They Can Buy It at a 
Bargain.”” Uses Today’s Methods : 


CCORDING to D. E. Billman, head of a Minne- 
apolis retail hardware store, special sales have 
heen over done to a point that customers postpone 

purchasing merchandise they need until they can buy 
it at a bargain price. About a year ago Mr. Dillman 
adopted a policy of no special sales and is now of the 
opinion that he is making more real friends and cus- 
tomers for the store than under the old plan of bringing 
people into the store with the appeal of lower prices. 

In order to get his ideas to his customers, a small 
store paper, called “DBillman’s Bugler,” is issued monthly. 
It is the aim of this little four page paper to create a 
personal touch with the customers and accordingly the 
amount of “sales talk’’ which it contains is held to a 
minimum. The paper usually contains the photograph 
of some member of the store staff, together with a brief 
personal sketch, an editorial explaining a store policy, 
cooking recipes, and local news items. In order to 
stimulate interest in the paper among its readers, con- 
tributions were invited to its columns. Recently women 
offered their favorite recipes and others wrote on the 
subject of “Why I Trade at Billman’s.”’ 

Editorials setting forth the store’s policy of having no 
special sales are given considerable space. One recent 
editorial under the heading of “‘\What Is a Sale ?—Bait.” 


said, “We sell merchaydise—on its merits—not by the 
persuasion of price—for it is a truism that you ‘cannot 
get something for nothing.’ 

“You can, however, get the most for your money 
here—because everything we place in stock is censored 
for intrinsic worth as well as effectiveness. The appeal 
to your judgment—satisfied by your appreciation of 
attractiveness. 

“We hold no sales—our merchandise is priced regu- 
larly lower than so-called sales. It is not necessary to 
wait for a sale, nor have we several prices for each 
item. Qur stock is not made up of stickers or pieces 
that have not sold and which need be priced ‘below cost’ 
hecause they are shop worn or have been in stock too 
long.” 

Another issue of “Billman’s Bugler’ contained this: 

“Why don’t Billman’s have sales? 

“Because a sale is a confession. 

“Confession that goods are not properly bought. 

“The styles are not right or that the prices are not 
right. 

“A sale is a confession that the former prices were 
too high—that someone paid more than they should. 

“The most valuable service we render to patrons is 





and 10 cent” items. 
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seen in the judgment and critical accuracy we show in 
buying. We buy quality merchandise at prices that 
enable us to sell at a fair profit and a saving for our 
customers,” the article continues. 

“Our answer 
to the question 
is. ‘We don't 
need sales—and 
they are not fair 
to our custom- 
ao 

The Billman 
store is a strik- 
ing example of 
the evolution in 
hardware mer- 
chandising 
methods. It was 
founded in 1890 
by John L. Bill- 
man, father of 
the three DBill- 
mans, Dan, Sam 
and Paul, who 
now operate the 
business. Jn the 
early days of its 
existence th e 
Billman — estab- 
lishment w as 
typical of that 
time, the stock 
consisting of staples, no attempt made at display, original 
packages stored on high shelving and all the rest of it 
that went with horse drawn street cars which passed the 
door. 

The present store, on the other hand, is a model of 
attractiveness. Low shelving, open display tables, wide 
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aisles, ample lighting and the whole store brilliant with 
a consistantly carried out decorative scheme in orange 
and grey. The stock itself has also undergone a radical 
change and lines of merchandise which the elder Bill- 
man would never 
have dreamed of 
carrying are 
among the 
store's best 
sellers. 

For example, 
in one corner of 
the store is a 
stock of vlass- 
ware, hand 
painted china 
and dinnerware, 
a department 
which shows an 
annual sale of 
about $5,000 and 
a turn over of 
better than four 
times. Toys are 
sold the year 
around although 
the bulk of the 


The store employees of Billman’s. Two of the young ladies shown are employed on’ sales are natur- 

the sales floor while the third one is in charge of the office. Paul and Dan Billman are allv 

in the front row, the second and third from the left. Sam, the other brother, is not “ . 
included in this picture. 


made 
around —Christ- 
mas time. Here 
the turnover is about five times, the sales running in the 
neighborhood of $3,000, of which about 40 per cent is 
wheel goods. Radio is another of the “modern hard- 
ware” lines, sales reaching to about $8,000. 

While these various specialty lines are profitable ones 
for the store, the staple lines are by no means neglected. 











The Billman store as it appeared 25 years ago. In spite of its odd appearance it must be remembered that 
this store was the “modern” store of that time. 
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What the South Eastern Retailers Think About 


the Number of Salesmen! 
By Saunders Norvell 


N honest confession is good for the soul. The 
A speech that was published in Harpware AGE 
that I was supposed to give at Atlanta before the 
Southeastern Retail Hardware Dealers Association, I 
did not make. I made another speech. The speech I 
did make would not look well in print. Therefore, I 
did not print it. 

Then the next article I wrote was about the Con- 
federate Memorial being carved on Stone Mountain. 
In that article I left out some splendid things that I 
might have said. I was like the orator who, in the 
morning following the night before, thought of all the 
goods things he might have said. 

I did not write about the Nelson monument in Tral- 
falgar Square. Nelson is perched so high up on a tall 
shaft that about all you can see is his cocked hat. Na- 
poleon has a similar monument in the Square Vendome 
in Paris. In order to see what is on top of the column, 
you have to put your back against the wall and twist 
your head back until your neck is almost ready to crack. 
Then you can see that Napoleon is also wearing a 
cocked hat. 


Carved to Commemorate a Lost Cause 


Then I should have written about the Arc de Triomphe 
in the Etoile (Star) in Paris. This arch, under which 
lies the body of the Unknown Soldier—Soldat Inconnu 
—to my mind, is one of the most beautiful monuments 
in the world. Its proportions are magnificent. It was 
built by Napoleon at the very height of his glory. 

Now the point I should have made in that article 
about Stone Mountain was that all of these great monu- 
ments, all over the world—and I might have followed 
along with descriptions of the monuments in Berlin, 
and especially in Rome—without exception, were built 
to commemorate victories. All of these nations, meta- 
phorically speaking, were pinning medals on themselves 
in memory of their triumphs. 

This Confederate Memorial, as far as I know, is the 
only monument that is being carved in memory of a de- 
feat—of a lost cause. Perhaps, however, this is not 
true. The Wounded Lion of Lucerne was carved in 
memory of the Swiss Guard, who were annihilated on 
the stairways of the palace when they loyally fought to 
the death, defending the person and family of Louis 
XVI. 

Nevertheless, the Confederate monument will stand 
out in history as being unique. There are monuments 
to Grant, Sherman and the other great leaders of the 
Northern Armies, but none of these monuments to the 
victors, not even Grant’s Tomb on Riverside Drive in 
New York, will compare with the Confederate Memorial 
carved on Stone Mountain. 

Lincoln’s monument in Washington is magnificent. It 
has the cold, dignified beauty and reserve of a Greek 
Temple, but it lacks a certain peculiar beauty and charm 
that will especially belong to the monument on Stone 
Mountain. 

oe -« 

One of our leading competitors, a good friend of 

mine, took lunch with me last Saturday. He is a man 


of culture and refinement. With our coffee, he re- 
marked, “I wish you would stop writing about cutlery 
and devote all of your time to writing about apple trees.” 

Then, with this as a beginning, we discussed the 
things that influence people in this world. We decided 
that practically all of us were more influenced emotion- 
ally than we were intellectually. A thing that is in- 
tellectual is frequently just cold and logical. It does not 
stir the blood or imagination ; that is, not of the ordinary 
person. 

For instance, John Dewey is one of the greatest in- 
tellectuals this country has produced. John Dewey is 
a profound philosopher and an original, logical thinker, 
but the chances are that not one hardware man in a 
thousand who reads this article has ever before heard 
of John Dewey. 

On the other hand, of course, you know all about 
John Gilbert, the movie actor, and the ladies, especially, 
go again and again, and derive their little virtuous thrills 
when they see him kiss and make Ieve. Good women 
often take their sins vicariously. That is why the mati- 
nees, especially where there are triangle problems, are 
crowded with gray-haired ladies with permanent waves. 


Some Thoughts on the Ancient Game of Golf— 
and Those Who Play It 


The golf season is open. The pews at church are 
filled with women and children. Papa and the older male 
members of the family these days seem to be absent. I 
do not believe in playing golf on Sunday—not in the 
neighborhood of New York. It is decidedly immoral, 
and besides that, the links are too crowded. You are not 
only immoral, but you have to wait too long while you 
are being immoral. This waiting gcets-on one’s nerves 
and spoils one’s game. 

Yesterday, Sunday, there were four players ahead of 
us. ‘They were the slowest I ever saw! They were 
especially slow in putting. They took practice shots be- 
fore driving. Practice shots before using their brassies. 
When they would putt they would get down on their 
hands and knees and study the roll of the ground. 

Finally, one man in our foursome remarked, “T’ll bet 
that bunch are chartered public accountants playing for 
ten cents a hole.’ Then we decided to find out, so the 
next time we sat on thé tee with them, we diplomatically 
put out interrogations, and, sure enough, they were pub- 
lic accountants! But they wouldn’t tell us how much 
they were playing for. However, they were all Scotch 
as every good accountant should be. 

* * * 


Playing a slow game gave me the opportunity to study 
all of the players. It is a curious fact that you can tell 
a man who plays a good game of golf before you see 
him swing his club. You can tell by the way he is built. 
You can also tell the kind of game they play by the way 
they are built. 

This led to the thought that golf professionals who 
do the teaching should not attempt to teach the same 
game to men of various figures. I think that is a mis- 
take of most professional teaching. It stands to reason 
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that a man with a waist like a wasp should not be taught 
to swing his club on exactly the same principle as a man 
with a waist like an oil tank. It is physically impossible 
for these two types to swing a club alike. Therefore, 
there should be a special course of teaching for fat men 
and another course for thin men. 


Worshippers of Apollo and Dionysos 


Recently, probably you have noticed from my writ- 
ings, I have been studying the eariy gods of Greece. 
The Greeks fixed up a god to suit every occasion. Then 
each man worshipped the particular god that suited him. 
Apollo, for instance, was a “high-hat” intellectual sort 
of a god. His worshippers believed in high thinking 
and simple living. They grabbed an idea; traced it back 
to its source. They tried to figure out where man came 
from, why he was here and where he was going. On 
the other hand, the worshippers of Dionysos did not 
care so much where they came from, why they were 
here, or where they were going. They were all inter- 
ested in just having a good time while they were here. 
The worshippers of Dionysos loved music, dancing, eat- 
ing and drinking. They were a gay and lively lot. 

Now, somehow, as I sat on the tee, waiting, I classi- 
fied every man who came along either as a worshipper 
of Apollo or a disciple of Dionysos. All of the young, 
husky, hit-’em-hard golf players are disciples of Diony- 
sos. They are not intellectual. They just give a big 
swing, with a punch in it and let her fly. They don’t give 
a darn how much turf they dig up. They are out for 
distance. 

Then along comes a disciple of Apollo. Usually 
they are tall and thin—possibly a few gray hairs. They 
take a little red wooden tee out of their pockets and 
carefully stick it in the ground. Then, having washed 
their ball carefully, they place it with great deliberation 
on the little red tee. Then they balance themselves. 
They have their hand grip just right. They think of all 
the rules you must follow in driving. They fix their 
eye on the ball so hard that you would almost think they 
were about to turn into a marble statue. Then they 
slowly bring back their club. Everything is intellectual 
and carefully thought out. Then when they swing, 
somehow they do not get distance. Usually after all the 
preparation something goes wrong. Possibly they do 
not follow through. I am inclined to believe, however, 
that the disciples of Apollo, in playing golf, attempt 
to get distance intellectually, not realizing that what they 
need is the physical punch that is put into the drive by 
the disciples of Dionysos. 


What the Retailers Think About 
the Number of Salesmen 


When I was in Atlanta I think the Southeastern retail 
hardware dealers worked a system on me. I arrived 
at the Peachtree Station and went to the Atlanta-Bilt- 
more Hotel. There was no Reception Committee. Final- 
ly, I said to myself, “I will have dinner alone, go to my 
room and read “The Life of the Borgias.’” I had hard- 
ly started to read about Pope Alexander VI when my 
telephone rang. It was one of the reception commit- 
tee. “Would I have breakfast with them in the morn- 
ing.” “Certainly! What time?” “Seven o’clock.”. “All 
right.” So I left a call for six o’clock. After this, at 
every meal there was a committee of retailers who in- 
vited me to be with them. The system worked beauti- 
fully. I was passed around from one lot of retailers to 
another for the several days I was in Atlanta. 

Now, this system gave me an opportunity to ask these 


retailers about their problems, and what I was especially 
interested in getting was their reaction to so many sales- 
men. All of these retailers, without exception, stated 
that in almost every line of business there were too many 
salesmen, and unfortunately most of these salesmen, so 
they said, did not understand their lines and could not 
give them any special information about their goods. 
These salesmen did not have the knowledge or the abil- 
ity to instruct their clerks on the lines they were sup- 
posed to sell. They did state, however, that there were 
a few first class salesmen who were fully posted. It 
was a pleasure to deal with this class of salesmen. They 
had these salesmen talk to their clerks about their lines. 

But, they said, the average salesman who called just 
seemed to have one idea and that was to get a few items 
on his order book and then jump in his automobile and 
drive away. All of this class of salesmen seemed to be 
in a great hurry. They were shell shocked with speed 
mania. All of these retailers complained of the great 
amount of time it took just to be polite to this army of 
salesmen who were calling and get rid of them without 
causing any hard feeling. They told me it took up en- 
tirely too much of their time, which could be devoted to 
other important matters in connection with their business. 

Then I asked them what they thought of the mission- 
ary salesmen, and they said that a few of them—a 
very few—were valuable. They were well posted on 
their lines and gave information that could be used in 
selling the goods at retail. The majority of these sales- 
men, however, they stated, were absolutely useless and 
a waste of money on the part of the manufacturers who 
sent them out. 


Fewer and Better Salesmen Wanted 


“Tell me,” I insisted, “How many more salesmen do 
you think call on you than are necessary?” The answer, 
almost invariably was that there were just about twice 
as many salesmen in all lines as was necessary. Now 
just stop and think of this enormous dead weight in the 
selling expense of jobbers and manufacturers! There 
was no question in my mind after visiting this conven- 
tion and interviewing a number of these retail merchants 
that what is wanted are fewer and better salesmen. 

90s 


Then I asked them what they thought of a system 
of selling goods, by which a jobber’s salesman would 
call, accompanied by a missionary salesman of a manu- 
facturer, and these two would take orders for a certain 
line of goods. Then possibly a few weeks later an- 
other salesman would call with another manufacturer’s 
missionary in the same line, quote him a lower price, or 
offer him some other inducement, and then this retailer 
would cancel the order that had been placed with the 
first jobber and the first manufacturer’s missionary. In 
such case, when the goods are finally delivered, it has 
taken four salesmen to sell one order—two jobbers’ 
salesmen and two manufacturers’ missionaries. “Don’t 
you think” I inquired, “it is rather a heavy strain on the 
cost of distribution?” 

These dealers expressed surprise that any retail 
merchant would deliberately place his order with two 
salesmen, would deliberately cancel it and buy the goods 
from two other salesmen. I told them that I had known 
not only of one but of several instances this spring where 
this sort of a performance had taken place. 

x * * 


Naturally, under such conditions, one is not surprised 
that when goods can be sold through chain stores and 
(Continued on page 82) 
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A Thin Singl k 
in Singtle-stroke 
In four chapters (Chapter One) 
By JOSEPH BERTRAM JOWITT 
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HE art of freehand lettering is within the reach of your Sunday papers, keeping them as free from 
of the average person who is willing to devote a wrinkles as possible. It is a mistake to attempt too 
reasonable amount of time to consistent PRAC- much at one time but concentrate on two or three letters 
TICE. Anything that we desire to do well requires a for one-half hour. Practice on the right and left oblique 


certain amount of patience, 
and time. 


rule, is not worth much. Show card writing is easily — strokes. 


learned in a few months’ time 
with these modern lessons in 
HarpWARE AGE. The be- 
vinner need only purchase a 
small inexpensive outfit, which 
should cost less than $5, con- 
sisting of three genuine Red 
Sable show card brushes, Nos. 
6, 10-and 12; one set of 
Round Bill Speed Ball letter- 
ing pens: three 2-0z. jars of 
*“Devoe’s” or “Carter's” water 
color lettering ink, black, red 
and blue; one yardstick or “T” 
square: and a 5-cent piece of 
art gum for erasing pencil 
lines. Practice on newspaper 
save the classified ad. pages 


Anything that comes too easy, as a general horizontal cross stroke 
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concentration, application slanting strokes of the capital letter “A.” Then the 
which joins the two oblique 
To guide the eye and also to keep these slant- 


ing strokes uniform do as fol- 
lows: First draw a top and 
bottom horizontal guide line 
the height you decide to make 
your letters. (Two inches is 
the usual height for practice 
letters—the column lines in 
the newspapers are about that 
width.) Next form a triangle 
with lead pencil; make several 
of these inside the guide lines : 
then proceed to practice care- 
fully, following over these 
pencil lines with a Red Sable 
brush which has been dipped 
in the ink about three-quarters 
the length of the hairs, and 
then wiped out to a flat chisel 
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edge on a smooth piece of card or glass. Remember 
that the left oblique stroke is always one-half the width 
of the right oblique stroke and is made with the sharp 
point of the chisel-shaped brush (without pressure). 
the right oblique stroke should be the exact width of 
brush stroke, which requires an even pressure when 
bringing it down from top to bottom line. The cross 
stroke in the letter “A” should be the exact width of the 
left oblique stroke. In making the capital letter “B” 
the first stroke should be the exact width of the flattened- 
out brush. Make several perpendicular strokes with 
pencil and proceed to follow these with the brush (as 
the arrows indicate on the plate) Stroke No. 2. The 
top loop stroke should be about one-quarter the width 
of Stroke No. 3, the bottom loop stroke. The sharp 
spurs or “serifs,’’ Strokes Nos. 4 and 5, are the finishing 
strokes made with the tip end of the brush. In order to 
get the uniform thick and thin proportion to a loop 
stroke, the beginner should remember to practice in the 
following way: First work the color into the brush until 
the point is as sharp as a chisel edge, then start at the 
top line and swing from left to right, pressing slightly 
on the brush. 

The lower-case letters at the bottom of plate show 
how these letters a, b, c, d, e, f£, g may be condensed or 
extended to suit a given space without having an appear- 
ance of distortion or being crowded. 

(One important rule the beginner should endeavor to 
follow is that of keeping the small descriptive lettering 
properly lined off or boxed. This is the easiest type 
known for that method as the more irregular the letters 
are the better or more attractive they appear. 

The reader’s attention is directed to the simple ele- 
mentary strokes shown on the bottom of alphabet plate : 
a working knowledge of these should first be acquired 
before attempting to copy the perfect letter. The 
“spears” indicate in what direction the strokes are made, 
remembering the rule that all strokes are made from 
ieft to right. The full width of the brush is used in 
making the heavy or shaded part only, while the tip end 
of the brush turned sideways is used in*making the thin 
or finer strokes. 

Notice the tail of the lower case “g”’ on the card fea- 
turing ‘Tourists’ Camping Outfits”; it fills up a large 
space in a most artistic manner. Of course, this poster 
type has its limitations; it was not intended for signs to 
be read at anv great distance like interior department 
signs, the original purpose being for show window dis- 
play cards. Whenever possible illustrations or adver- 
tising cuts clipped from magazines which have a direct 
bearing on the merchandise displayed if pasted on the 
show card will greatly add to its commercial value. 

A word about color in connection with these cards 





The Show Cards Reproduced 
On These Pages 


HE present trend in window dis- 

plays is toward smaller sized show 
cards that permit the merchandise to 
be seen as easily as possible. The cards 
reproduced on these pages are in pro- 
portion to 11 x 14 inches and are read- 
able at a good distance from the window. 
They fit in well with the modern type of 
window display. 
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will not come amiss here. The originals of the cards 
reproduced were, of course, done in black and white, 
with gray borders. This is done with a view to repro- 
duction, but there are many opportunities to use color 
combinations that will be productive of results. Two 
tones of the one color will, for instance, be very effective. 
If you do the lettering of your card in green, simply 
mix a little white with some of the green and you have 
a good color for your border. This rule will serve with 
almost any color you choose. 


Challenge 
Refrigerators 


Beautify the Home 
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Truly Patriotic Windows Do Not 





Include the Flag 
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Here are Two Disptuys that Comply with Regulations 
and aré Highly Effective as Well 


HEN a national holiday is at hand, the wide- 

awake hardware dealer knows that he can win 

attention for his goods by showing them with 
patriotic colors. Some very striking window displays 
can be made with the help of the familiar red, white and 
blue in unusual combinations, and it is worth while know- 
ing how to use them effectively. 


Regulations Forbid Use of Flag 


It is important to remember, also, that the regulations 
concerning the use of the flag forbid the use of it in 
any way as a decoration or for advertising purposes. 
Much has been written about this practice, which is all 
too common in some places. Bunting is made for the 
purpose of decoration, and is most satisfactory for out- 
door use, but for window displays the popular crepe 
paper is unsurpassed. 

In order that the flag may not be desecrated, we pre- 
sent here two very effective window displays, embracing 


the use of crepe paper, together with the list of mate- 
rial needed and the directions for using it. 


On the Proper Use of Colors 


In planning any display with strong colors like bright 
red and blué, you must remember that a little will go a 
long way, and not use them too freely. If you do use 
too much bright coloring, you may have a window that 
attracts peovle’s attention, but the passer-by will look at 
the background and decorations and not at the goods 
which are on display. An authority on merchandising 
says “Red means danger and is an ‘explosive’ color. If 
properly and sparingly employed, it is very effective, 
but it is easy to overemphasize it and thereby lose the 
greater portion of its effectiveness. The same thing 
applies to the brilliant shades of blue. P 

The dicertions given here suggest two attractive 
windows in which your goods will appear to good ad- 

(Continued on page 86) 
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EVERYBODY’S 
BUSINESS 


By FLOYD W. PARSONS 
Why Bosses Fail 


UNNING a business has become a many-sided 

proposition. Once all that was needed was 

mere system. Now much more is demanded of 
the modern executive. Science and invention spring 
surprises overnight. Record-breaking speculation has 
pushed the prices of American securities to such high 
levels that increased earnings are necessary to maintain 
current quotations. 

While it is hardly fair to ask management to produce 
results that will justify the recent efforts of speculators, 
we may as well face the situation as it actually exists. 
Stock gambling has become a national activity. Many 
people now regard their regular jobs as of minor import- 
ance because Wall Street at the present moment affords 
them a better livelihood. 

It is one thing to capitalize the future, and quite an- 
other to make the dreams come true. Eventually, profits 
must be realized—not merely talked about. Even the 
folks who make a business of discounting tomorrow’s 
prospects are quite aware that all hopes for surpassing 
achievements in industry will fall flat if there is a lack 
of efficiency in management. 

That is why thousands of hard-working executives 
are now faced with the necessity of either establishing 
new records or accepting the consequences of defeat. 
These officials know what a great difference there is 
between their world of industrial actualities and that 
made up so largely of stock tickers. They understand 
that to expand profits continuously is a tremendous 
assignment. They also know that many time-honored 
fundamentals, though now disregarded, will again come 
into action, adding difficulties to the work of those who 
must actually serve on the firing line. 

The latest available figures disclose that 40 per cent 
of the corporations in the United States at present are 
making no money because of drastic price cutting 
brought on by severe competition. At 10 o’clock the 
sales manager is called in and urged to increase profits. 
An hour later the purchasing agent is given a lecture on 
the necessity of depressing the prices of all the things 
he buys. A vicious circle, indeed! 

The change that has taken place in business in recent 
times, like the fall of Gibraltar, has come about quietly 
and without actually being noticed by many. The air- 
plane has transformed Gibraltar from an impregnable 
fortress to hardly more than a historical landmark. An 
equally radical revolution has rendered obsolete most 
of the methods and equipment of yesterday. 

Today it is not only impossible to forecast what will 
happen next, but even after it does happen we are un- 
able to tell what the ultimate effects will be. The rapid 





expansion of synthetic silk manufacture has created a 
heavy demand for long-staple cotton, and this has 
brought prosperity to the cotton planters in Egypt. The 
increasing popularity of artificial leather has greatly 
benefited the growers of castor beans from which castor 
oil is made. 
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© Herbert Photos 
An Electrical Robot That Obeys Spoken Commands 


It is an age of speed, and what’s in our blood cannot 
be denied. The big profits now lie in helping folks to 
live more rapidly. The growing influence of the auto- 
mobile, the fast express and the airplane indicates clearly 
that the current trend is a fundamental one. Small 
apartments are taking the place of big houses because 
the average family does not want to be tied down. 
Things must be automatic. Foods that cook rapidly 
outsell those that take time in preparation. [ven clothes, 
especially those for women, must be light and provide 
the utmost freedom of action. 

There is no way to know what will be the final out- 
come of this ever-increasing spirit of hurry. Some 
predict nervous prostration as a national ailment. Per- 
haps they are right. Neurologists and psychiatrists are 
becoming more and more busy. But at least there can 
be no doubt concerning the futility of opposing the 
current movement. 

The value of time is now recognized. The faucet has 
taken the place of the backyard pump. Heat units are 
coming to us more and more through pipes and wires 
instead of in trucks. Streets with straight lines have 
taken the place of those that followed the confused 
windings of old-time cow paths. Gone is the idea that 
an executive is one who tells everybody else what to do 
and never does any work himself. 

We no longer burn out a candle in search of a pin. 
Life is too short™ Money is made by spending money. 
Present plans and purposes of management encompass 
measures not é¢ven considered a few years back. We 
have recognized the importance of the human equation 
in business and dismissed the fallacious notion that a 
bookkeeper perched on a high stool will do more be- 
cause he is not too comfortable. 

Such things as fatigue, “nerves” and fears have be- 
come matters of vital importance to the manager. It has 
been definitely proved that a Simon Legree attitude on 
the part of an employer is one sure way to destroy 
initiative. When the big boss believes it is a good plan 
to “put the fear of God in them,” this policy is sure 
to be imitated all down the line. 

Weare now witnessing the disappearance of the bosses 
who “bawl ’em out,” who insist on maintaining a quasi- 
royal state, who talk about the open door and then clog 
up every inner channel of communication, who sit in 
solemn conference and earnestly discuss the moral effects 
of a five-dollar-a-week raise upon a loyal worker, and 
who refuse to recognize that where capital stakes money, 
the employee usually stakes not only happiness but life 
itself. 

The modern boss knows the losses that result from in- 

(Continued on page 84) 
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COLE BROTHERS 


THE Win CHESTER STORE 


HARDWARE, PUMPS MACHINERY AND 
SPORTING GOODS 
HIGH TEST GASOLINE AND OILS 


+ Budiness today evolves on credit, t buy goods td sell to you 
pay in 30 days if you do not pay us we cantor pay our 


firms. We extend credit in good faith, telying on 
business iptegrity to be kept. 
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of unnecessary expense sending any m re statemep 5. 
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extension of credits and enforcement of collec- 
tions. It is a lamentable fact that it is extremely easy 


to “sell” merchandise on credit to 
poor pay customers but it must be 
remembered that no sale is complete 
until the goods are paid for. In 
other words, there is a vast difference 
between actual sales and merely let- 
ting merchandise go out of the store 
with the idea that a settlement will 
be made later. 

The time, on any credit sale, to 
start collection process is when the 
customer takes possession of the 
merchandise. A credit sale is, in fact, 
the loaning of merchandise to the cus- . 
tomer and regardless of whether that 
merchandise is on the shelves of the 
store or in use in the credit custom- 
er’s home, it can neither repay the 
stock investment nor show a profit 
until it is paid for. Considering it 


then, in the light of a loan rather than a bona fide sale, 
it is not unreasonable to expect the merchant to set the 
time definitely which he is to receive payment. When 
the credit customer is, for example, told definitely at the 
time of the sale that he is to pay for the merchandise in 
thirty days, it will be found that in the majority of cases 


Please phy promptly andpave us a fot 


HARDWARE AGE for JUNE 14, 1928 





Billhead used by a Minnesota merchant on which appears 
a paragraph urging a prompt settlement. In other words, 
collections are speeded up by starting them with the sending 
of the first statement of the customer’s account 


Form collection letters, while much better than utter neglect 
of an account, will not accomplish nearly as good results as 
will individual letters. 


Of course, writing an individual 


letter to each delinquent customer takes considerable time, 
but remember that it takes $20 worth of additional sales to 





- make up a sufficient profit to offset the loss of one dollar in 
unpaid accounts 


The Value of Collections 





NDOUBTEDLY the most important managerial the collection, if properly followed up, can be made at 
job around a retail hardware store is the proper that time. 








ere is a new 

series of arti- 
cles on the impor- 
tant subject of 
eollections and 
eredits, by a stu- 
dent of this phase 
of merchandising 
well qualified to 
discuss it. Follow 
them each week in 

Hardware Age. 








Unfortunately however, a great many dealers, through 
the press of competition, the fear of losing a sale or 


the lack of moral courage, seriously 
handicap their collection efforts by 
their laxity in specifying a definite 
date of payment at the very start. 
The usual method, especially in the 
case of the merchant in the smaller 
town, is to urge the credit purchase 
and either fail to mention a due date, 
or more often still, even suggest such 
things as “later,” “in the fall,” or 
“when you get ready.” 

While much has been said about 
the evils of the present vogue of in- 
stallment selling, that system at least 
has the merit of definitely stating the 
date of payment and warning, 
through the chattel mortgage feature 
of the contract, of the penalties at- 
tached to a lapse in the prompt ful- 
fillment of the obligation. As com- 


pared with usual hit or miss policy of collections used 
in connection with open ledger accounts, the svstematic 
follow up of the installment plan contract, especially 
when handled through a finance company, has done 
much to educate the buying public in the matter of 
prompt payment. 


















HARDWARE AGE for JUNE 14, 1928 51 


Granting, however, that the hardware dealer has the 
hackbone to tell his credit customer that the extension 
of credit is for 30 days, or whatever period is decided 
upon, he usually fails to enforce it. The first of the 
following month he sends the customer a formal state- 
ment of the account and if the customer is strictly 
honest and has the available cash the bill is paid. If on 
the other hand, the customer has a tendency toward dis- 
honesty or, as more frequently happens nowadays, has 
spent his money for something else, the bill is not paid. 
Then what happens?’ Usually nothing—the merchant 
waits until the first of the next month and then sends 
the customer another neat statement and again perhaps 
the customer pays and perhaps he doesn’t. .\t any rate 
the merchant is placed in the position of stating his credit 
terms to be one thing and then, through his seeming: in- 
difference, agreeing to something entirely different. The 
customer may really be excused for assuming that that 
30 day idea was merely talk and in reality he can pay 
when he gets around to it. The longer the settlement 
can be put off, the greater proof the customer has that 
there is no particular hurry. 

Merchant Places Himself in Unfavorable Light 

In most cases of slow payment, after four or five 
and sometimes more monthly statements, during which 
time the customer has stopped trading at the store be- 
cause he is ashamed to face the obligation, the merchant 
begins to get worried and makes an effort at collection. 
This effort, in order to avoid offending the customer, 
usually takes the form of a “hard luck story” to the effect 
that the merchant is short of cash with which to carry 
on his business and will the customer please be so kind 
as to at least pay a portion of the indebtedness. In 
other words, the merchant again places himself in an 
unfavorable light. He admits he is a poor business 
man and has mismanaged his store until he is short of 
cash. He loses sight entirely of the fact that it was he 
who granted the favor of extending the credit in the 
first place and then puts himself under obligation to the 
customer by begging the favor of payment of a Dill 
that is long past due. It is small wonder that the aver- 
age credit customer feels that his mercantile bills can 
he taken care of after the bank, the installment house 
and the automobile agency are satisfied. 


If, on the other hand, the merchant would take a 
lesson from their other credit agencies, his task of col 
lections would be materially lightened. The time to start 
collection work is exactly at the expiration of the 30 
day or other period originally agreed upon.  \Vhether 
the proprietor or a more or less disinterested bookkeeper 
handles the work of the customer ledger, an accurate 
check of due dates should be maintained and a timely 
telephone call or business-like letter calling attention to 
the obligation will serve as a reminder that 30 davs means 
30 days and you expect your money. This reminder 
does not need to be “hard boiled” or threaten, for 
there is a lot of psychology in collecting and the cus- 
tomer usually pays with a promptness that is in direct 
ratio with his feeling that he is expected to pay. If 
you are willing to let the bill run on tor several months, 
naturally he is, too. 


Sale Not Complete Until the Money Has Been 
Received 

When accused of being lax in the matter of collec 
tions, many dealers seek solace in the excuse of “haven't 
time.” But if an account is past due there is nothing 
more important around the store than collecting it. It 
is well to remember again that no sale is complete until 
the money has been received. It may be conservatively 
estimated that credit sales, including actual uncollectible 
accounts, loss of interest on the money tied up, the time 
of the bookkeeper, postage, stationery and all, cost the 
merchant nearly 1 per cent per month. The longer each 
individual account 1s carried on the books the more these 
expenses mount until in time whatever profit there may 
have been in the original sale is eaten up by the carrying 
costs. 

Stull another angle to be considered is the fact that 
for every five dollar account that becomes uncollectible 
through neglect, approximately $100 worth of additional 
cash business must be done to make up the 
profits. A $500 credit loss means $10,000 worth of sales 
must be made before the merchant has recovered. And 
above everything else is the fact that the customer who 
is in arrears at a store will almost invariably avoid the 
store as long as the past due account stands. \s one 
dealer aptly advised, “make them pay promptly and 
keep them as customers.” (Another Article Next iVeek) 


loss 11) 


Spirit of Cooperation Exemplified in Milwaukee 


A’ example of the growing tendency toward closer 
cooperation, both among dealers and between deal- 
ers, jobbers and manufacturers, is found in the ‘Wash- 


ing Machine Week” recently staged in Milwaukee. The 
Horton Mfg. Co. furnished the detailed plan and the 
necessary material for trimming a window display and 
a representative of the company together with represen- 
tatives from the John Pritzlaff Hardware Co., Milwau- 
kee jobbers, helped 36 dealers, located in various parts of 
the city, trim identical windows. In addition each dealer 
was furnished with as many handbil!s as he could use, 
and as a result 55,000 dodgers were distributed calling 
attention to the window display. 

It would be hard to estimate the great effect that so 
many windows trimmed identically during the same 
week would have upon the buying public, but from the 
reports of many of those who participated the results 
were more than ordinarily satisfactory, and that similar 
campaigns will follow. 











52 


HARDWARE AGE for JUNE 14, 1928 





Opinions of Prominent Hardware Men on the Query 


Why Polish Shovels? 


On April 5th HaArpware AGE asked its readers for opinions on 


the query “Why Polish Shovels?” 


Subsequently a number of 


letters were printed in which all but one agreed that unpolished 
shovels were more satisfactory. This sheaf of letters shows 


Lamson Favors Polished 


- EARLY all my stock of shovels, 

scoops and spades are polished. 
The factory and the jobbers have al- 
ways shipped polished goods as I have 
never ordered anything different. The 








ARTHUR C. LAMSON 














finish on an article always helps to sell 
it, but I find in my store that a black 
axe with a little polish near the edge 
sells just as well as the full polished 
axe. 

“I do not believe that it would be an 
easy matter to sell plows with black 
mouldboards or pitchforks and spad- 
ing forks with black tines, 

“We must remember that the cus- 
tomer is the merchandising boss, al- 
though | believe I could sell unpol- 
ished shovels, spades and scoops just 
as readily as I do the polished ones.” 

(Signed) ArtHur C, LAMSON 
Vice-President N. R. H. A., 
Marlborough, Mass. 





Assortment Too Large, Says 


C. J. Whipple 


“IN our opinion, the majority of 
shovels are polished simply because 
they are easier to sell if so finished. 
In certain localities retailers claim 
that there is a soil condition which 
makes digging difficult for black 
shovels, but I am inclined to think that 
is more of a fancy than a fact. It 
would be a good thing for the indus- 
try and, at the same time, a good thing 
for the hardware jobber if the non- 


more opinions to the contrary 


digging shovels were furnished in black 
only. By the non-digging shovels | 
mean square points, scoops, coal 
shovels and all tools used for handling 
loose material. If this worked out sat- 
isfactorily, it might be possible to later 
include digging shovels covering such 
items as D and Long Handle Round 
Points, regular Spades, Drain, Ditch 
and Post Spades. 

“The shovel business in addition to 
furnishing polished and black is get- 
ting to be too complicated. Ten years 
ago a D Handle Square Point Shovel 








Cc. J. WHIPPLE 











seemed to answer the purpose. Today, 
we commonly use Wood D Handles, 
Split D Handles, I-D-L Handles, 
Sturd-E Handles in our D Handle 
goods and Standard Long and Knob 
End Long in our Long Handle goods 
—not mentioning the Light Weight 
Knob End and various other special 
handles. 

“Our factory tells us that there are 
200 individual styles and sizes of 
shovels, with six different handles and 
three grades and three finishes, and that 
a factory might be called upon to fur- 
nish any one of 10,800 items. 

“I think everyone will agree that 
this is too large an assortment to fit 
in with an economic manufacturing 
schedule. Here is an opportunity for 
both the jobbers and retailers to do 
some clear-headed thinking.” 

(Signed) C. J. Wurppce, President, 


Hibbard, Spencer, Bartlett & Co., 
Chicago, IIl. 


9 Out of 10 Want Polished 


“IT WOULD like to know where the 
‘Why Polish Shovels’ campaign started. 
Was it at the suggestion of a manufac- 
turer or a consumer? No doubt this 
proposed change would be a fine thing 











A. C. LA ROWE 








for the manufacturer, as he might be 
able*to add a little extra to his profits 
by saving 10 per cent in his cost of 
manufacture and then make a reduc- 
tion of 5 per cent on his selling price. 
“IT have sold shovels at retail for 
twenty-five years to customers who 
purchased shovels for their own use, 
and have found that if you show a cus- 
tomer a black-shovel that would retail 
at $1.50 and a polished shovel with a 
nice smooth finished handle at $2.00, 
nine out of every ten customers will 
take the polished shovel at the higher 
price and I make a larger profit. The 
same will apply to any articles that you 
show to the customer. For example, 
why is the present color wave so pop- 
ular?—colored enamel ware, colored 
handled kitchen utensils, colored han- 
dled cutlery, etc. Not a question of 
these articles being of any better qual- 
ity but still the customer will buy them 
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at a higher price just on account of the 
color of the handles, and every time 
I sell one of these colored articles the 
amount of the sale is larger and I 
make more profit again. 

“According to all reports the retail 
dealer’s profit has not been exceedingly 
large of late, so why start something 
that will help to make it still less by 
forcing him to sell a lot of black 


TT) 


shovels ? 
A. C. La Rowe, 
Manager, 
La Rowe Hardware Co., 
Morenci, Mich. 


(Signed) 


Unpolished Harder to Clean 


“THE unpolished shovels seem to 
answer every purpose except that they 
will not clean so readily. At least not 
until they have seen considerable ser- 
vice. Therefore, it makes them harder 
to work with until they become pol- 
ished and smooth,” 

(Signed) J. Cuar.es Ross, 
General Manager, 
The Edwards & Chamberlain 
Hdwe. Co., 


Kalamazoo, Mich. 





Rudolph Tenk’s Viewpoint 


“WE feel that for most purposes, 
natural finished shovels will serve just 
as well as the polished tools, but it 
seems that many consumers are not 
willing to buy the black or natural fin- 
ished tool. ; 

“We thoroughly believe in simplifi- 
cation and in cutting out all sizes, 








RUDOLF TENK 











shapes and finishes that are not really 
necessary so we have tried our best to 
sell natural finished shovels, spades, 
etc., wherever possible. 

“For the past few years, retail mer- 
chants have constantly been asking for 
serviceable goods which they could sell 
at a low price. With this in mind, we 
have brought several lots of shovels in 
natural finish to meet the demand for 


a good serviceable tool at as low a 
price as could be made, consistent with 
the quality. Our salesmen have taken 
up these items and brought them to the 
attention of the merchants, who in 
turn, many of them, bought, but it 
seemed that in most cases merchants 
have been unable to get their cus- 
tomers, the consumers, to buy these 
shovels as freely as they would those 
with the polished finish, 

“While it is true that the natural fin- 
ish will work just as well in some work, 
it is also true that when the material 
in which the shovel is used is slightly 
moist, the polished shovel will work 
better than one with a natural finish. 
So we have come to the conclusion that 
most consumers prefer to pay 10 or 15¢ 
more to have a shovel that will work 
best under all conditions. 

“IT have talked with farmers about 
using natural finished scoops even for 
handling dry grain and most of them 
say that a scoop with a polished blade 
does actually work easier, even in dry 
grain, than a scoop with a natural fin- 
ish, 

“Possibly this difference would not 
be apparent to those of us who might 
handle just a few scoops of grain, but 
men who have done this kind of work 
for hours at a time, have told me that 
it does make a real difference in the 
amount of work a man is able to do, 
and for that reason it is quite easy to 
see that Io or I5c in the cost of a 
shovel or scoop is not sufficient to in- 
duce the user to buy one that will not 
give the best possible service under all 
conditions. 

“Notwithstanding this, we feel that 
every manufacturer, wholesaler and re- 
tailer should strive in every way pos- 
sible to get the consumer to use nat- 
ural finished shovels, spades, etc., at 
least for the classes of work in which 
that finish will do just as well as the 
polished finish, for there is no doubt 
that in this way the sale of the natural 
finished tools could be increased and at 
the same time, take care of the needs 
of those who are really justified in 
demanding these tools with the pol- 
ished finish.” 

(Signed) Rupo.tpu TENK, 

President, 

Tenk Hardware Co., 
Ouincy, Il. 





Steinman Hardware Co. Had 
to Stock Polished Shovels 


“THE Steinman Hardware Company 
works at all times with the Division 
of Springfield Practice, Department of 
Commerce, Washington, D. C., and 
anything this committee suggests we 
put into effect. About three years ago 
this committee had together all of the 
manufacturers of shovels, and the man- 


ufacturers agreed to supply only the 
black shovels. The Steinman Hard- 
ware Company immediately advised 
their salesmen and their customers 
that they would no longer handle a pol- 
ished shovel, but would handle only 
the black shovel, in accordance with 
the recommendation of the Division of 
Simplified Practice, Department of 
Commerce. 

“We handled nothing but the black 
shovels for two years, but this year we 
were forced to again put into our store 
the polished shovels, simply because 
the manufacturers did not have back- 
bone enough to stand by the word they 
gave the Department of Commerce. 

“As soon as you can get all of the 
manufacturers to stand by their agree- 
ment not to make shovels in the pol- 
ished or half-polished finish, you can 
rest assured the Steinman Hardware 
Company will be only too glad to han- 
dle nothing but black shovels; but we 
find we have lost considerable business 
by taking the stand we did three years 
ago and we will not be caught napping 
in this way again.” 

(Signed) Samuet B. SmiruH, 
Secretary, 
Steinman Hardware Co., 
Lancaster, Pa. 


Polished Outsell Black 
20 to 1 
“POLISHED shovels outsell black 


ones twenty to one in our store. Cus- 
tomers say that unpolished shovels will 








PRICE BONDURANT 











not ‘scour’ in heavy soil while polished 
blades will. Then, too, the better ap- 
pearance of polished shovels, and the 
lighter feel, is a big influence in their 
favor. The reasons for unpolished 
goods are sound, but it is going to 
take a lot of educating to put them over 
to the individual purchaser.” 
(Signed) Price Bonpurant, 
Great Bend, Kansas 
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Binding the Bargain 


By Albert Woodruff Gray 


VERY business man is familiar with the expres- 

sion, “binding the bargain.” Its use is very old 

but unlike most rules of dusty age it is an in- 
tensely practical one in every day transactions. 

Business is ordinarily carried on with confidence and 
trust on both sides. There is nothing that would more 
quickly drive customers from the door of any house 
than either lack of confidence or an iron bound observ- 
ance of legal rules. The fable of closing the door 
after the horse is gone, however, comes to mind more 
often from lack of familiarity with the habits of the 
horse, than from deliberate neglect. 

A law called the “Statute of Frauds” was passed in 
England nearly 300 years ago. This law has been 
made the law of probably every State of the United 
States. A portion of it is, that in the sale of $50 or more 
in value of merchandise, the merchant cannot compel 
the buyer to accept and pay for the goods unless at 
least a part of the goods are delivered at the time of 
the sale, or the order is in writing and signed by the 
purchaser, or else, that something is paid by the buyer 
to bind the bargain. 


Customer May Refuse to Accept Delivery of Goods 
Over $50 If Not Paid for at Time of Purchase 


For aiiy merchant to insist upon a signed order in 
every in8tance of a sale on credit would be the height of 
foolishness. Still, when it is considered that a cus- 
tomer may legally refuse to accept the delivery of any 
bill of goods of over $50 that is ordered, either over 
the telephone or over the counter, and not paid for at 
the time, and, particularly, if the goods are not “stock 
goods” and are obtained by the merchant from some 
outside dealer solely for the purpose of filling that 
particular order, then there is reason for very seriously 
keeping in mind the provisions of this law. 

If the order is for a number of articles and the cus- 
tomer takes away with him any part of them, that will, 
almost always, be sufficient to permit the merchant to 
recover the price.’ Of course, if the goods are delivered 
by the merchant to the customer and accepted, there is 
no question whatever of the customer’s liability. Even 
if the goods are loaded onto the buyer’s truck or wagon, 
it is a delivery of the goods and the buyer must pay. 
It is necessary, however, that the merchandise should be 
put in some place where it is completely under the con- 
trol of the buyer and entirely out of the possession of 
the merchant’ to be considered in the law as a delivery. 
If the goods are put on the customer’s truck, or if they 


are given to someone, who is acting for the customer 
and not acting for the merchant, then they are just as 
much delivered to the customer as though they were 
put into his own hands or sold across the counter. 


Three Ways in Which the Law May Be Met 


If, again, the customer gives the merchant an order 
for the goods and the order is in writing and signed by 
the customer, the requirements of the law are met. The 
written order does not need to be elaborate and no par- 
ticular form is necessary, except that it must name in it 
the goods sold, the amount of the sale and the customer 
must sign this memorandum. 

The merchant will be safe in practically every case 
if the customer signs an ordinary sale slip, where the 
goods are written in with the amounts opposite the dif- 
ferent items. When an order for over $50 is given 
over the telephone the order should be confirmed in writ- 
ing unless the goods are regularly carried in stock, and 
the refusal of the customer to take them when they are 
offered for delivery will not cause any loss and they 
are simply returned to the shelves. 

The third way the law might be met is by a payment 
by the customer on account. This it is that has given 
rise to the old saying of “something to bind the bargain.” 
The bargain is bound either by a cash payment or by 
giving the merchant anything of value in payment, or 
part payment, for goods sold. The check of the buyer 
or of any other person, indorsed over to the merchant, 
will be sufficient, regardless of whether the check is 
paid or not. 

This law often seems ridiculous, until its purpose is 
understood. It is not for the purpose of making men 
honest. The large majority of men are honest. The 
inevitable result of such provisions as are contained in 
this statute is to avoid misunderstandings and mistakes. 
If a man signs a contract, no matter how informal that 
contract may be, or pays something on account of the 
pyrchase of goods which he has ordered, it is well nigh 
impossible for him not to realize that he has bought the 
goods for which he has signed or for which he has 
made a payment. The business man can protect him- 
self from dishonesty by his knowledge of his customers, 
their character and resources, but it is misunderstand- 
ings and honest mistakes that make lawsuits and give 
employment to lawyers. 


Third of a series of articles by Albert Woodruff Gray 
on everyday legal problems that come up in business. 








Contagious 


Owen D. Young, in his address before the Chamber of Ccm- 
merce of the United States at its annual meeting in Washing- 
ton, said: 

“The notion that there is only a certain amount of business 
in the world to be done,” he said, “and that international busi- 
ness is only a contest to see who can get the most of it is as 
false and unsound and disintegrating as the notion that there 
is only so much work in the world to be done, and that the 
only way for workers to be prosperous is to do as little as 
they can in order not to exhaust the supply. I sincerely hope 
that we are done in America and throughout the world with 
such false and misleading and irritating notions, 


Prosperity 


“We too frequently hear the statement that the production 
facilities of the world are in excess of its consuming capacity, 
and that is the reason why we have to fight one another to 
the point. of destruction in the field of international business. 

“I have no patience with such notions. It is absurd to say 
that the human beings of this world cannot consume all they 
can produce. The trouble with the situation is not the lack 
of consuming power; it is one of cooperation to enable that 
consuming power to take and use the things produced. It is 
a maladjustment of our economic and financial machinery which 
permits wheat to rot on farms while people starve elsewhere,” 
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Today’s Small Boys 


Are Tomorrow’s Customers 


nel 


















Showing game in a display of equipment always stirs the imagination of the sportsman. 


T is a_ fixed 
policy of the 


East Coast 
Hardware & Sup- 


ply Co. of West Palm Beach, Fla., to cultivate the 
friendship of the hunting and fishing clubs, personally 
and collectively ; but it is also the policy to cultivate the 
confidence and friendship of the younger generation who 
will soon become members of these clubs. 


A youngster com- 
ing into the store to 
buy cheap tackle for 
inlet fishing is never 
neglected merely be- 
cause a club member 
is present, buying’ 
some expensive tackle 
for game fishing. 

The Palm Beach 
Anglers’ Club is 
prominent in affairs 
of the neighborhood 
community and one 
member of the firm 
belongs to this club 
and ATTENDS its 
meetings. The sales- 
men are given days 
off to accompany 
members of the club 
and thus gain the 
ability to carry on 
sympathetic conversa- 


In the cultivation of the Fishing Clubs, the East Coast 
Hardware Co. does not forget the future members. 


acquaintance. 





Club members are always proud to have their trophies displayed. 


tion with fisher- 
men. 

These fishermen, 
of course, are en- 


thusiasts and their enthusiasm is turned into cash when 
these men come into the store and talk to a fishing 
During the HARDWARE AGE representa- 
tive’s visit to the store, a man asked to see an $8 rod. 
He became interested in a discussion of rods and bought 


one for $25. 

Definite ex peri- 
ments have shown 
that the chief element 
in drawing trade to 
the store is person- 
ality. Next comes 
graphic window dis- 
plays. <A large tank 
of live bass in the 
window of the Fast 
Coast Hardware Co. 
tripled tackle sales for 
several days. 5ut 
whatever methods of 
salesmanship are used, 
there must be quality 
merchandise to back 
them. By using these 
methods, this firm has 
increased sporting 
goods trade from 
$5,500 to $22,000 a 
year, with eight stock 
turns. 





| 
| 
| 
} 
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HERE is no toy salesman who can bat as close 

to 100 per cent as the stall boy, who sees some- 

thing he wants and knows how to convince his 
mother that he won't be happy till he gets it. The King 
Hardware Co., Peachtree and Tenth Streets, Atlanta, 
Ga., realizes this and places in front of the store those 
things that are dear to the heart of the boy, where he 
will see them. By leaving the rest to the boy, they have 
built a toy business that rings the cash register every 
day in the year. 

The store is set back from the sidewalk 10 ft. farther 
than the other stores in the block, providing a little paved 
front yard in which 
is always to 
found a slide, a 
merry - go - round 
and at times other 
sturdy toys, which 
are at the disposal 
of all who wish to 
use them. Mothers 
coming to the 
store, or to other 
stores in the neigh- 
borhood, are in- 
vited to leave their 
children here to 
amuse themselves 
on the slide or 
with whatever 
other toys they find. 

Last summer this 
store sold twenty- 
five slides. The 
slide in front of 





be am , 
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Small 





Boy Is Your 


Ae 

Miniature play- 
ground in Front 
of the Store 
Serves as the Re- 
cruiting Station 
for the King 
Hardware Co. 


The side baleonies carry 
a wheel goods display and 
stocks of shelf toys. 


the store was given all the credit. The boy enjoyed 
using it and wanted one for his own yard and his father 
and mother decided that it would provide him with 
wholesome and safe outdoor sport, and the sale was 
made. 

When the boy is sent to the store for something, or 
accompanies his mother when her shopping takes her 
to the King store, he feasts his eyes on the display of 
toys that are placed for his benefit. They are suspended 
from the balcony that surrounds the interior of the store 
on four sides, or displayed on the balcony. On every 
hand he sees velocipedes, wagons, scooters, bicycles and 

the things that are 
~ m needed to make his 
es! oe playground  com- 
plete. 

About three 
years ago the King 
Hardware Co. de- 
cided that toys 
were not altogether 
a seasonal line 
and could be sold 
throughout the year 
merely by showing 
them. At first the 
display was chiefly 
for the purpose of 
disposing of what 
was left from the 
Christmas stock, 
but soon it became 


This playground re- 
cruits boy salesmen, 


























HARDWARE AGE for JUNE 14, 1928 





est Toy Salesman 


apparent that there was a continuous market for toys. 
As a result, a permanent stock was established. ‘The 
pictures accompanying this article were taken April 3, 
this year. 

During vacation, it was found, parents are anxious 
for something that will take up the energy of the child- 
ren and direct it into a beneficial channel. This suggested 
playground equipment, which now represents a very 
large portion of the store’s toy sales. Summer is a 
profitable period in the toy department, for the children 
have more leisure and for a longer period for play than 
at a Christmas and need more toys of a substantial 
nature. 

Sturdy, durable toys represent the bulk of the King 
store’s mid-year sales. Wheel toys and playground 
equipment are well in the lead, while novelties and 
Himsy toys, so popular at Christmas, are in little demand. 

lor girls, dolls and doll furniture lead. Desks and 
chairs that help with school work are popular with boys 
and girls alike. 

This store’s toy sales have grown to the point that 
the stock now occupies nearly all of the balcony space 
that surrounds the interior of the floor, representing 
practically a second floor. Toys are rarely shown on 
the first floor except during the Christmas season. 

The mezzanine floor at the rear, reached by a stair- 
way from the middle of the first floor, is occupied by 
playground equipment throughout the spring and sum- 
mer. Slides, swings and other articles are shown in 
variety to meet the requirements of the wealthy cus- 
tomers as well as those of.smaller means. 

Across the back of this floor is a ledge that is used 
for demonstrating the mechanical toys and showing the 
dolls that are stocked in boxes below. This ledge pro- 


vides plenty of space for setting up an extensive elec- 
tric railway system and at the same time showing a 
complete assortment of dolls. 

At the front of the store, over the entrance and show 
is another space corresponding to the rear 


windows, 


mezzanine floor, on 
which is carried a 
smaller assortment of 
playground — equip- 
ment, which is placed 
so that it can be seen 
from the street 
through the second 
floor windows 
Lights are left on 
at night and _ this 
space becomes a 
most effective show 
window. 

It is, however, the 
open space in front 
of the store, and the 
miniature play- 
ground it contains, 
that is regarded as 
a great help in 
putting over the toy 
department. Toys 
placed here are for 
the use of the chil- 
dren who pass — 
only sturdy toys that 
they cannot damage 
are placed out here 
—for it is known 
that the easiest way 
to make a boy want 
something is to let 
him play with it. 

And once he 
wants it, the task of 
selling it to his 
mother can be safe- 
ly left in his hands. 
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Four Ages of Toys 


The test of toy salesmanship is to supply toys to customers 
that children will play with. 


two?” is a frequent question in any store where 

toys are sold. Most of customers feel so help- 
less when confronted with the necessity of fitting a gift 
to a child, especially one under kindergarten age. 

Even parents and older brothers and sisters are puz- 
zled. Their memory of the children of the household 
becomes confused as to conduct at certain ages. Also in 
this age of novelty it seems that there should be some- 
thing new. 

We are so apt to forget that children have not been 
changed by modern conditions. It is only after they 
have been in school a few years that there is a difference 
between the child of today and the children of years 
ago. Children are not born with more ability to play 
now than they were a few hundred years ago. ‘They 
acquire more playing ability after education begins, but 
before that they are unchanged. 


Six Months to Two Years 


Wiiwo? have you that I can give to a child of 


“Tt seems a shame to buy blocks for little Bill. Why 
those are the same kind of blocks I had,” said a cus- 
tomer at a toy counter and then she bought a set of 
fancy shaped blocks. The saleswoman, a motherly sort, 
did her best to turn the purchase back to square, boldly 
colored blocks, but the customer would not be denied. 

Fortunately Bill’s mother knew enough to put the 
fancy shaped blocks away for the time being. Other 
persons had bought fancy toys for Bill and he would 
have none of them. Besides he had hurt himself on a 
sharp corner of a novelty block. This mother knew 
by observation what to leave with Bill out of the curious 
assortment of toys that came to him from many rel- 
atives. And here are the things she found that Bill 
liked and could safely use: 


Balls (large, soft) Rattles 
Bath toys Rocking-horse chair 


Linen picture books Rubber animals 
Pony and cart (to push) Small durable toys 
Pull toys Stuffed animals 


Some of these things are ahead of Bill at one vear, 
but his mother knows that he is growing into them and 
will use them soon. She knows. that Bill is not inter- 
ested in toys that do things, only in toys that he can do 
things with. 

Three to Six 


Bill’s mother did not get all of this good judgment 
from observing Bill’s attitude toward toys. She has 
older children and Bill is getting the benefit of previous 
lessons. A good many of the things that are given to 
Bill go to Emma, who is coming five. Still others (per- 
haps most of them) go to Jim and Anna who are in 
the six to ten group, for men are so interested in 
mechanical toys that they buy them for children of all 
ages. Bill’s oldest brother is almost 14 and he spends 
many hours with mechanical toys that are sent to Bill. 

Here are the things that are kept in Emma’s part 
of the children’s room and sales people should know, 





if they watch children go through the toy department, 
that no signs are needed to keep Emma from playing 
with Bill’s toys (she has advanced from them) or from 
those belonging to Jim and Anna, for she dces not un- 
derstand them. 

Emma is an individualist and she will not understand 
playing with other children until she has had kinder- 
garten experience or until she will of her own accord 
play with Jim and Anna. Until she does, Jim and Anna 
will not bother her much, for children understand each 
other better than grownups who have studied psychol- 
ogy without understanding it. So here is what Bill’s 
mother knows belongs in Emma’s corner: 


Animals to pull Crayolas 
Tiny furniture Cut-outs 
Circus sets Games 
Dishes Musical toys 
Dolls (durable) Drums 
Doll clothes Horns 
Doll dishes Music box 
Doll house Piano 
Farm sets op 
Hobby horse Whistle 
Iron pull toys Plasticene 
Kiddy-kar Sand toys 
Kindergarten materials: Soldiers 
Beads Tricycles 
Blocks Velocipedes 
Counting frames Wagon 


At Emma’s age there is little distinction between boy 
and girl toys, as is shown when Emma’s cousin, Paul, 
comes to visit, for he naturally falls into playing with 
her toys to the disregard of the more elaborate layout 
of Jim and Anna. 

Six to Ten 


There are many things that Jim and Anna share on 
equal terms but at their ages boy and girl preference 
begins’to assert itself. This is what Bill’s mother 
knows that Jim and Anna use in common: 





Coaster wagons 
Electcr sets (simple) 
Meccano 

Structo 

Tool chest (small) 


Trains: Flectric Mechanical 


Bicycle Board game: 
Bubble pipes Anagrams 
Clay modeling set Across the continent 
Costumes, Indian suits, etc. Auto race 
Games : Checkers 
Active games Entertainment (cards) 
Battledore and shuttlecock Flinch 
Croquelet Mrs. Casey wants to know 
Croquet Oid maid 
Pingpong Plasticene 
Ring toss Puzzles 
Tenpins Skates 
‘Tiddledywinks Typewriter 
Here are the things that have a boy and girl appeal: 
Jim Anna 
Balls Bead-work sets 
Baseball games Dishes 
Boats Dolls 


Doll accessories 
Doll house _, . 
Paper dolls 
Sewing books 
Sewing sets 
Washing sets 


(Continued on page 89) 
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The Age of Stadiums 


Magnificent structures being erected in many communities a 
contribution to a healthier and manlier youth 


66 ISTORIANS 
in the future 
are going to 

refer to this as the 

beginning of the age 
of stadium-building,” 

said Major John L. 

Griffith, Commissioner 

of Athletics, Inter- 

collegiate Conference, 
at the recent <nitial 
meeting of the Ameri- 
can Sports Associa- 
tion, held in the Chi- 
cago Coliseum during 
the recent Sixth 

National Out - Door 

Life Exposition and 

Motor Boat Show. 

Major Griffith was 
quoting an unnamed 
writer and he con- 
tinued : . 

“These historians will see in this movement a religious 
significance, not yet visible to us; and they will expatiate 
in glowing terms on the period when, with extravagent 
and sacrificial adoration of an ideal, our youth exalted 
the cleanliness and hardness of athletic games, and re- 
ligiously subjected themselves to the rules and rigors of 
the game—to that arbitrary, elaborate, inflexible, yet 
self-imposed, system of ‘ethics’ which alone makes any 
good game possible. I am hoping that our children’s 
generation will contain more real sportsmen than ours 
did—fewer quitters, fewer squealers, fewer players 
crying out to have the rules changed after the game is 
on; and no one so silly as to suppose there can be a 
game without rules.” 

The meeting, of which this tribute to sport formed a 
part, was called by Ivar Hennings of the South Bend 
Bait Co., with J. G. Taylor Spink acting as temporary 
chairman. The object was to consider plans for the 
proper extension of the present wave of sport popu- 
larity. It might be expressed as a meeting to devise a 
plan of business management for the many out-door 
movements, so that these movements may take a more 
definite organization and the several forms of sport may 
be promoted systematically in the various communities. 

The meeting was largely attended by sportsmen, 
sporting goods makers and dealers. The chief speakers 
were Major Griffith, P. D. Shogren of the Imperial 
Knitting Co., and Milo E. Westbrooke, manager of the 
Out-Door Exposition. As a concluding action, the 
meeting appointed a committee to work out plans toward 
the end. The following committee was named: 

John A. Cook, Richardson Rod & Reel Co.; Major 
Griffith; David F. Shogren; Arthur Berg, Athletic Shoe 





Co.; Ralph Haywood, 
3uckley, Dement & 
Co. ; and M. E. West- 

brooke. Those pres- 

. ent agreed to finance 
the inquiry into the 
best method of pro- 
cedure and temporary 
headquarters have 
been established for 
the American Sports 
Association  (pro- 
posed) at 1040 Trans- 
portation Building, 
Chicago. 

Major Griffith in 
his eulogy of sports as 
a builder of better 
citizens, referred to 
the lessons of the 
draft for the World 
War and of the su- 


NEWARK (N. J.) SCHOOL STADIUM perior physical and 


mental condition of the young men who lived in the 
open or who had lived under a rule of systematic physical 
training. In the present day, he said, the average man 
has more money and time with which to enjoy and 
participate in sports. On occasions of tremendous 
crowds paying great sums of money to see a prize fight 
there always came comment that we, as a nation, are 
becoming athletic crazy, but as a matter of fact the 
showing was not very, good. 

Of our 26,000,000 boys and girls in public schools, 
probably 20 per cent are being reached by systematic 
play or sports development. About 1,000,000 young 
men and women are attending colleges and less than 
one half of them are profiting by an adequate physical 
training program. 

The speaker told of the meeting called by the Secre- 
tary of the Navy at which a better national physical 
training movement for the nation was discussed and the 
eventual selection of the American Legion to head this 
movement and the enlistment in it of many other or- 
ganizations. This movement, he said, was progressing 
well and the greatly increased popularity of baseball in 
the last few years was one result. 

The Playground and Recreation Association has about 
850 organized playgrounds; a pitiful showing, but that 
more and more people were becoming interested in the 
movement and he expected to see a considerable exten- 
sion of the movement. 

Mr. Shogren referred to an interview with President 
Hindenburg of Germany, recently published under the 
title “Forging Swords Into Dumbbells,” in which the presi- 
dent described the present efforts of Germany, denied 

(Continued on page 88) 
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RADIO - TOYS - GAMES 





date: 


We believe the results to be satisfactory.” 


ONCERNING the special electric lighted sign, the Advertising Department of 

the Albany Hardware & Iron Co., wholesale and retail, writes under recent 
“These particular signs were selected for the purpose of speeding up our Toy 
and Game Department during the Christmas Holiday season. Until recent years 
we sold toys only during the Christmas season and our thought was to bring 
this department out as conspicuously as possible during the short time we had 
for the selling of toys. The sign was always removed Jan. 1 and put up again 
each year. Now we are displaying toys the entire year, so the sign is a permanent 
feature. The word Radio was added when we opened the Radio Department. 






Much Joy and Profit with Playthings 


Hardware Merchant Is Giving More Attention to Those Things 
W hich Brighten Life in and Out of the Store 


HE hardware merchant is going in much more 

heavily for playthings. Not only is he giving 

more time and attention to recreation for him- 
self and his working force, but he is giving more time 
and attention to the stock of playthings in his store— 
making it a headquarters for those who realize that 
there is much more in this life than the mere routine 
work of the day and that the man who prospers physically 
and mentally is more likely to prosper financially and in 
reputation. 

Playthings, for some strange reason, are divided into 
two classes, according to the age of the user—toys and 
sporting goods. Just where the dividing line comes be- 
tween these two lines we are unable to say, and it is 
only natural as the merchant turns his attention to play- 
things that he enlarge his activities in playthings for 
all ages of customers. All that is said here applies to 
both toys and sporting goods. 

The hardware merchant in many cases is one of the 
mainstays of the local golf club—golf clubs have in- 
vaded the hamlets as well as the city suburbs—the gun 
club, the fishing club and of the local baseball and other 
kinds of ball teams. 

In a great many cases the hardware merchant has 


stocked equipment for thé golf players because no one 
else seemed to be anxious to accommodate the members 
of the newly organized club with a supply from which 
to select their personal equipment and has thus walked 
into a nice business. 

From the beginning of “wheel goods” distribution 
the hardware merchant has stocked express wagons, 
small wheelbarrows and scooters for the pleasure of the 
juvenile population of his neighborhood. And so it 
happens that when this hardware merchant goes in for 
more and better playthings for himself and his adult as- 
sociates, that he has followed this lead by adding to his 
stock of playthings for the customer’s sons and daugh- 
ters. It does not appear to him to be quite fair that he 
should sell doll carriages in the spring season and then 
should not be able to provide a doll for the owner, just 
because it was not Christmas and the doll stores sell dolls 
only at Christmas season. So the hardware man has 
stocked dolls as all-season merchandise. This develop- 
ment in the hardware store has been little appreciated. 
Only recently a man who has studied the hardware trade 
said: 

“Never mind about dolls; they are not hardware.” 
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A few days later the writer was looking over the re- 
ports of the Children’s Day Committee for 1927 and 
the large number of hardware store photographs entered 
in the window display competition came to his attention. 
These were segregated for further analysis and it was 
found that more than half of them were primarily dis- 
plays of dolls—really handsome displays of lovely dolls 
that would bring joy to any little girl. And several of 
these displays gained honorable mention in competition 
with toy stores and department stores! 

Probably dolls are not hardware—we hope not—but 
they are playthings and they belong in this rapidly grow- 
ing department of the hardware trade just as much as 
golf clubs and base ball bats. 

With the advent of a well rounded playthings depart- 
ment in his store, the hardware merchant is becoming 
conscious of many things—many benefits and a few 
griefs. Sometimes the grief gets his attention and he 
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feels like chucking the entire thing and 
going back to the darker days of routine 
in staples, where he knows that he can- 
not make much money. 

One benefit comes in the different at- 
titude of the customers. Even a man 
hurrying from work to put in a few licks 
to improve his home cannot put much 
enthusiasm in to the purchase of nails, 
screws or replacement hardware. 

3ut with playthings it is different. The 
customers are visualizing happy days of pleasure and 
the zest of victory. They cannot help putting into their 
purchases some of the pride that will come when he or 
she wins with a 16-ft. putt. The little girl may be par- 
doned for revealing something of the victory she senses 
when she passes along the park walk with her new buggy 
and doll, or the small boy some of his confidence that the 
Babe Ruth or Ty Cobb bat is going to make him the 
hero next Saturday afternoon. 

This pride makes for happier days in the store and 


these visions make for a feeling of affection for the: 


store. The owner of the plaything always feels a kind- 
ness for the man or store who helped him to the joy 
that results from unusual accomplishments. 


Other reasons why the hardware merchant should be 
giving his attention to such lines: 

Usually he is the best judge of quality of mate- 
rial and manufacturing in his community and best 
qualified to act as purchasing agent for his friends. 

His store is well located and his merchandise 
grouped as to use. 

His store has a traditional association to outdoor 
life because of its gardening, hunting and other 
associations. 

His regular stock contains much of the mate- 
rials required for sports, such as building equip- 
ment for playgrounds, repairs, alterations of build- 
ings and camping tours. 

Some of the selfish reasons the hardware merchant 
has for seeking this trade are: 

His staple stock is drab and routine and unless 
he seeks new lines there can be little of joy or 
brightness in business. 

Hardware thrives on new construc- 
tion, and unless he finds something to 
supplement the staple hardware re- 
placement business, he can sell him- 
self out of profit in a few years and 
then will be maintaining his store 
as a neighborhood convenience to 
supply non-profit staples. Quality 
merchandise has cut heavily into 
hardware replacement sales. 

Unless general interest lines are 
added to the hardware store, his 
traffic will eventually be confined to 
those people who are forced to come 
to his store to buy necessities. 

Playthings attract people 
of all ages. Children urge 
parents to buy of the store 
because there is something 
of interest for them to see 
Bin while mother is buying a 
iOODs paring knife or father some 
LOG 





screen 
wire. 

7 2 
griefs that 
accumulate 
with the new lines are few in 
comparison. Chiefly they are: 

Overstocking on some particular item. 

Too heavy an investment. 

Failure to get a popular item—such as airplanes 
last year. 

Too many sources of supply. 

Inabilify to get a proper display and public at- 
tention. “ 


(Continued on page 90) 
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A New Sand Toy 


A Dutch Wind Mill is being placed be- 
fore the trade by the McDoweil Mfg. Co., 
of Pittsburgh, Pa. This wind mill is op- | 
erated by sand, which is poured in the | 





funnel-like opening at the top and comes 
out into a small receptacle at the bottom. 
It is a pleasing toy and combines quality 
in workmanship with that of materials. 


A Juvenile Vehicle Lamp 


\ new Delta juvenile lamp for veloci- 
pedes, juvenile automobiles, scooters, etc., 
is being manufactured by the Delta Elec- 
tric Co., of Marion, Ohio. 

This is a sturdy lamp and is furnished 
with a universal style bracket. Operating 
from a standard two-cell flashlight hat- 


Fat?) 





tery, it throws a good beam, using a 3-amp. 
Mazda bulb. The 2-in. parabolic reflector 
is standard equipment, as is the slide switch 
mounted on the lid of the battery case. 
This new Delta, known as No. 34, is light 
in weight, durable, and has a black enamel | 
finish with rustproof bolts and nuts. | 


beneficial to their physical growth. “Cal's | 


Colt” is guaranteed against defective mate- 
rials and poor workmanship, and is pro- 
nounced entirely safe. It is made in two 
sizes, one with a single spring for chil- 





dren weighing up to 60 pounds and _ the 
other with a double-leaf spring for chil- 


| dren up to 80 pounds. 


“Sunny Andy” Cable Car No. 53 


Wolverine Supply & Mig. Co., North 
Side, Pittsburgh, Pa., has placed on the 
market the “Sunny Andy” Cable Car No. 


speedy motion. 


Twin cars rise and fall from a cable | 


tower, for as Car No. 1 shoots down, 
loaded with a polished steel marble, Car 
No. 2 is climbing the other rail. The first 
car reaches the level, deposits its freight 





and begins a rapid ascent while the second 
car coasts downward. The cars keep al- 


| ternately rising and falling as long as 


A New Type Hobby Horse 


A new plaything for smaller children 
is being placed on the market by the 
Appleton Toy & Furniture Co., Appleton, 
Wis. It is called “Cal’s Colt.” 

The new toy, designed for use either 
indoors or out, is sturdily constructed with 
a hardwood base, from which is projected | 
a heavy chrome vanadium steel spring | 
terminating in a seat and _ hobby-horse 
head. 

It is stated by the makers that the play- 
thing will not only interest and thrill the 
youngsters, but will give them exercise | 


there are marbles in the tower. Cable Car 
No. 53 is lithographed in four colors. 


Do You Sell Fishing Tackle? 


lishing season comes once again. lRods, 
reels, baits, lines, etc., will be taken out 
for repair and use. Why not try a small 
stock of these items this year. Many deal- 
ers convert their store into a sportsman’s 
headquarters by supplying fishing licenses, 
road maps, repair service. It is a good idea 
to make a good impression when a man is 
playing; then when he is a working, the 
good impression will be a lasting one. 











Kilgore’s Iron Toys 


| Kilgore Mfg. Co., Westerville, Ohio, is 
| manufacturing a new line of cast iron 
| toys. Of special interest is the Sally Ann 





| nursery set, consisting of a bassinet, a 
rocking chair, a high chair, a nursery 
| chair, and a baby carriage. 

The new line also includes a complete 





assortment of durable iron toys, designed 
to sell at popular prices. All are finished 
in brilliant red, blue, and orange enamel. 


| 53, which is a popular priced toy with | 


The Toledo Toy Scale, illustrated, is 
a replica in miniature of the regular Toledo, 
| weighing and computing prices at the same 
time. The baby carriage and the express 
wagon appeal strongly to boys and girls. 


Jefferson Toy Transformers 


A eomplete line of toy transformers is 
now being manufactured by the Jefferson 
Electric Co., 501 South Green Street, Chi- 
cago, Ill. In the line which the company 

| manufactures are five distinct models, de- 

signed to operate every type of electrical 
toy. The transformers are sturdily con- 
structed and their use assures perfect con- 
trol of speed. 





Jefferson transformers are assembled in 
attractive black enameled steel cases, 
packed individually with complete instruc- 
tions for operation. One of the Jefferson 
toy transformers is illustrated. 
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V. G. Leavitt Leaves the Hall 
Hardware Co. of Minneapolis 


V. G. Leavitt, well known in hardware 
circles in the Northwest, and for the past 
five years in charge of the sporting goods 
and cutlery departments of the Hall Hard- 
ware Co., Minneapolis, Minn., has resigned 
his position and is succeeded by Frank A. 
Feyder, formerly with the Winchester- 
Simmons Co. 

Mr. Leavitt began his business career in 
the hardware field in 1898 as a salesman 
for Hibbard, Spencer, Bartlett & Co., Chi- 
Ill. 


cago, 








In 1905 he, with his father, | 


opened a retail store in Minneapolis, and | 


some years later sold out and became asso- 
ciated with George S. Wheaton in the 
Hennepin Hardware Co. He left that 


connection to go with the Hall Hardware | 


Co. Mr. Leavitt has not announced his 
plans for the future. 


“Making Markets” Discusses 

Sheet Steel Trade Problems 

The May issue of Making Markets, 
a booklet containing sales information 
and instructive comment regarding sheet 


steel, has recently been published by the | 


Sheet Steel Trade Extension 
from its offices in the Terminal 
Bldg., Cleveland, Ohio. 

In the May issue are many interesting 
articles regarding sheet steel, chief among 
them being “Who Shall Sell the Steel 
for Steel Houses?”; “A Lot of Steel Is 
Used Nowadays for Stairs,” and “Thanks 
to Welding.” 

Many influential steel corporations sub- 
scribe to and cooperate in the activities 
of the Sheet Steel Trade Extension Com- 
mittee. 


A. E. S. C. Year Book Shows 
Standardization Is Increasing 


Important standardization activities 
many American industries during the past 
year are described in the recently issued 
1928 Year Book of the American Engi- 
neering Standards Committee, 29 West 
Thirty-ninth Street, New York City. 

Forty-nine new standards and 40 new 
projects are listed for numerous branches 
of industry. The figures which have been 
gathered, show that great strides are being 
made in all industries throughout the coun 
try toward standardization. Copies of the 
book may be obtained on request to the 
committee at the above address. 


in 


More Than 10,000 Exhibits at 

August Leipzig Trade Fair 

The Leipzig Trade Fair, of the 
largest trade expositions in the world, will 
be held this year from Aug. 26 to Sept. 1. 
This fair will attract buyers from 43 coun- 
tries, while a score of countries will be 
represented by 10,000 exhibits. More than 
2000 buyers from the United States will 
come to Leipzig to attend the fair. 

Complete informaticn regarding the com- 
ing fair may be obtained from the Leipzig 
Trade Fair, Inc., 11 West Forty-second 
Street, New York City. 


one 


Committee, | 
Tower | 


A. H. Landwehr Establishes An 
Institute of Thermology 


Establishment of the Holland Institute 
of Thermolcgy, with the object of improv- 
ing the heating and ventilating equipment 
of homes throughout the country, has been 
announced by A. H. Landwehr, president 
of the Holland Furnace Co. of Holland, 
Mich. Mr. Landwehr stated that the In- 
stitute will be given ample scientific re- 
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sources, to teach the American home- 
owner in a practical way the science of 
heating ventilation in relation to 
health. 

A prominent research engineer will be 
placed in charge of the tests and investiga- 
tions that will be made, and the results 
will be made available to the public from 


and 


| 


| 


| tanks as 


| ganization; Walter W. 
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Peter Boller Machine Works 
Takes Over S. C. Lawlor Co. 


Peter Boller Machine Works, 122 N. 
Curtis Street, Chicago, I1l., announces that it 
has completed the purchase of the S. C. 
Lawlor Co., 510 N. Dearborn St., Chi- 
cago. Both companies sell a wide line of 
mop wringers. 

More than twenty years ago the Lawlor 
company was founded, and was the first 
to design a mopping tank for those who 
have a large floor space to cover. Since 
that time it has improved its line until 
today many patents completely cover the 
products. The company manufactures ice 
well as wringers and mopping 
tanks. 

The Peter Boller Machine Works was 
established in 1897, and since then has 
been devoted to manufacturing mop wring- 
ers of all styles. For the past eight years 
it has manufactured the Lawlor products 
and will continue to operate the Lawlor 
company under the present name. William 
N. Boller is president of the Boller or- 
Zoller, vice-presi- 
dent, and Arthur P. Boller is secretary- 
treasurer. These three brothers, all of 
whom have been brought up in the busi- 
ness, expect that with their increased fa- 


| cilities, selling forces and branch offices, 
they will be in a position to serve every 





time to time in the form of reports of 
findings of the staff. | 
Among the subjects scheduled for in- | 
vestigation are: 
Fuels—The most economical ways of 
using our national fuel resources; the na- 


tional economic loss due to soot, and how it 
can be prevented, and diseases resulting 
from improper or inadequate humidifying 
of dwellings; seasonal occurrence of cer- 
tain respiratory diseases and its modifica- 
tion by control of humidity, temperature 
and circulation of air in dwellings will be 
investigated as will the amount of heat, 
and consequently of money, lost in the av- 
erage American building because of im- 
proper construction, and methods of cor- 
rection. 


requirement for wringing a mop. 


Buttinghausen Bros. Secures 
Cadmus Products Co. 


Buttinghausen Bros., 20 Park Avenue, 
Bloomfield, N. J., has purchased the busi- 
ness and manufacturing rights of the Cad- 
mus Products Co., Bayonne, N. J., and 
will continue the manufacture and distribu- 


tion of the Master Bake Pot. 


George S. Case New President 
Peck, Stow & Wilcox Co. 


George S. Case, of the Lamson & Ses- 


| sions Co., Cleveland, Ohio, has been elected 


Medical analysis of all phases of air- | 


conditioning so that the atmosphere of the 
home, office and factory may contribute to 
health and efficiency of occupants will be 
made so that the number of air-changes re- 
quired in each room per hour to keep the 
atmosphere that breathed free from 
noxious germs can be determined. 

Mr. Landwehr was born in Missouri 
and worked on his father’s farm as a boy. 
He married the daughter of the inventor 
of the Holland furnace and took over the 
selling of the new product. Since that time 
the company has grown until at the 
present, it is one of the largest plants of 
its kind in the United States. 


is 


to the presidency of Peck, Stow & Wilcox 
Co., Southington, Conn., succeeding Luke 
FE. Fichthorn, who recently resigned. Mr. 
Fichthorn had been president since 1919. 

Treadway, of New Haven, 
director for sev- 
treasurer of 


Charles F. 
Conn., who 
eral 
the company. 


a 
made 


been 
been 


has 


years, has 


Dwight Wheeler Dead 


Dwight Wheeler, who for nearly 50 
years has been president of the Acme 
Shear Co., Bridgeport, Conn., passed away 


recently at his home in that city. He was 


86 years of age at the time of his death. 


R. L. Sweetnam Wants Catalogs 


R. L. Sweetnam has re-entered the re- 
tail hardware business with his son, Wil- 
bur S., and has opened the South Side 
Hardware Co., at 2901 South Adams 
Street, Peoria, Ill. Jobbers and manu fac- 
turers catalogs and price lists will be ap- 


| preciated. 
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McGraw Electric Co. Secures 
Clark Electric Water Heater 


McGraw Electric Co., McGraw Build- 
ing, Omaha, Neb., announces the purchase 
of the Clark Electric Water Heater busi- 
ness from the Stoughton Mfg. Corp., of 
Stoughton, Wis. The manufacturing will 
be continued at Stoughton under the super- 
vision of the designer of the water heater, 
but the executives will be located at the 
McGraw company’s general offices in 
Omaha. 

Extensive plans for marketing this 
product are now being formed. The old 
sales personnel will be retained practically 
intact, but will be substantially augmented. 

A. E. Julian will continue as sales man- 
ager of the Clark Electric Water Heater 
Division of the McGraw Electric Co. and 
will move to Omaha, where he will make 
his headquarters. The executive manage- 
ment of the business will be under the 
direction of A. J. Cole, vice-president and 
general manager of the McGraw company. 





A. W. Hawkins Resigns from 
Winchester-Simmons Co. 


A. W. Hawkins, who for several years 
has been assistant treasurer and a director 
of the Winchester-Simmons Co., St. Louis, 
Mo., recently resigned from that organ- 
ization. During the twelve years he had 
been connected with the company, Mr. 
Hawkins served as a buyer, sales manager, 
had been in charge of manufacturing, and 
had acted in an executive capacity. 

No definite plans for the future have 
been announced by Mr. Hawkins, whose 


address is P. O. Box 1012, St. Louts, Mo. 





Greenlee Tool Co. Appoints 
F. C. Turner Export Sales Agent 


Greenlee Tool Co., manufacturer of tools 
for the woodworker at Rockford, IIL, re- 
cently concluded an export sales arrange- 
ment with F. C. Turner, 116 Broad Street, 
New York City. 

Mr. Turner is in a position to supply 
all information regarding the company’s 
products, including catalogs and export 
prices. 


Manufacturers to Convene in 
New York City on June 28 


The response has been so favorable to 
the suggestion contained in a pamphlet 
issued by the Bolt, Nut and Rivet Manu- 
facturers’ Association in April for a con- 
ference of manufacturers of products dis- 
tributed through hardware, jobbing and 
mill supply channels for a discussion of 
sales and distribution problems that such 
a conference will be held at the Waldorf- 
Astoria Hotel, New York, June 28 and 29, 
under the auspices of the bolt, nut and 
rivet industry. 

A belief that wider application can be 
given the plan of this industry for the 
economical distribution of its products will 
form the basis of the discussions at the 
conference. The basic principle of the bolt, 
nut and rivet distribution plan, which inci- 
dentally has proved highly successful, is 





the elimination of the manufacturer as the 
leading competitor of the jobber. 





Pittsburgh Dealers to Elect 
Officers at June 15 Meeting 


The regular monthly meeting and dinner 
of the Pittsburgh Retail Hardware Deal- 
ers’ Association has been advanced to Fri- 
day evening, June 15, in order that the 
meeting will not interfere with plans of 
members to attend the annual congress of 
the National Retail Hardware Association 
in Boston, Mass., during the week of 
June 24. 

The regular meeting night of the Pitts- 
burgh association is on the fourth Friday 
of each month. Besides electing officers 
for the ensuing year, the members will 
hear a prominent jobber discuss distrib- 
uting problems and answer the questions. 





Alliance Toy & Specialty Co. 
Appoints Faucette-Huston Co. 


The Alliance Toy & Specialty Co., Alli- 
ance, Ohio, announces the appointment of 
the Faucette-Huston Co., of Chattanooga, 
Tenn., to represent it in the Southern 
territory, with the exception of the State 
of Texas, cn the Doo-Klip Grass Shear. 

The Alliance company has also appoint- 
ed Shumway & Co., Dallas, Tex., as the 
Texas representative, and G. C. Gillan, of 
San Francisco, Cal., as its Pacific Coast 
representative. 


A. C. Barclay New President 
W. M. Dutton & Sons Co. 


A. C. Barclay has succeeded W. M. 
Dutton as president of the W. M. Dutton 
& Sons Co., wholesale hardware distribu- 
tors in Hastings, Neb. Mr. Dutton con- 
tinues with the firm as chairman of the 
board of directors. 

H. A. Lainson, formerly general man- 
ager, has been. made vice-president and 
general manager. W. R. Snyder, formerly 
vice-president, continues as a member of 
the board of directors. George R. Dut- 
ton continues as secretary-treasurer. 

The new president joined the firm three 
years ago, and his ability has become gen- 
erally recognized. Mr. Lainson joined the 
organization eight years ago as manager 
of the hardware department, was advanced 
to sales manager, then to general manager, 
and now to vice-president and general 
manager. 

W. M. Dutton, who has been active head 
of the business for 42 years, explained 
that this change in officers would relieve 
him of much of the executive detail. The 
general policy of the company will remain 
the same, an dno further changes in the per- 
sonnel of the organization are contemplated. 

Through a misunderstanding, it was in- 
correctly stated in the May 31 issue of 
Harpware Ace that Mr. Barclay, Mr. 
Dutton, Mr. Laison and Mr. Snyder were 
connected with the Zenith Radio Corp. of 
Chicago, Ill. These men are officers of 
W. M. Dutton & Sons Co., wholesale dis- 
tributor for the Zenith organization. 





Minneapolis Association Appoints 
Hans F. Ande Secretary 


The Minneapolis Retail Hardware Asso- 
ciation has appointed Hans F. Ande to 
the newly created position of full-time 
secretary of that organization. Mr. Ande, 
who for the past three years has been 
secretary of the Minneapolis Plumbers’ 
Association, formerly operated a retail 
hardware store for several years. Prior 
to that he was connected with the Warner 
Hardware Co. and Janney, Semple, Hill 
& Co., both of Minneapolis, Minn. He will 
assume his new duties at once. 





The Daily Hardware Co. 
Reorganizes in St. Paul, Minn. 


The Daily Hardware Co., pioneer retail 
hardware firm of St. Paul, Minn., has 
been reorganized with Clarence M. 
Moulden, formerly with the Adam Decker 
Hardware Co., as president. The other 
officers are Ray Daily, vice-president, and 
J. J. Daily, secretary-treasurer. The re- 
organized company is moving into new and 
larger quarters at 126 West Sixth Street. 





C. H. Casey Sells Interest in 
Jordan, Minn., Retail Store 


Charles H. Casey, secretary of the 
Minnesota and South Dakota Retail Hard- 
ware Associations, has sold his interest 
in his store at Jordan, Minn., to his part- 
ner, W. J. Meyer. 

The store was purchased by Mr. Casey 
in 1893, and was operated by him per- 
sonally until 1923, when he took up his sec- 
retarial duties. About a year ago a half 
interest was sold to Mr. Meyer, who now 
becomes sole owner. 

Mr. Casey is a past president of the 
National Retail Hardware Association. 





Akron Retail Hardware Club 
Meets and Installs Officers 


The first meeting of the recently re- 
organized Akron Retail Hardware Club, 
a subsidiary of the Akron Merchants’ 
Association, Akron, Ohio, was held in 
Young’s Hotel on June 6. Joe Burns, 
of the Burns Motor Co., and president of 
the Akron Automobile Dealers Co., spoke 
on “What an Association Means to You.” 
It was a most interesting talk. 

Immediately preceding a program of 
entertainment, the newly elected officers 
were installed. E. W. Heintz, of the 
Hardware & Supply Co., is president; 
J. P. Stump is vice-president and Jack 
Moore secretary. 





Barnes and Nuss Separate— 
Each to Continue in Business 


The firm of Barnes & Nuss, Grand 
Forks, N. D., has been dissolved, and 
Charles N. Barnes, who is also secretary 
of the North Dakota Retail Hardware 
Association, together with his son, H. S. 
Barnes, will continue the hardware end of 
the business. 

John E. Nuss will take over the sheet 
metal, heating and roofing department, and 
will operate them as a separate business. 
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Improved Type of Golf Tee 


The rocker action of the Par-Tee, a 
new type of golf tee manufactured by 
Par-Tee, Inc., 1105 Guarantee Title Build- 
ing, Cleveland, Ohio, is said to permit the 
club to follow through on a drive without 





the least resistance. The Par-Tee is made 
of pure red rubber, light in weight and 
economical. 

As’ soon as the club comes in contact 
with the ball, the tee turns over on its 


es 


p on Rocher 











Club Strikes Ball = 


rocker. It does not fly and can be set on 
any surface without anchoring. Golfers 
need only carry one Par-Tee, for the 


manufacturer says that it will last for 
years, and since being made of rubber, 
will not tear clothes. 





Dripless Insecticide Sprayer 


A dripless insecticide sprayer has been 
placed on the market by Lowell Specialty 
Co., Lowell, Mich., and is known as the 
Nu-Day Lowell Insecticide Sprayer. <A 
drip flange, which is an integral part of 
the pump, catches the drip regardless of 


the position in which the sprayer is held. 
The company states that this flange will 
not fill and overflow, as the pump action 
returns the liquid to the tank through an 
opening surrounding the liquid tube, which 
leads through the vacuum chamber into the 
tank. 





A vacuum chamber built between the 
pump tube and tank eliminates siphoning. 
The sprayer is said to be double-tested 
and guaranteed perfect in every respect. 





Livingood Table-Chair Set 


Reading Sheet Metal Products Co., 
Reading, Pa., is manufacturing the Livin- 
good folding table-chair set. This set is 
a great convenience for campers, picnickers, 
etc., as it combines four strong, comfort- 





able, high-backed metal chairs with lami- 
nated seats, and a solid, roomy table. 

When not in use the chairs pack within 
the table, which itself folds up and be- 
comes a convenient carrying case, only 
3 in. wide. The table, when opened, is 
automatically locked, making it solid and 
rigid, eliminating the possibility of upset- 
ting. There are no wires or braces under- 
neath the top of the table to interfere with 
the comfort of the users. It is finished in 
olive green enamel. 





The four chairs have been tested and 
are guaranteed to hold 300 lb. Made of 
high-grade steel and finished in green 
enamel. 


New “Kolorware” Percolators 


Federal Enameling & Stamping Co., 
Pittsburgh, Pa., recently placed on the 
market an attractive line of “Kolorware” 
percolators and kitchen utensils. 

The utensils are finished in bright, at- 
tractive colors, and have been made to sell 
at a popular price. They are sanitary and 
durable, easily cleaned, and lend beauty 
and charm to a kitchen. 

The new “Kolorware” percolators, which 
are made in 4, 6, 8, and 12-cup sizes, and 





are finished in either nile green, royal 
blue, canary, or Chinese red; are made 
of steel, porcelain enameled inside and out. 
These percolators are very durable. This 
improved model is made with wide swedged 
bottom, which improves the shape, making 
this percolator fit any gas range without 
danger of tipping. This feature also speeds 
up the boiling qualities of the percolator. 
It is impossible for the coffee infusion 
to come in contact with bare metal, thus 
coffee brewed in them is entirely free 
from any metallic, disagreeable, bitter 
flavor. The percolators are easy to clean, 
sanitary and seamless. 

The company is also offering a six-color 
selling poster and a display stand to help 
the dealer merchandise this new, improved 
product. Fully illustrated bulletins will be 
mailed to any dealer on request. 





A Bird Bath and Fountain 


The Bird-Founte Co., 139 Franklin Street, 
New York City, is manufacturing an in- 
teresting piece of garden furniture, called 
the Bird-founte. This is an attractive bird 
bath, or a fountain for lawn or garden use. 
It is constructed of wrought iron and is 
finished in green and yellow enamel. It 
can be quickly converted into a fountain 
by removing the nozzle of the hose and 
screwing the hose into a plug in the base. 
As the opening is small, it gives a fine 
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spray and consumes very little water, 
making an attractive bird fountain. 

The Bird-founte i§ portable and comes 
in eight standard parts, which may be 
readily assembled in a few minutes with- 
out tools. The lower section is pointed 
sc that it can be inserted in even or un- 
even ground, and may be set on a terrace 
if desired. The basin is made in two styles, 
yellow enameled steel or solid copper in 
natural color. The basin is 16 in. in diam- 
eter. The Bird-founte stands 40 in. high 
and is secure from cats. 


Miniature Engine Display Stand 


The, Metal Ware Corp., Two Rivers, 
Wis., has introduced a new miniature en 
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gine display stand, incorporating several 
important and original features. 

This stand, carrying the more important 
engines in the Empire line, revolves. I[n- 
stead of having a hidden motor to rotate 
the stand, the company has set one of the 
miniature engines in plain view as the 
driving unit. In this manner interest is 
attracted to both the engine in action and 
tc those on the display stand. In addition, 
the power of the driving engine is clearly 
and forcefully demonstrated. 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. Asa § « 
contemporary puts it: \ 
have been copied, the rest will be.” 


“Some of them 
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Always encourage your husband to loll 
in an easy chair with his feet on the radi- 


ator. When he goes to bed there will be | 


about five dollars in small change on the 
chair. 

It is some satisfaction to a barber to 
know that he is in close touch with the 
heads of many organizations. 





Grandma—“Oh, Jenny, darling, I am 
surprised! Aren't you going to give your 
brother part of your apple?” 

Jenny—“No, granny. [ve did that and 
she’s been criticized ever since.” 





Teacher (during history lesson) —“What 
are the races that have dominated England 
since the invasion of the Romans ?” 

Small Boy—“The Derby and the Grand 
National, miss.” 


The prize for the saddest event of the 
month goes to the motorist who lost him- 
self one dark night. He saw a sign on 
a post. With difficulty he climbed it and 
struck a match and read: “Wet paint.” 


Summer Hotel Flapper—‘What, only 
you here? Where have all the nice boys 
gone ?”’ 

He (bitingly)—“They’ve gone strolling 
with all the nice girls.” 





“What has become of the locomotive 
and train of cars I gave you for Christ- 
mas?” asked father. 

“All smashed up,” replied the boy. “We 
have been playing government ownership.” 





Johnny, aged six, was told he had to go 
to the hospital to have his tonsils removed, 
and his mother was bolstering up his 
morale. 

“T’ll be brave an’ do jest what they tell 
me, ma,” Johnny promised, “but I betcha 
they don’t palm off no cryin’ baby on me 
like they did when you was in the hos- 
pital.” 





Worried Patient—“What shall I take 
for kleptomania ?” 


Doctor—‘‘Take nothing.” 





“Where are you going, my pretty maid?” 

“I'm going a-courting, sir,’ she said. 

“For yesterday morning, on my way to 
school, 

“I slipped and broke my traffic rule.” 


A colored brother asked when the de- 
ceased wife of his neighbor was going to 
be “interned.” 

“She ain't goin’ to be interned,” was the 
answer. “TI done decided to have her in 
criminated.” 


“What’s your business?” 
“Moving pictures.” 
“Actor, eh?” 

“No, interior decorator.” 


“Do you think it healthy to keep your 
hogs in the house?” a social investigator 
asked. 

“Waal, I dunno,” was the reply. “But 
I been a-keepin’ my hawgs there for four- 
teen years and I ain’t never lost one of 
‘em yet.” 


LIMITED 


“Should evening dresses ever be worn 
to bridge parties ?” 
“No. In playing cards it is only neces- 


sary to show your hand.” 


Wife (ferociously )—“What means this 
powder on your coat?” 

Husband (helplessly) —“Trouble, | my 
dear, trouble.” 


The lesson that Sunday was about the 
Good Samaritan, and the teacher said: 

“Now, Johnny, tell us why the priest and 
the Levite passed by on the other side.” 

“Because,” said Bobby, “they had seen 
he’d been robbed already.” 





Mr. Fozzleton—“But, Jane, I have taken 
you over all the rough places in life, 
haven’t I?” 

Mrs. Fozzleton—“I think so, John. I 
don’t believe you missed any of them.” 





Guest—“Delightful party you’re having 
tonight, old man. I understand it is for 
your wife.” 

Host—"Yes, it is the twelfth anniversary 
of her thirtieth birthday.” 


Tourist—‘“Brothers, we’ve climbed to the 
top of this mountain to see the view and 
we've forgotten the glasses.” 

Scottish Guide—“‘Och! Never mind, 
there’s nobody aboot. We can just drink 
oot o’ the bottle.” 


A Hebrew storekeeper, much to the sur- 
prise of his brethren, suddenly decorated 
his window with a gorgeous new blind. 
It was the admiration and envy of all his 
neighbors. 

“Nice blind of yours, Isaac,” remarked 
one of them. 

“Yes, Aaron.” 

“What did it cost you?” 

“Tt didn’t cost me nothing. My custom- 
ers paid for it.” . 

“What! Your customers paid for it?” 

“Sure, | put a leedle box on my coun- 
ter, ‘Epr the Blind, and they put in the 
money.” 


Bobbie—“Papa, how can you tell when 
men are drunk?” 

Papa—“Well, my son, do you see those 
two men over there? Well, if you were 
intoxicated, they would look like four.” 

Bobbie—“But, papa, there is only one.” 





Clarence—“Dearest, can’t you see my 
heart’s on fire?” 
Annabel—““Well, do I look like a fire 


extinguisher ?” 


“He drove straight to his goal,” fervent- 
ly spoke the orator. “He looked neither 
to the right nor to the left, but pressed 
forward, moved by a definite purpose. 
Neither friend nor foe could delay him 
nor turn him from his course. All who 
crossed his path did so at their own peril. 
What would you call such a man?” He 
paused for effect. “A truck driver,” came 
a knowing voice from the rear. 
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Report on Hickory Handle Trade Practice 
Conference Will Be Submitted to 


Federal Trade Commission 


(Washington Bureau of HARDWARE AGE) 


A report will be made soon to the | 
Federal Trade Commission on_ the | 
trade practice submittal conference at | 
St. Louis on May 22 of manufacturers, | 
distributors and consumers of hickory | 
striking tools handles at which the 
Commission was represented by Com- 
missioner Edgar McCulloch and M. 
Markham Flannery, director of trade 
practice conferences. The conference, 
attended by more than 80 per cent of 
the manufacturers from the point of 
volume of production, adopted resolu- 
tions accepting standards set up by 
the Division of Simplified Practice De- 
partment of Commerce. These stand- 
ards were drawn up and acted upon at 
a conference in Cleveland in May of 
last year and relate to grades, and 
grade marking. The trade practice 
conference at St. Louis was called, as 
pointed out by Judge McCulloch, so 
that the Commission could assist the 
industry and tell it what can be done 
in the way of enforcement of rules 
made. W. A. Babbitt, general secre- 
tary, National Association of Wood 
Turners, Inc., who was made secretary 
of the conference, said that members 
of the industry had worked carefully 
over long periods, in an effort to find 
answers to problems that had arisen, 
with the result the matter was laid 
before the meeting in Cleveland. The 
responses to the simplification practice 
conference, he stated, were astonishing 
in volume and cordiality. It had been 
found through the course of many 
years, Mr. Babbitt said, that there had 
‘been imbedded in the production and 
distribution of handles certain abuses 
that were of growing seriousness year 
by year as new trends of distribution 
made their appearance. 

Judge McCulloch explained that it 
has generally been found that there 
are a very few concerns in industries 
that really want to be guilty of unfair 
practices. The majority of them, he 
stated, are dragged into it by com- 
petition. Experience has shown the 
Commission, it was pointed out, that 
the trade practice conferences have 
proved wholesome and through them 
the Commission acts as an aid instead 


| after July 15, 





of a prosecutor with a view to adopt- 
ing rules of ethical business conduct. | 


By L. W. Moffett 


The resolutions adopted at the St. | 
Louis conference were made to apply 
to all finished hickory striking tool 
handles sold by manufacturers on and 
after July 1, 1928, and to all such han- | 
dles received by distributors on and | 

5, 1928. 

Failure to impress the handles with 
the proper grade marking as provided 
in the Simplified Practice conference 
(No. 77) was condemned as an unfair 
method of competition. Provision was 
made for the impressure of plant iden- 
tification symbols on all hickory strik- 
ing tool handles in addition to the 
standard grade marking called for at 
the Cleveland conference. 

The impressure of false grades or 
plant identification symbols was con- 
demned as an unfair method of com- 
petition. In view of what was termed 
the inevitable differences of opinion in 
grading hickory handles, especially 
with reference to “liners” so-called, a 
variation of not to exceed 5 per cent 
up or down in the quantity of each 
shipment was declared to be fair prac- 
tice. 

False invoicing as to grades ani 
modification, concealment or removal 
of grade and plant identification sym- 
bols was held to be an unfair method 
of competition as was the adoption or 
use of grade marks other than those 
specified in Simplified Practice No. 77. 

In all quotations under this Simpli- 
fied Practice, in case of dispute, the 
parties concerned are to seek an equi- 
table adjustment. If they are unable 
to agree either party may appeal to 
the chief inspector of the National 
Association of Wood Turners whose 
decision shall be final. 

Where in price lists the handles are 
represented as being manufactured of : 
butt ends, swamp hickory, logs or 
specified size or diameter, etc., it was 
required that those making the claims 
must be positive that they are correct. 
Otherwise the practice is condemned 
as an unfair method of competition. 

Representatives of the ash handle 
industry attended the conference 
though they did not participate in it 
but are expected later to join with the 
hickory handle interests in the trade 
practice submittal. The report of the 





conference will be made to the full 


Commission and it is believed the latter 
will formally adopt the action taken 
before the effective dates of the new 
rules have arrived. 


The importance of the Philippine 
markets for hardware and allied prod- 
ucts is pointed out in a statement just 
issued by the Iron and Steel Division, 
Department of Commerce. While the 
market is primarily controlled by the 
factor of initial prices, there is a large 
trade in quality articles. The country 
is engaged chiefly in agricultural pur- 
suits and for this reason the demand 
for hardware is found principally in 
agricultural centers for local use and 
in the building trades. Both Chinese 
and native carpenters, and construc- 
tion companies in many cases demand 
low prices, overlooking the advantages 
of the superior quality of the high- 
priced articles, so that in many in- 
stances cheap European manufactures 
have an especial appeal. American 
manufacturers, it is explained, are at 
an advantage, however, in this market 
through the exemption of American 
goods from import duties, and, in addi- 
tion, are shown a natural preference 
by résident American artisans and 
natives who have become educated to 
the general superiority of American 
products. German competition is keen, 
as the products from that country are 
offered at low prices to the native pur- 
chasers who must obtain articles of low 
cost because of low purchasing power. 
German manufacturers are restricted 
to some extent in competing with 
American exporters through the ap- 
plication of import duties, but in spite 
of this handicap German participation 
reaches rather large proportions. Im- 
ports of hardware and allied products 
into this market reach a value annual- 
ly of about $2,000,000, of which the 
United States supplies 55 per cent, 
Germany 22 per cent, Japan 15 per 
cent, the United Kingdom 4 per cent 
and France 1 per cent. Japan’s share 
in this trade is made up principally 
of sales of enameled ware, in which 
it obtains a major portion of the busi- 
ness, while in the other hardware 
activities its participation is relatively 
small. 
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Seasonal Hardware Very Active— 


Prices Firm—Collections Improving 


NEw YorK, June 12.—Hardware market centers throughout the 
country continue to report very active sales of seasonal hardware 
lines, particularly garden and lawn tools. This stimulation is due 
largely to more settled weather conditions and the healthy growth 
of crops. Lawns are in need of constant attention now and the 
equipment for this work will be in steady demand for the next few 


months. 


Building activity is maintaining a good average both in rural 
districts and in the cities, where the large projects are causing a 
good demand for steel and other material. Employment is also 
benefiting from the building program. 

Crop reports are very encouraging and all signs point to prosper- 


ous conditions in that department. 


Prices are firm and the changes are not numerous. Collections 
continue to improve somewhat as the general fabric of business 


strengthens. 





Freight Loadings Again Reach 
the Million Mark 


Loading of revenue freight during 
the week ended on May 26 exceeded the 
million car mark for the third consecu- 
tive week so far this year, the car ser- 
vice division of the American Railway 
Association announced June 5. Total 
loadings for the week amounted to 1,- 
020,916 cars. 

Compared with the preceding week, 
this was an increase of 7,419 cars, due 
principally to the heavier movement of 
ore, although there were also increases 
reported in the number of cars loaded 
with grain and grain products, live 
stock, coal, forest products and miscel- 
laneous. Decreases compared with the 
week before were reported in the total 
loading of coke and merchandise less 
than carload lot freight. 

The total for the week of May 26 
was a decrease, however, of 5,873 cars 
below the same week in 1927. 





Surplus Freight Cars in 
Good Repair Decrease 108 


Class I railroads on May 23 had 
299,521 surplus freight cars in good re- 
pair and immediately available for ser- 
vice, the car service division of the 
American Railway Association an- 
nounced last week. 

This was a decrease of 108 cars com- 
pared with May 15, at which time there 
were 299,629 cars. 





Surplus coal cars on May 23 totaled 
109,309, a decrease of 7,935 cars within 
approximately a week, while surplus 
box cars totaled 137,632, an increase of 
5,693 for the same period. 

Reports also showed 25,919 surplus 
stock cars, an increase of 1,971 cars 
over the number reported on May 15, 
while surplus refrigerator cars totaled 
17,416, an increase of 627 for the same 
period. 


‘ 


Last Week’s Price Average 
Was 98.0 P. C., Says Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced June 3 that the pre- 
vious week’s wholesale commodity 
prices, based on Dun’s quotations, av- 
eraged 98.0 per cent of the 1926 level. 
The purchasing power of the dollar 
was 102.0c on a 1926 basis of 100c, says 
the Journal of Commerce. 

Crump’s index for the week on the 
revised 1926 level was 96.4. 

The Italian index on the revised 
1926 level for the week ended May 26 
was 75.9. 


Cooper and Bronze Wire Cloth 
Advanced 25 to 35 Cents 


Manufacturers announce an advance 
of from 25 to 35 cents per 100 square 
feet on copper and bronze wire cloth. 
This advance is said to take effect im- 
mediately. 





U. S. Farm Price Index at 
Highest Mark Since 1925 


A farm price index, the highest in 
almost three years, is reported by the 
Bureau of agricultural Economics, De- 
partment of Agriculture, on May 31. 
This index on May 15 was 148 per cent 
of the pre-war level, an advance of 8 
points since April 15. At 148, the bu- 
reau says, the index is 22 points above 
May a year ago and is the highest 
point the index has reached since Aug- 
ust, 1925. It is the highest May figure 
since 1920. 

The advance during the period April 
15 to May 15 is accounted for by in- 
creases in all groups except dairy 
products, which showed a seasonal de- 
cline of 3 points. Grains advanced 16 
points, fruits and vegetables 2 points, 
meat animals 9 points, poultry prod- 
ucts 7 points, and cotton and cotton 
seed 12 points. 

The May 15 price of hogs was 14 
per cent higher than that on April 15, 
the abrupt rise being due primarily 
to the sharp decline in receipts at 
primary markets, following heavy mar- 
keting in February and March. The 
recent revival in export demand for 
pork and pork products has also been 
a factor. 

The corn-hog ratio, which has been 
declining since November, 1927, ad- 
vanced 0.2 points from April 15 to 
May 15. The farm price of corn ad- 
vanced 13 per cent during the period 
under review, accounted for largely 
by the combined high feeding demand 
due to the short oats supplies and un- 
usually small farm supplies of corn in 
the eastern corn belt States. 

Theefarm price of wheat was 11 per 


cent higher on May 15 than on April, 


15, the Bureau reporting that the un- 
favorable winter has resulted in one 
of the heaviest abandonments of win- 
ter wheat on record. The condition of 
winter wheat was about 10 per cent 
lower on May 1 than a year ago, indi- 
cating a production about 11.9 per cent 
less than in 1927. 

Potato prices on the farm declined 
over 11 per cent during the month, but 
this decline was not uniform for the 
country as a whole. The movement of 
old potatoes continued brisk during the 
last month, and in consequence prices 
in the North Atlantic, North Centra! 
and Western States have declined from 
18 to 21 per cent since April 15. 

The farm price of lambs rose 2 per 
cent from April 15 to May 15, while 
sheep prices were practically un- 
changed. The development of the early 
spring lamb crop has been retarded, 
due to unfavorable weather during 
March and April, and marketing has 
been delayed. 
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Better Crop Conditions Cause Growing 
Optimism—Chicago Prices Stronger 


(Chicago office of HARDWARE AGE) 


CHICAGO, June 12.—There continues to be a good, steady move- 
ment of seasonal merchandise and there is a strong feeling of optim- 
ism generally, although some agricultural sections are still back- 
ward. However, in most sections crops are rapidly recovering from 
the late start due to the earlier unfavorable weather and this has 
been immediately reflected in an increased demand for hardware 
items. 

Sporting goods are moving exceptionally well this year with the 
already heavy demand for fishing tackle being further stimulated 
by the opening of the game fishing season. 

Prices for the most part remain strong but unchanged. There 
were, however, some advances this week—copper rivets and all types 
of hinges going slightly higher. Also a rather substantial advance 
on all grades of prepared roofing marks the end of the price war 
which has prevailed between the manufacturers for the past few 
months. 

There has been another slight recession in steel mill production, 
but the mills are still operating at the relatively high rate of 90 per 
cent of capacity. The large building programs in the larger cities 
and the resulting heavy demand for structural steel is a decided fac- 
tor in maintaining steel mill activities. 

Collections are only fair but are showing some slight improvement 
as the season advances. 





AUTOMOBLE ACCESSORIES.—Sales cent discount, small carriage bolts, 


rolled thread, 60-10 per cent discount; 


are picking up a little. Good spring machine bolts, cut thread, 60 per cent 
weather is stimulating the demand for discount; small machine bolts, rolled 
ti thread, 60-10 per cent discount; all 
res. stove bolts, 75-10 per cent discount; 
JOBBERS’ QUOTATIONS TO RE- lag screws, 60 per cent discount. 
TAILERS, F.0O.B. CHICAGO: ‘ 5 
Spark Plugs.—Splitdorf, for Fords, BUILDERS’ HARDWARE.—There is 
50c. each; regular, 58c. each; Cham- a good seasonal demand and prices are 
pion X, 45c. each; Champion Blue h d 
Box Line, 53c. each; A. C., 53c. each; uncnangeda. 

a es & Sy ee ee JOBBERS’ QUOTATIONS TO RE- 
Spot Light.—Appleton, No. 3280, TAILERS, F.0.B. CHICAGO: : 
$6.50 each. 3% x 3% steel butts, old copper and 
Chains.—Non-skid, dozen pair lots, dull brass finish, $2.07 per doz. pair, 

35 per cent discount. case lots; less quantities, 9c. per doz. 

Jacks.—National Standard, No. 21, pair higher; 4 x 4 steel butts, old 
$1.30 each. copper and dull brass finish, $2.90 per 
Pumps.— Rose, 1% in. cylinder, doz. pair, case lots; less quantities, 
$1.85 each. 10c. per doz. pair higher; heavy steel 
Tires and Tubes.—Mansfield tires, bevel inside sets, $5.50 per doz. sets, 
30 x \3% Liberty Cord, $6.10; heavy case lots; steel bit-keyed front door 
duty ‘oversize, $8.30; 32 x 4 Liberty, sets, $1.45 per set; wrought brass, 
$11.15; oye! duty, $13.80; balloon bit-keyed front door sets, $2.60 per 
tires, 97 x 4.40, $8.70; 29 x 4.40, $9.15; sét; cylinder front door sets, $6 per 

30 x 5, oa 32 x 6, 7 a aed set. 

32 x 6. heav uty, .85; tan : i p 
tubes, 30 x 31, 31.60: M2 x 4, $2.50; CHAINS.—A satisfactory demand is 
34 x 4%, $3.10; balloon tire tubes, * 

pray, 27°x 4-40, $1.80; 29x 4.40, $1.85: reported and prices are unchanged. 

30 x 5, $2.25; 32 x 6, $3.10; 32 x 6.20, JOBBERS’ QUOTATIONS TO RE- 

$3 TAILERS, F.O.B. CHICAGO: 


BASEBALL GOODS.—The excellent]  199*jp"" Tenesco Bull Dog and. Brown 





demand for baseball equipment con- coil chains, 50-10 per cent discount. 
ti No. 00-4% electric welded cow ties, 
nues. $2.75 per doz. 
P TATIONS TO RE- 

TAILERS F.0.B, CHICAGO: COPPER RIVETS AND BURRS.— 

Do ae Om taameiie ‘Geueer _ | Prices have been advanced by all man- 

$16.90 doz. ° ufacturers and jobbers’ prices are 
BOLTS AND NUTS.—There is a raised correspondingly. 
steady volume of orders being re- ‘ ae. eee. TO RE- 
ceived. Prices are firm. Copper rivets and burrs, 40-10-5 

ries. ba ag Hse TO RE- per cent discount. 

Carriage bolts, cut thread, 60 per EAVES TROUGH, PIPE, ETC.—Noth- 








ing new in price or demand. Sales are 
about normal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

28 gage single head lap joint gut- 
ter, 5 in., $4.50 per 100 ft.; corrugated 
conductor pipe, 3 in., $4.80 per 100 
ft.; plain ridge roll, 1% in., $3.65 per 
100 ft.; corrugated conductor elbows, 
3 in., $1.51 doz. 


ELECTRICAL MERCHANDISE. — 
Sales are increasingly good. Prices 
are unchanged except for a decline on 
key sockets. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise.—No. 14 rub- 
ber covered wire, $6 per 1000 ft.; in 
less than 1000 ft. lots, $6.50; No. 18 
lamp cords, $10.25 per 1000 ft.; in 
1000 ft. lots, $12; % in. brush brass 
key sockets, 13c. each, lots of 25, 
12%c. each; two-way plugs, 45c. 
each; in lots of 10, 40c. each; two- 
piece attachment plugs, 7c. each; 
dry cells, boxes of 50, 32%c. each; 
less than case lots, 36c. each. 

Electrical Appliances — Iron Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75; Perco- 
lator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; pack- 
ages of 5, $1.92; No. 486, $3.58 each; 
packages of 5, $3.33; new No. 485 
Layerbilt battery, less than standard 
package, $2.53 each; standard pack- 
age lots, $2.33 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


FILES.—There is a normal sales vol- 
ume and prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

American files, 60-10 per cent off 
list; Nicholson files, 50 per cent off 
list; Black Diamond files, 50 per cent 
off list. 


FISHING TACKLE.—Dealers are re- 
ordering in good volume as the season 
opens. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Bronson No. 1800, $1.60 each; Chi- 
cago level winding reel, $2 each; Sym- 
ploreel No. 752, $4.90 each. 


GALVANIZED WARE.—No price 
changes on tubs and pails, with con- 
tinued drought keeping watering pots 
in demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Standard galvanized after made 
tubs, No. 1, $5.75; No. 2, $6.50; No. 3, 
$7.65; 10 qt. galvanized after made 
pails, $2; 12 qt., $2.25; 14 qt., $2.50; 
1 gal. all galvanized oil cans, special, 
$2.35 doz.; 2 gal., $4 doz.; No. 3, 3 
gal., $5.75 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.25 doz.; No. 
HH baled % bu. galvanized measure, 
50. 


GARDEN HOSE.—Recent rains have 
caused a slight falling off in the de- 
mand. Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Garden hose, good quality, molded 
hose, % in., lle. per ft.; 12%c. per 
ft.; 5 ply, good quality, wrapped, % 
in., 8c. per ft.; % in., 9%c. per ft. 
Lawn sprinklers, Rain King, $28 a 





and prices remain firm and unchanged. 


HAMMERS AND HATCHETS.— 
Prices are very firm. Recent advances 
in competition grades are well main- 
tained. 


HANDLES, 
There is an active seasonal demand and 
prices are without change. 


HANDLES, 
coming in for pick, sledge and hammer 


handles. 
occasional low grade leaders. 


HINGES.—Hinges of all types have 
been advanced. The demand is season- 
ally active. 


ICE CREAM FREEZERS.—The de- 
mand has 
now normal for this season of the year. 





doz.; original fountain sprinklers, $6 | 
doz.; Rainbow, 38 in. high, $24 a doz. | 


GLASS AND PUTTY.—Sales are good | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 
89-5 per cent discount; single strength 
lB, all brackets, 90-74% per cent dis- 
count; double strength A, all brack- 
ets, S per cent discount; double 
strength B, all brackets, 10-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 Ilb.; commercial, $3.50 
per 100 Ib. 


Orders are in fair volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Hammers. — First quality, 
nail hammers, $12 doz.; 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 

Hatchets. — First 
No. 2. shingling, 
quality hatchets, 


16 oz. 
Maydole, 


quality, 16 oz. 
$12.50 doz.; first 
No. 2 broad, $16.40 
doz.; medium quality hatchets, No.2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


AGRICULTURAL.— 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hay fork handles, straight, chucked 
and bored, X 4 ft., $2.40 per doz.; 4% 
t., $2.70 per doz.; XX 4 ft., $3.90 per 
doz.; 4% ft., $4.20 per doz.; ash fork 
handles, bent, chucked and_ bored, 
X 4 ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent 
with strap, ferrule and cap, X 4ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.; 
XX 4 ft., $6.15 per doz.; 4% ft., $7.10 
per doz.; bent manure fork handles, 
plain, X 4 ft., $3.05 per doz.; 4% ft., 
$3.40 per doz.; XX 4 ft., $4.65 per 
doz.; 4% ft., $5 per doz.; bent man- 
ure fork handles, with strap, ferrule 
and cap, X 4% ft., $5.25 per doz.; XX 
4 ft., $6.65 per doz.; 4% ft., $7.10 per 
doz.; garden hoe handle, X 4% ft., 
$2.60 per doz.; XX 4% ft., $3. 70 per 
doz.; rake handles, X 5%  ft., 
$3.50 per doz.; XX 5% tt. $5.65 
; shovel ao. regular pat- 
$4.25 per doz.; XX 

$5.95 per ay D shovel han- 
% $5.25 per doz.; XXX, $8 per 
wood D spade handles, X, $4.90 
D shovel handles, X, I. D. 
Sturd-E top, 


atts. 
doz.; 
per ‘doz.: 
L. top, $4.45 per doz.; 
$4.50. 


HICKORY.—Good orders 
Prices are strong except on 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

No. 1 (new B. W.) hickory, 
No. 2 (new B. R.), $3 doz.; 
growth hickory (new A. W.), 
finest select second growth 
(new A. A.) $6.50 doz. 

Hatchet and Hammer 
No. 1 (new S. B. R.), 90c. 
est second growth hickory 
A. W.), $1.80 doz. 


$4 doz.: 

second 
$5 doz.; 
hickory 


Handles.— 
doz.; fin- 
(new S&S. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Heavy strap hinges in bundles, 4 
in., 96c.; 5 in., $1.30; 6 in., $1.64; 8 in., 
$2.60: 10 in., $4.20 per doz. pair; ex- 
tra heavy T hinges in bundles, 4 in., 
$1.32; 5 in., $1.63; in., $2; 8 in., 
$2.95; 10 in., $4.70 per doz. 


increased steadily and is 
JOBBERS’ gt ee TO RE- 
TAILERS, F.O.B. CHICAGO: 
White Mountain, 1 








th $4.80 list; 
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2 qt., $5.60 list; 3 qt., $6.75 list; 4 qt., 
$8.25 list; 6 qt., $10.45 list; 8 qt., $13.40 
list; 10 qt., $17.90 list; 12 qt., $21.50 
list; 15 qt., $25.60 list; 20 qt., $33.20 
list; 25 qt., $42.60 list. Arctic, 1 qt., 
$4 list; 2 qt., $4.60 list; 3 qt., $5.45 
list; 4 qt., $6.80 list; 6 qt., $8.60 list; 
8 qt., $11.10 list. All the above less 
50 per cent discount. Alaska, 1 qt., 
$2.95 list; 2 qt., $3.45 list; 3 qt., $4.10 
list; 4 qt., $5 list; 6 qt., $6.30 list; 8 
qt., orm! list; 10 qt., $10.75 list; 12 
qt., $14 list; 15 qt., $17 list; 20 qt., 
$21.50 list. A discount of 20 and 10 
per cent on all above prices. Acme, 
2 qt., galv., $8 doz.; 2 qt., enamel, 
$10 per doz.; 4 qt., enamel, $18 per 
doz. Above prices are net. 
Everybody's Freezers, 1 pt., $3.50; 
1 qt., $4.50; 2 qt., $6: 3 qt., $7; 4 aqt., 
$8. Prices are each and subject to a 
dealer’s discount of 30 per cent off. 


LAWN MOWERS.—With recent rains 
and warm weather sales have been 
greatly stimulated. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

16 in. ball bearing, 5 knife, 11 in. 
wheels, $12.35 each; 16 in. ball bear- 
ing, 4 knife, 101% in. wheels, $10 each; 
16 in. plain’ bearing, 4 knife, 10% in. 


wheels, $8.65 each; 16 in. ball bearing, 
4 knife, 9 in. wheels, $7.85 each; 16 
in. plain bearing, 4 knife, 9 in. wheels, 


$7.25 each. 








$48 per gross. 
Discounts same as on 
ovens and heaters. 


oil cook 


stoves, 


| PAINTS AND OILS.—Prices are with- 
| out change and the demand is season- 


| ally active. 


NAILS.—Prices are very steady in the | 


Chicago district and orders are up to 
the usual volume for June. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l. quantities common wire 
cement coated nails, current, 
stock orders, $3.10 per keg base, 
1, 1927, extras. 


OIL AND GASOLINE STOVES.— 
There is a steady increase in sales 
as the season advances. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Perfection. — No. 72, 2 burners, 
17.50; No. 73, 3 burners, $22.50; No. 
4, 4 burners, $28.50. 

i *erfection dealers’ 
5 per cent on lots of 10 or 
less than 10, 30 per cent. 

Puritan (Improved Model).—No. 42, 
2 burners, $17.50; No. 43, 3 ere, 
22.50; No. 44, 4 burners, $28.5 

Puritan discounts the same as a 
fection. 

Nesco.—No. $17.50; 
No. 213, 3 burners, $22; No. 214, 4 
burners, $28; No. 1103, high shelf 
7” $6.50; No. 1104, high shelf only, 
8 

With vitreous enameled stove stops 
and splash backs.—No. 233, /3 burn- 
erss $36.50; No. 244, 4 burners, $44.50. 

Nesco dealers’ discount, 30 and 5 
per cent. 


and 
L.c.1. 
Dec. 


$ 
‘ 
discount, 30 and 
more; on 


212, 2 burners, 


Nesco Rolo, 5 burners and oven, 
$90; No. 400, built in oven model, 
$63. Dealers’ discount, 30 and 5 per 
cent. 

Coleman.—No. 322, range, $114; No. 
328, range, $72; No. 325, range, $45; 
No. 329, range, $52.50; No. 324, range, 
$39; No. 330, range, $34.50. 

Coleman dealers’ discount, 3314 per 
cent. 

OVENS 

Perfection.—No. 211, 1 burner, plain 
door, $2.50; No. 211G, B burner, glass 
door, $2.70; No. 112G, 2 burners, glass 
door. $6. 

Dealers’ discount on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Puritan.—No. 42G, 2 burners, glass 
door, $5.50. 

Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Nesco.— No. 05, 1 burner, solid 
door, $2; No. 5, 1 burner, glass door, 
$2.15; No. 020, 2 burners, solid door, 
$4.25: No. 20, 2 burners, glass door, 
$4.50; No. 301, 2 burners, glass door, 
thermometer, $6.40. 


WICKS, ETC. 


Rockweave wick, 25c. each; Per- 
fection and Puritan, $4 per doz. and 





JQBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Linseed Oil, Raw.—Larrel lots, 86c. 
per gal.; 5 barrel lots, 88c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
89c. per gal.; 5 barrel lots, 86c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
584ec. per gal.; steel drums, extra, 
$6, returnable. 

Turpentine.—Drum lots, 67c. per 
gal., net. 

White Lead. 5100 Ib. lots, $13.25; 50 
Ib. lots, $6.75; 25 Ib. lots, "$3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(4% lb. cuts), white, $2.60 


per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels, 

$3.50 to $6.75 per 100 Ib. 

“ Dry Paste.—Barrel lots, 7%c. 
J. 


POULTRY AND FIELD FENCE.— 
There is a good demand and the prices 
are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

726-6121%4, $28.68 per 100 rods; 
1948- 6-14%, $43.62 per 100 rods; 2158- 
6-4%%, $48.98 per 100 rods. 


PREPARED ROOFING.—A heavy ad- 
vance has ended the cut price war 
between manufacturers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade slate surfaced prepared 
roofing, $2.25 per square; best grade 
tale surfaced, $2.25 per square; me- 
dium tale surfaced, $1.75 per square; 
light tale surfaced, $1.05 per square; 
red rosin sheathing, $55 per ton. 


PYREX WARE.—The demand is satis- 
factory and prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 


per 


Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
Iced Tea Sets.—$4 per set. 
ROLLER SKATES.—The demand is 
| rather fight. Prices are without 
change. 

















JOBBERS'’ 4 padi A TO RE- 
TAILERS, F.0.B. CHICAG 


Union roller skates, sani $1.40; 
girls’, $1.50; Chicago roller skates, 
boys’, $1.30; girls’, $1.40. 


ROPE.—Rope sales are in normal vol- 
ume, while prices are expected to con- 
tinue steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best Manila, standard brand, 2l1c. 
per lb.; No. 2 Manila, 19c. per Ib.; 
No. 1, Sisal, 14%c. per Ib.; No. 2, 
Sisal, 13c. per Ib. 

SASH CORD.—There is a fair demand. 
Jobbers’ prices are unchanged follow- 
ing the makers’ recent advance. 

JOBBERS’ a een TO RE- 
TAILERS, F.0.B. CHICAGO: 


No. 7 standard pom $7.90 per 
doz. hanks; No. 8, $8.90 per dozen 
hanks. 


SASH PULLEYS.—Sales are in fair 
volume. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 
Common sash pulleys, 55c. per doz.; 























barrels, 50c. per doz.; Common Sense, 
2 in., 55c. doz.; barrels, 50c. doz.; No. 
110, 50c. doz.; barrels, 45¢c. doz. 


SCREEN DOORS AND WINDOW. 


SCREENS.—The season prices 


con- 


tinue unchanged with very lively sales. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Screen doors, No. 266, 2-8 x 6-8, 
$20.46 doz.; No. 296, 2-8 x 6-8, $24.66 
doz.; No. 311, 2-8 x 6-8, $20.92 doz.; 
window screens, No. 1833, $4.56 doz.; 
No. 2433, $5.40 doz. 


SCREWS.—Prices are well maintained 


and sales are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

(New lists Jan. 3, 1928.) Flat bright 
round head, 


screws, 50 per cent; 
blued, 45 per cent; flat head brass, 45 
per cent; round head brass, 40 per 


cent. 


SOLDER AND BABBITT.—There is a | 
moderately good demand and prices 


are somewhat weak. 


| 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Warranted 50-50 solder, $35 per 100 


lb.; medium 45-55 solder, $33 per 100 
lb.; tinners’ 40-60 solder, $30.50 per 
100 lb.; high speed babbitt metal, $20 
per 100 lb.; standard No. 4 babbitt 
metal, $12 per 100 Ib. 
STEEL SHEETS.—Local prices are 
unchanged. Quantity mill shipments 
are somewhat lower. Demand is about | 
normal. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

28 gage galvanized sheets, 
100 Ib.; 25 gage black sheets, 
per 100 Ib. 


WIRE PRODUCTS.—Prices are firm 
and sales are quite good. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

No. 9 black annealed wire, $3.30 per 
100 lb.; No. 9 galvanized plain wire, 
$3.85 per 100 lb.; catch weight spools 
galvanized cattle or hog wire, $3.80 
per 100 lb.; polished fence staples, 
$3.55 per 100 1b.: wire cloth, black, 


$5.30 ver 
$4.20 


HARDWARE Ace for Ju NE 14, 1928 


| 


| 
| 


ft.; gal- 


$1.85 per 100 sq. 
100 sq. 


12-mesh, $2.05 per 
14-mesh, $5.60 per 100 sq. 
poultry netting, gal- 
60 per cent dis- 
made, 50-10 


12-mesh, 
vanized, 
ft.;: bronze, 
ft.; galvanized 
vanized before made, 


count; galvanized after 
per cent discount. 
| WRENCHES.—There is a continued 
active demand and prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 

Agricultural wrenches, 60-10-5 per 
cent discount. Coes’ wrenchés, 
40-10 per cent discount; engineers’ 
wrenches, 50-10 per cent discount off 
new list; Stillson wrenches, 70-10 per 
cent discount; Trimo, 70-5 per cent 
discount. 

Snap-on 
electrical sets in 
No. 101, Master 
No. 202, Heavy Duty 
404, Flexible Socket 
608, Crankcase, Drain Plug Socket, 
$3.20; No. 90, Square Socket Set, 
$3.70; No. 1817 Giant ‘‘Snap-on’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 331, per cent 
discount. 


Wrenches. — Radio and 
metal cases, $2.75; 
Service Set, $13.75; 
Set, $3.80; No. 
Set, $8.80; No. 


Metropolitan Hardware Market Continues 
Active—Warmer Weather Stimulates Trade 


NEW YORK, June 12.—The Metropolitan wholesale hardware mar- 
ket continues very active with the warmer weather stimulating the 


demand for strictly seasonal merchandise. 


Building in the terri- 


tory served by New York jobbers while reported slightly below the 
average high level for the entire country is, nevertheless, very large 
and has helped improve employment conditions and has brought a 
definite volume of trade to the hardware field. 

Continued warm weather should help increase the sale of electric | 
fans, ice cream freezers and kindred hot weather specialties. 

There are practically no important price changes reported and 


no shortages noted in wholesale stocks. 


better. 


Collections average slightly 





BATTERIES.—Demand continues 


be fairly good. 


to 


Ignition batteries are 


active for motor boat work along the 


waterfronts. 


Prices are very firm. 


Local wholesale stocks are satisfac- 


tory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Dry cells, No: 6, ignition type, 
32%c.; No. 7111, same type, 354¢c. 
each. 


Hercules, No. 6, ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type, 
No. 770, $3 each; in units of 5, $2.80 
each.  Layerbilt No. 486, $3.59 each; 
units of 5, $2.33: New Layerbilt, No. 
485, $2.53 each, in units of 5, $2.33 
each. 


BOLTS AND NUTS.—Demand is nor- 
mal with prices unchanged. Stocks are 


adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Carriage bolts, 55 off list. 
bolts, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 


Cast 





50 per cent off list; 14% to 14%, 30 off 
list. 


Coach screws, 55 off 
bolts, 60 per cent off list. 

50 per cent off list. 
BUTTS.—Prices are the same with 
jobbers quoting the trade on 3% by 
3% steel butts, 18 cents per pair in 
case lots and in less than case lots at 


19 cents per pair. 


CARPET SWEEPERS.—Continues to 
be one of the more active lines in this 
market. Prices are steady and local 
wholesale stocks ample. 
JOBBERS’ gag eae 4 i? RE.- 
TAILERS, F.O.B. NEW YOR 
Carpet sweepers, Standard, oe. each; 
Universal japanned, $3.50 each; Uni- 
versal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 
CLOCKS.—Fairly good sale particular- 
ly for auto clocks. Prices are the same 
and local stocks are considered ample. 
JOBBERS’ QUOTATIONS AS RE.- 
TAILERS, F.O.B. NEW YORK: 
Alarm clocks, Big Ben, 


list. Cast 
Step bolts, 


oar. same 


| 
} 
| 
| 








NAILS.—Firm prices 
with demand fairly éven. 
ample. 


luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 
prices; Ben Hur, $1.76; same lumi- 
nous, $2.46. 

Blue Bird, luminous dial, $1.76; 
Blue Bird, $1.22; Sleepmeter, $1.40; 
Sleepmeter, luminous dial, $2.10; 
American, $1.05. 

Auto clocks, Westclox, plain, $1.76; 


$2.46. 


same, luminous, 
| FREEZERS, ICE CREAM.—Demand 
becomes more active with warmer 
weather. Prices are firm and not ex- 


pected to change during the season. 
Stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Acme freezers, 2 qt., bright, gal- 
vanized tapered, $8 per dozen; same 
enameled galvanized, $10 per dozen; 
4 qt. enameled-galvanized, $18 per 
dozen and pint size, Junior enam- 
eled, $4.80 per dozen. 

Arctic fre eZers, k ‘@t., 
$2.30; 3 qt., .78; 4 qt., $3. 
$4.30; 8 qt., $5.55; 10 at., $7.40; 
12 at., $8. 33. Prices are each 
NET. 

Auto vac uum. oe No. 1, $2.33; 
No. $2.67; No. $3.33; and No. 4, 
$4. Prices are eac h and NET. 

Casco’ Effortless freezers, $2.67 
each. 

Everybody’s vacuum freezer, 1 pt., 
$3.50; 1 qt., $4.50; 2 qt., $6; 3 qt., $7; 
and 4 qt., $8. These are LIST prices, 
per each, and are subject to a deal- 
ers’ discount of 30 per cent. The 
Everybody’s freezer is gray enameled. 

Peerless freezers, cottage special, 2 
qt., $1.50 each NET. 

White Mountain 

. 33: 9 





and 


at., 
4 qt., 
, $6.75; 10 qt., 
$12.80; 20 
each and NET. 


freezers, 1 


$3.38; 





12 qt., 


78° 
$16.80. Prices ‘are 


at., 
reported 
Stocks are 


are 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
wire nails, bright, 4d, 
6d, $4 per keg; 8d, 
10d, $3.75 per keg. 
nails, galvanized, 4d, 


Common 
$4.25 per keg; 
$3.85 per keg; 
Common. wire 
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$6.75 per keg; 6d, $6.50 per keg; 8d, 
$6.35 per keg, and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, 
galvanized, 4d, $7.45 per keg; 6d, 
$6.85 per keg; 8d, $6.60 per keg, and 
10d, $6.50 per keg. 


OIL COOK STOVES.—Jobbers report 


that Long Island and north Jersey 
dealers have been actively interested in 
this group of merchandise. The trade 
reports a steady consumer sale and 
both wholesalers and retailers are very 
enthusiastic about oil cook stoves. 
Prices are the same and local whole- 
sale stocks appear adequate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Perfection oil cook stoves, No. 339 
full white porcelain enamel, 4 stand- 
ard. 1 Giant Superflex burners, built 
in oven with white cabinet, $140; No. 
74, satin-black finish, 4 cobalt porce- 
lain burners, $28.50 for stove only, 
with white cabinet, $41.50; with black 
cabinet, $36.50; same with 3 burners, 
$22.50, $33 and $29; same with 2 burn- 
ers, $17.50 for stove alone and with 


black cabinet, $22.75 

These are list prices subject to a 
discount of 30 and 5 in lots of 10 or 
more and for lots of less than 10, 30 
per cent off list. 

Nesco oil cook stoves, No. 500, $56; 
No. 400-L, $38.50; No. 400-R, $38.50; 
No. 212-1102, with high shelf, eed 
No. 213-1103, with high shelf, $19.95; 
No. 214-1104, with high shelf, $25.20; 
Nesco ovens, No. 5, $1.50; No. 10, 
$2.63; No. 20, $3.15; and No. 301, $4.48. 
NESCO prices are NET 

Coleman camp stoves, “No. 2, $8.50, 
and No. 9, $6.25. Coleman Gipsy camp 
stove, $4.70. 

Coleman Air-O-Gas stoves, No. 322, 
$76; No. 323, $17.60; No. 324, $26; No. 
325, $30; No. 326, $16; No. 327, $19; 
No. 328, $48; No. 329, $35; No. 330, 
$23. 
are each and 


_COL EMAN prices 
_. 


PRESERVING EQUIPMENT.—Early 
interest is fair with prices firm. Local 
stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Everedy bottle capper, No. 6, 
8314c. each. Cork assortments of 500 
corks, sizes 6 to 10, $1.07 per assort- 
ment. Everedy jelly bag and stand 
No. 6, 50c. each; bag only for stand 
No. 6, 17c. each; Universal Aladdin 
preserving season set No. 14, $1.95 
each. Universal family scale, $4.80 


per assortment of three scales. 


ROLLER SKATES.—With the closing 
of schools during this month the trade 
expects a verly lively sale of roller 
skates. Prices are unchanged and local 
wholesale stocks are reported as being 
adequate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Roller skates, extension, web heel 
and toe straps, plain steel rolls, 72c. 


per pair; same with toe clamps and 
web heel, 78c. per pair; same for 
boys, with self-contained ball bear- 


ing wheels, $1.42 per pair; for girls, 
$1.62 per pair. 

Roller skates accessories: keys 
2%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100; adjustment binding bolt 
nut, 65c. per 100, and toe clamps, 12c. 
per pair. 


SASH CORD.—Prices given here are 
representative of local offering from 





hardware jobbers serving the Metro- 
politan territory. 
turther advances may be made by job- 
bers in line with the higher prices 
they are paying for cord. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sash cord, Samson spot No. 8, 65c.; 


Aetna No. 2814¢ and Phoenix 
No. 8, 37%¢c. 
No. 7 is le. higher and No. 6 is 


3c. higher on all brands. 


SCREENS.—Very active sale reported. 
Prices are the same. Local stocks ap- 
pear ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Window screens, Diamond E, all 
metal frame, with Opal galvanized 
wire cloth, No. 14 mesh, No. 1, $8; 
No. 2, $10; No. 3, $12; No. 4, $14; No. 
5, $12; No. 6, $14; No. 7, $16. 

Diamond E with Liberty golden 
bronze wire cloth, No. 16 mesh, No. 
11, $12; No. 12, $14; No. 13, $16; No. 
14, $18; No. 15, $16; No. 16, $18; No. 
17, $20. 

Diamond E prices are net per 
dozen. 

Liberty Brand, all metal screens, 
galvanized wire cloth, No. 14 mesh, 
No. 21, $6.80; No. 23, $9.20; No. 24, 
$10; No. 26, $10.80; No. 27, $12. 


Liberty Brand with bronze wire 
cloth, No. 16 mesh, No. 31, $10; No 
33, $12.80; No. 34, $14; No. 36, $14. 80; 
No. 37, $16. 


Liberty Brand screens are net per 
dozen. 


SCREWS.—Normal sale reported with 
prices unchanged. Local wholesale 
stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Wood screws, flat head, bright 
iron; 50-10-10; round heads, blue, 45- 
10-10; round head, iron, nickel plated, 
27%-10-10; flat head, galvanized, 20- 
10-10; flat head, brass, 45-10-10; 
round head, brass, 40-10-10. These 
discounts apply to new _ standard 
screw lists. 

Machine screws, flat and round 
headg, brass and iron, 70 per cent off 
list. 


SPRING GOODS.—Lawn mowers and 
lawn rollers continue to stand out in 
front according to sales reports of 
local jobbers. The compléte line of 
steel goods and kindred spring and 
summer merchandise has been very 
active and is expected to continue so 
for some time. The warm weather 
has stimulated this interest greatly. 
Prices have been firm and are not ex- 
pected to change. There are no short- 
ages reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garden Hoes 


Ladies’ garden hoes, 6 in. forged 
steel blade, solid shank, 4 ft. handle 
63 1-6c. each. 

Meadow hoes, forged steel blade, 
19 gage, polished and bronze socket 
shank, 4% ft. handle, 93c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
8144c. each. 

Onion hoes, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 8%4c. each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type _ hoes, 
scuffle type hoes, 81c. 


86c. each; 
to 92c. each. 


It is possible that 








Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 


9 in. blade, $1.09 ‘each. Same with 
2 holes and 10 in. polished steel 
on $1.09 each. 


Mortar hoes are packed 12 ina 
bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50c. each; with 16 teeth, 5144c. 
each. 

Medium bronze finish straight 
teeth, 5 ft. ash handle, 12 teeth, 
77c. each; 14 teeth, polished, 83%c. 
each; ‘16 teeth, 8744c. each. 

Steel bow rakes, curved teeth, pol- 
lished bronze head, 5% ft. ash handle, 
16 teeth, $1.09 each; with 14 teeth, 
$1.02 each. 

Rakes packed 6 in a bundle. 


Cultivators 
Floral cultivators, adjustable 3 
forged steel prongs, malleable iron 


socket enamel finish, 4 ft. ash han- 
dies, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handles, 85\%c. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handles, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 964%4c. each. 

These are packed 12 in a bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.71 each. 
Same, 5-12% in. tines, $1.8914 each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 
ft. ash handles, 4-12 in. tines, $1.56 
each. Same, with 5-12% in. tines, 
$1.90 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure 

* forks are packed 6 in a bundle. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 

handles, $1.15% each, and with 6 ft. 
bent handles, $1.39 each. 


Hay forks are packed 12 In a 
bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


Lawn Rollers 


Dunham’s waterweight rollers, No. 
2, $9 each; No. 4, $10.76 each. 


Hose Reels 


Donley all metal No. 2, $1.55, and 
No. 10, $2.50 each. 


VENTILATORS.—As __ reported last 
week jobbers announced an advance on 
Continental window ventilators both 
metal and wood frames. Prices shown 
here are from the new lists. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Continental ventilators, metal 
frame, No. 833, $4.50 per doz.; No. 


837, $4.75 per doz.; No. 845, $5. 20 per 
doz.; No. 1137, $5. 50 per doz.; No 
1145, $6.30 per doz.; No. 1437, $7. 30 
per doz:; No. 1445, $8. 10 per doz. 
Continental ventilators, wood frame, 
No. V836, $3.60 “ doz.; No. V923. 
$4.05 per doz.; 937, $4.50 per 
doz.; No. V949, $6.10 per doz.; No. 
V959, $6.75 per doz.; No. V1537, $5.85 
per doz.; No. V1549, $7.80 per doz. 
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Weather Has Again Been Against 
New England Hardware Merchandising 


(Boston office of HARDWARE AGE) 

Boston, June 12.—The hardware market, according to jobbers 
here, has always been governed more or less by weather conditions, 
but so far in 1928 it has been more so than ever, presumably because 
of protracted bad spells. Much of the improvement noted in New 
England merchandising a week ago has been lost because a majority 
of days the past week were decidedly wet and cold. Painting, build- 
ing, gardening, farming, in fact, all outdoor work has been at a 
standstill much of the time, consequently consumers’ demands have 
been held at a minimum. Labor troubles in and about Boston have 
punctuated the slump in construction, and present indications are 
it is to be a long drawn out contest between employer and employees, 
with a possibility of strikes spreading to other New England points. 

Yet with all the discouraging features the past week, retail buy- 
ing of merchandise was rather remarkable. Retail dealers evident- 
ly have taken advantage of the letup in trade to go over stocks and 
place orders with jobbers. Then, too, there is always some buying 
by consumers who continually anticipate needs so that when weather 
conditions are right they will be in a position to go ahead with what- 
ever they have to do. There is still little in the price situation to dis- 
rupt sentiment. The credit situation could be a whole lot better 
and failures among merchants are numerous, yet in the hardware 
field there is comparatively little trouble in this respect. When 
weather conditions improve any stay so there is almost certain to be 
a mad rush among jobbers and retail dealers to keep up with public 
demands, because there is a vast amount of work requiring hardware 
store merchandise to be executed within the next few months. 





AUTOMOBILES.—The time is past 
when youngsters are given toys only 
at Christmas. Those retail dealers 
who go in for such merchandise find a 
steady demand almost the _ year 
through. Now that warmer weather is 
due, toy automobiles should be in 
better demand. 


AUTOMOBILE TIRES.—Steady sale 
reported with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON 

Tires.—Mansfield line, fabric, clin- 
cher, 30 x 3 in., $6.35 each net; 30 
x 31% in., $7.25. Heavy duty cord, 
a side, 30 x 3% in., $10.95 each 
ne 


AIRPLANES.—AIll 


3 , $ 
$20. ‘50; 34 x 40 ‘in., 
$26.85; 35 x 5 in., 

Truck.—Cord, 32 x 4% in., $24.75 
each net; 33 x 4% in., $25.65; 34 x 
1% in., $26.55; 30 x 5 in., $29.85; 33 x 
5 in., $32.95; ee $35.45; 35 x 5 
me $39 25; 32 x in., na “4 36 x 6 

, $50.40; EE a $70.6 

grates tan, in ii lots, 
30 x 3 in., $1.50 each net; 30 x 
in., $1.70; 32 x 3% in., $1.90; 
of 12 or more deduct 10c. each tube; 


= 6 &., 


si x € &&., 40; 32 x 4 in., : 
33 x 4 in., $2.60; 34 x 4 in., 75; 
32 x 4% in., $2.90; 33 x 41% in., $3; 
34 x 4% in . ays 35 x 4% in., $3.30; 
36 x 4% in., ; 30 x 5 in., $3.45; 33 


= 5 in., $3.75; u x5 in., $3.85; 35 x 5 

$4; in lots of six tubes or more 
dshuct 10c. per tube; 32 x 6in., = 20; 
36 x 6 in., $6.15; 38 x 7 in., 4 


of the 


siete 


JOBBERS’ a gh es nd TO RE- 
TAILERS, F.O.B. BO 

Automobiles. sey hin in pod $6 each 
net; Velie, $7.25; Hudson, $8 75: Max- 
well, $10; Peerless, $13; Oldsmobile, 
$16.50; Buick, $20; Roamer, $22.50; 
Paige Sport, _ Rolls Royce, $45; 
—— $28.4 

Dump Trucks. —Kiddie, $8.69 each; 

Bull Dog, $15.25; Heavy Duty, $22.50. 

Gear Novelties.—Fast Mail, $10.50 
each net; Speed Boat, 14.38; Air 
Mail, $7.19; Fire Department, $7.81; 
Fire Chief, $11.88; Fire Tower, $30; 
Stop and Go Signal, $8.88. 


BARROWS.—Those retail dealers mak- 
ing it a practice to carry light stocks 
are constantly reordering in small 
quantities. Large buyers, however, 
apparently have all the stock required. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Barrows.—Garden, standard, No. 4, 
wood wheel, $5.75 each net; No. 4, 
steel wheel, $5.50; No. 5, wood wheel, 
$6.25; No. 5, steel wheel, $6. 

BATTERIES.—Many families wil] 
open their summer residences this 
month and will either take the winter 


given by newspapers to flying stunts 
is stimulating young America’s inter- 
est in airplanes, and certain retail 
dealers are doing quite a good business. 


JOBBERS’ ig ye Es on TO RE- 
TAILERS, F.O.B. BOSTON 

Airplanes.—Knocked down, No. 810, 
$12 per doz. net; No. 820, $24; No. 
830, $40 








home radio set with them or invest in 
a new one for the seashore or country. 
Now is a good time for the retail hard- 
ware pee to push battery sales. 
BBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. BOSTON: 

Batteries. — Columbia, dry cell, in 
lots of 50, 32c. each net, freight al- 
lowed. Hot Shot, in barrel lots, No. 
1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units of 
five, No. 767, less than unit packages, 
$2.06 each net, unit packages, $1.92. 
No. 770, less than unit packages, $3, 
unit packages, $2.80. No. 772, less 
than unit packages, $2.06; unit pam 
ages, $1.92. Storage batteries, 6 to 9 
$9.75 each net; 6 to 11, $11.10; 6 to 
13, $13.05. Radio, No. 486, $5, list. 
Bare. A’s, 6-9, $8.50 each net; 6-11, 
$9.50; 6-13, $11.50. 

BOTTLES.—With vacation time at 
hand, bottles should sell better. Prices 
are on an attractive basis, particularly 
those for the popular selling models. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Bottles.—Steel shell, with folding 
handle, nested drinking cups, No. 
521, $12 per doz. net; No. 522, $20; 
No. 571, $16; No. 572, $24. Brass 

folding handles, nested cups, 
No. 5191, $18; No. 5192, $28; No. 591, 


$20; No. 592, $30; No. 581, $22; No. 
582, $32. Half pints, for school kits, 
No. 70, steel, $12. Columbia, pint, 


$9; quart, $17.50. Assortments, util- 
ity pint, $7; utility quart, $11. Uni- 
versal, No. 1975, six pints and six 
quarts with free goods, $19.75 net. 
Fillers.—No. 00, $8 per doz. net; 
No. 01, $8; No. 02, $14. 
BOYCYCLES.—In common with other 
things for youngsters, boycycles and 
parkcycles are about due for a broader 
distribution. Jobbers are prepared to 
give quick deliveries at former prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Boycycles.—Columbia line, No. 411, 
$8. each net; No. 422, $10; 
$12 


No. 433, 


each 


Parkcycles.—No, 825, $12.50 
$17.31; 


net; No. 835, 4.88; No. 832, 
No. 950, $17. + 
CAMP STOVES.—Camp stoves are in 
order. These stoves are particularly 
adapted for camps, of course, but can 
be used to advantage by automobilists 
who make it a practice to indulge in a 
tour of the country, with stopovers by 
the roadsides at noon and night. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Camp Stoves.—No. 2, $8.50 each 
net; No. 9, $6.25; Gypsy, $4.70. 
CONDUCTOR PIPE.—Conductor pipe 
should be in better demand the next 
month or so. Many people going to 
the country or seashore will find it 
necessary to replace pipe on their 
homes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Conductor Pipe. —Steel, 2g gage, 2 
in., in lots of 250 ft., 18c. per ft., list; 
3 in., 20c. Discount, 60 and 15 per 
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cent. Toncan, 28 gage, 2 in., 18c.; 3 | Sprayers.— Standard makes, $2.80 freedom. Retail stocks are believed to 
in., 20c. Discount, 45 and 10 per cent. | per doz. net. b ll. 
Sheet steel, 28 gage, 2 in., 18c.; 3 in., Ribbon.—In case lots (four car- | be sma 
20¢. Discount, hy pe r cent. sddigher | tons), $3.50 net. err tae 6.8. BOSTON: TO RE- 
prices are askec or s e 8s. | TAILER B 
ms . Tree Tanglefoot.—1 lb. can, $4.80 | ’ 
suas ie hin bee eee Bar rs per doz.; 5 tb. can, $22 per doz.; 10 wee Hooks.—No. 5, $11.85 a doz.; 
Sa a ie Ske mie 4 Ib., $42; "25 Ib., ‘$96. | 6, $12.80; No. 5BN, $11.85; No. 


lots of 300; 3 in., 36c. No. 3, 2 in., aN, $13.05. 


30c.; 3 in., 36c. Discount, 60 and 10 ‘GALVANIZ OTH.—S tail 
ED CL et ap erted | VENTILATORS. — Manufacturers of 


per cent. Toncan iron, No. 2, 2 in., 
40c. each list in lots of 300; 3 in., | buying of galvanized cloth is reported | 1 h : d ‘ee li 
48c.; No. 3, 2 in., 40c.; 3 in., 38e. Dis- | by jobbers, but there is no real pep | venti lators ave issued new price lists 
count 55 per cent. Higher prices | and jobbers have adjusted prices ac- 
are asked for smaller lots. |to business. The average retail dealer | dingl 

| cordingly. 


is only buying as necessity demands | 


net; 24% mesh, $4.30; 3 mesh, $4.38; 4 _— ’ 
mesh, $4.60; 5 mesh, $4.60; 6 mesh, WEEDING HOOKS.—tThere is, per- 
$4.85; 7 mesh, $5.35; 8 mesh, $5.35; 
10 mesh, $6.10. 

Extras.—Rolls 50 ft. in length, 10c. 






while others are less so. 


FENCING.—The cost of lumber is so 
prohibitive to many, wire is constantly 


COTTER PINS.—Conforming with |i 

r = " ; : i Ventilators. — Window, slid 
changes announced in other sections | and then in the smallest possible quan- | 1 Gontinental, No. 937, $4.50 
of the country local jobbers are now er oe 71537. 1g ll 

. : . ’ } monc iu, snNO. . e per oz. net; 

quoting cotter pins at 20 per cent dis- JOBBERS’ QUOTATIONS TO RE- No. 02, $4.80; No. 03, $5.60; No. 1, 
count a new list recently issued by| "A'UERS. F.0.8. BOST are | $8.20; No. 2, '$5.60; No. 3, $6.40; No. 

: y 2 ‘ 7 | Galvanized Cloth.—In standard rolls 4, $7.60: No. 5, $8.40. Worldsbest, 
makers. As compared with previous = > hom al oe — ~“ “og | all metal, No. 3, $2 each net; No. 4.°: 
> . * 4 stoc widths o in Oo in in- 2.34; No. 5A, 2.67: No. 6A, 3.17; 
costs, some pins are more expensive | clusive:; 2-mesh, $4.70 per 100 sq. ft. a in’ ey $2.67 Oo. 6 $3.17 

| 


| haps, a better call for weeding hooks. 
| Most of the buying, however, is by the 


growing in popular favor. That state- per 100 sq. ft. additional. Pieces un- small retailers, who are buying cau- 
ment applies to lawn as well as to field | der 50 ft. in length, if for reasonable pe 
; . : quantity, 50c. per 100 sq. ft. addi- tiously. 
fencing. Naturally there is a steady | tional. ‘ Widths under 24 in. but not | JOBBERS’ QUOTATIONS TO RE- 
increase in the demand for gates. under 12 in., 25c. per 100 sq. ft. addi- TAILERS, F.0.B. BOSTON: 
tional. Widths over 48 in., but not 
JOBBERS’ QUOTATIONS TO RE- over 72 in., 50c. per 100 sq. ft. addi- Weeding Hooks.—No. 14, 5 prong, 
TAILERS, F.0.B. BOSTON: tional. ry $1°80 eg ny Hl aiaa 
Fencing.—Lawn, ornamental, in 10 _ F | : Me: my 
rod rolls, 36 in., $1.81% per rod; 42 mage nt SETS ee ee a. | WRIST WATCHES.—Wrist watches 
in., $1.98; 48 in., $2.31. Style L ex- i win spite > i] : ‘ : 4 ' 
tra, 36 in., $1.82 per rod; 42. in. - ull 's ing despite weather condi- | continue in fair demand. The average 
$1.48%; 48 in., $1.65. tions. It will not be long before young- | potai] dealer is not carrying as large 
Fencing. — Field, from store, $4.15 i sets s Aig 
per cat, uek, Factory shipments, in we will cores toy st a so that an assortment as he did in former 
car lots, plain, $3.30 per cwt.; in less they may ape their parents years, yet has a good supply of the 
than car lots, $3.55. Smooth, gal- JOBBERS’ QUOTATIONS TO RE- ( ° 
vanized, sizes No. 6 to No. 9. in car- TAILERS, F.O.B. BOSTON popular selling numbers. 
—_ rH per cwt.; in less than car Golf Sets—Toy, Marks & a, line, JOBBERS’ QUOTATIONS TO RE- 
Gates.—From store, style F, 36 x No. 86, for children 5 to 8 years old, TAILERS, F.0.B. BOSTON 
3. $3 each net: 42 x 3, $3.12: 48 x 3 $8 per doz. net; No. 118, for children Wrist Watches. — Ingersoll, plain 
$3 34: 36 x 3%. $3.12; ye 314 $2. 24: 9 to 14 years old, $20. La Velle line, | metal dial, $2.33 each net; Radiolite, 
ae eae oan ’ No. 331, $1.67 each net. $2.67; New Haven, plain dial, $2.29; 
48 x 346, $3.36. radium, $2.62. 


FLY PAPER, ETC.—With all the rain | GRASS HOOKS.—Compared with a lot | SASH CORD.—Local quotations on 
experienced so far this year it should | of other kinds of merchandise, grass | ., 1, cord have been advanced 2 cents 
be a great year for flies, ants and other | hooks are selling very well, say jobbers. | , pound to conform with new lists 











disagreeable insects. Jobbers are oT RRREr*, auctarons TO RE- issued by manufacturers. New prices 
urging retailers to be prepared for nike {Abate om tne e Oke follow: 
public buying of fly paper, sprays, etc. per doz. net; Little Giant, $5.25; Re- ' 
JOBBERS’ QUOTATIONS TO RE- liance, No. 70, $2.75; Kelley brier JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOST edge, $4.75; hand made, $4; Atkins pi arene agg ng ” 
Png Papers x 14 in., in case lots Perfection, $4.60. | th: Men. 8. 9 ‘and 10: 68c.; Phoenix. 
Pare eee eee POTATO HOOKS.—Potato hooks like- No. 6, 48c.; No. 7, 46c.; Nos. 8, 9 and 
Sprays.—'% pints, 4 per doz. net; pee sa . 19, 45¢e.; competitive, No 7, 38c.; No. 
pints, $6; quarts, $10; gallons, $32. | wise are beginning to move with some S. 37. 


Healthy Normal Condition Reported by = 
Twin Cities Market—Prices Steady 


(Minneapolis office of HARDWARE AGE) have filled their stocks to meet it. 


MINNEAPOLIS, MINN., June 12.—Spring work is well started in | Prices are unchanged. 
: : . : JOBBERS’ QUOTATIONS TO RE- 
all lines. Construction work is well up to the average, and there oie, Pere: 


are a number of large building projects in the Twin Cities that swell ‘Mansfield tires, Liberty cord, 30 x 
the building permit totals to handsome figures. Road construction balioon tres, 2 x 440, 85.70; 28 = 440 
j 7-4] j r } } ] j 9.15; 30 x 5, 3; 32 x 6 heavy duty, 
is progressing rapidly. In all, employment is at a fairly high point | $3:'7).°32*x'6°00,' heavy duty, $24.85, 
and general conditions are good. each, less 5 per cent. Mansfield 
Prices are steady, showing practically no changes for the week Scar aw tins, BL One Oe x, ahaa 
y, &P y g ; $2.50; case (12), $2.40; 34 x 4%, single, 


Demand is fairly brisk, precluding any immediate drop in prices. $3.10; case (12), $3.00; gray tubes, 
27 x 4.40, $1.80; case 
x 


1 
balloon type, 
(12), $1.70; 29 4.40, single, $1.85; 








ae. 5% case (12), $1.75; 30 x 5, single, $2.25; 
AXES.—Sales are normal for the | Plumbs Dreadnaught, single bit, un- case (12), $2. 15; 32 x 6, single, $3.10; 
. . | handled, $15.00; double bit, $20.00; case (12), $3.00; 32 x 6.20, single, 
season, with prices unchanged. handled, single bit, $19.25; double bit, $3.50; case (12), $3.40 each, less 10 
JOBBERS’ QUOTATIONS TO RE- | $24.25 doz., net. _ : per cent. : 
eS th coe ae eg | AUTOMOBILE TIRES AND TUBES. | BOLTS.—Call is steady with fair vol- 
: y , Das ye axes, 00; . . 
5 * ii me - |—Demand is very good and dealers | ume. Prices are unchanged. 


double bit base weight, $21.50; 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, all 
sizes, 60 per cent; stove bolts, 75-10 
per cent; and lag screws, 60 per cent 
from standard lists. 


BRADS.—Sales are showing good to- 
tals. Prices are unchanged. 


JOBBERS’ og pho ln ge TO RE- 
TAILERS, F.O.B. TWIN CITIES 

Steel wire brads, 75 per cent from 
lists. 


BUILDERS’ HARDWARE.—Construc- | 


tion work is developing rapidly with 
the advance of the season. Deliveries 
of finishing hardware show a very good 
trade in this line. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

3% x 3% steel butts, old copper 
and dull brass finish, 19c. , pair in less 
than case lots, 18c. pair in case lots; 
4 x 4 steel butts, old copper and dull 
brass finish, 26c. pair, less than case 
lots, 25c. pair in case lots; broad 
bevel steel inside sets, old copper or 
dull brass finish, one piece knots, 
less than case lots, $7 doz., sets, case 
lots, $6.75 doz. sets; steel bit-keyed 
front door sets, $1.85 per set; cylin- 
der brass outside trim, ‘bit-keyed 
front door sets, $1.85 per set; cylin- 
der front door sets, $6.50 per set. 


Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 


$1.56 
3 in., 


5 in., $1.22 doz. pair; 6 in., 
doz. pair; light plain tee hinges, 
62c. doz. pair: 4 in., 78c. doz. pairs; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair: 8 in., $1.95 doz. pair: 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair: 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair, net. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Sales show a steady 
demand in this line, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Eaves trough, 28 ga., 5 in., S.B., 
slip joint, in crates, $5.50 per 100 ft.; 
conductor pipe, 28 ga., 3 in., in crates, 
not nested, $5.40 per 100 ft.; 3 in., 
$1.73 doz. net. 


pair; 


FILES.—Sales are very good, with 
stocks well filled. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade files at 50 per cent, and 
second grade files, 60 per cent from 
lists. 

GALVANIZED WARE.—There is good 
demand for garbage pails and cans. 
Other items in this class are moving 
well. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard 10 qt. galvanized pails at 
$2.55; 12 qt., $2.70; 14 qt., $3; 16 at. 
stock pails, $4.70; 18 qt., $5.50; stana- 
ard galvanized tubs, No. 1, $7; No. 2, 
$7.90; No. 3, $9.20; heavy galvanized 
tubs, No. 1, $12.85; No. 2, $14.05; No. 
3, $15.25 doz., net. 


GLASS AND PUTTY.—Call for these 
items still is good, with prices firm 
on the new basis. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Single and double strength glass, 
Minnesota prices, 86 per cent; and 
strictly pure puttv in 50 lb. con- 
tainers, $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Hand | 


tools are selling at a good pace, with 





| 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Maydole, No. 11%, carpenters ham- 
mers, $12.60; Plumb, No. HF81, $12.60; 
Plumb HF145, $6.12; Plumb No. 2 
broad hatchets, $16.40; No. 2 shing- 
ling, $12.50; No. 2 claw, $13.75 doz., 
net. 


HOSE REELS.—Sales are showing 
steady call in this line. 
well stocked. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. TWIN CITIES: 

Donley All Steel hose reels, No. 2 
at $2 each, net. 


a 


Dealers are 
Prices are unchanged. 


ICE CREAM FREEZERS.—Sales are 
gradually increasing in volume, with 
slight encouragement from the weath- 


Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


er. 


White Mountain freezers, 2-qt., 
$2.80; 3-qt., $3.38; 4-qt., $4.13; 6-qt., 
$5.25; 8-qt., $6.75 each, net. Aretic 
freezers, 2-qt., $2.30; 3-qt., wa: 
4-qt., $3.40; 6-qt., $4.30; 8-qt., -55; 
10-qt., $7.40; Acme, 2-at., galvanized, 
75e.; 4-qt., enameled, $1.65 each, net. 





LAWN HOSE.—Sales have been very 
good, due to lack of rain in this section 
of the country. Dealers are still well 


stocked. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAIJLERS, F.O.B. TWIN CITIES: 

Competition, 5, in., 3-ply hose, 
$6.75; Good Luck. % in., 6-ply, $10.00; 
3ull Dog. % in., T-ply, $13.50; Leader, 
% in., 5-ply, $8.00; Manhattan whip- 
cord molded, % in., 500-ft. bales, 
$8.50; red, 5 in., 500-ft. bales, $9.00 
per 100-ft., net. 


LAWN MOWERS.—Sales are 
port with stocks well filled. 


| show no changes. 


} 
| 








the amount of building under way. | 


Prices are unchanged. 


very 
Prices 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Philadelphia, style A and C, 40 
per cent; style E, 45 per cent; style 
K, 30-5 per cent from lists. 
MILK CANS.—Call is good, with 


| prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Railroad, 8-gal. milk cans, $3.20; 
and 10-gal., $3.30 each, net. 


NAILS.—Sales are steady with some 
| increase in volume in the past month. 


Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard wire nails and cement 
coated wire nails in 100-lb. kegs at 
$3.20 per keg, base. 


OIL HEATERS.—Demand shows a de- | 


crease, with stocks 
being graded down for the summer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Nesco Perfect Oil heaters, No. 12, 
$5.50; No. 15, $7; No. 016, $8.25; No. 
0190, $10.50; No. 151, $7.50; No. 0161, 
$8.75; No. 0191, $11; No. 505, Giant, 
$11.25; No. 605, $12.75 each, with dis- 
count in quantities less than ten, 30 


cent; ten or 30-5 per cent. 


STOVES.—Dealers 


per more, 


OIL 
stocked, ready for 
in this line. Prices are firm. 
sales indicate a good market. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 500 Nesco oil stoves, $80.00 
each; No. 213, $22.00 each; No. 213 
with No. 1103 shelf, $28.50 each, less 
30-5 per cent. No. 79, Perfection, with 
black cabinet, $78.00 each; No. 78 
only, $22.50 each; No. 73 with black 
cabinet, $29.00 each; with a discount 
of 30 per cent in lots of less than ten, 
and 30-5 per cent in lots of ten or 
more. 


are 


in dealers hands 


well 
the summer sales 
Early 





| PYREX OVENWARE.— 
| mal for the season. 


™s 
uw 


| 





SANDPAPER.—Call for sandpaper 
good, 
lines. 





SANITARY PRODUCTS.—This line 
moving steadily with prices firm. 


Sales are nor- 
Prices are un- 


| changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


No. 623 casseroles, $1.17; No. 624 
casseroles, $1.33; No. 634 casseroles, 
$1.33; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c. vo. 
12 tea pots, $1.67; No. 26° tea ‘pots, 
$2.33 and No. 953 percolator tops, 7c. 


each, net. 


REGISTERS.—Sales are steady, with 
good demand. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron registers, 20 per cent, and 
wrought steel registers, 40 per cent 
from lists. 


ROPE.—Dealers are well stocked, with 
a steady demand for the popular sizes. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Best grade manila rope at 238c. per 
lb., base, and best grade sisal rope 
at 17c. per lb., base. 


is 
in construction and decorative 
Shops are using their full quota. 


Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, 85e. 
per box of 75 sheets; second grade, 
No. 1, 77c. per box of sheets; 
garnet No. 1, $16.75 per net. 


75 
ream, 


_ 


Ss 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Presto Products.—Oil soap, 16 02. 
size, $2.60 per dozen; bowl cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 


celain cleaner, 16 0z. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 
per doz. Silvershyn, 4% oz. size, 
$1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6- 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 6- 
oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz.; $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo 
triple strength, 16 oz. size, case of 2 
dos. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 


Desolvo, triple strength, in 2 Ib. 
case of 1 doz. cans, $7 per doz., 
$6.50 per doz. 

-22 oz. size, less than 


doz. 
cans, 
and gross lots, 

Kloset Klean.- 


case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 OZ. cans, less than case 
lots, $2.25 per doz.; case of 2 dozen 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 


and dozen quantity, $1.75 per at. 
Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots, and $1.90 


doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz. cans, 1, 2 and 3 doz. 
cans to the carton, $4.50 dozen; 
Hercules boiler compound, qt. cans, 
$2 each. 

Economy Plumber drain pipe 
cleaner, 1 lb. cans, $2 per doz.; 2 Ib. 
cans, $3. 90. The 1 Ib. size is packed 
1, 2 and 3 dozen to the carton, and 
the 2 lb. size is packed 1 and 2 
dozen to the carton. 

SASH CORD AND WEIGHTS.—De- 


mand shows a healthy increase with 
the progress 


of building operations. 


| Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Silfer Lake sash cord, No. 8 (base), 
60c.; Red Seal, No. 8, 34c., and Green 
Seal, 32c. Ib., net. 
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SCREEN DOORS AND WINDOWS.— 
Demand is increasing as the insect sea- 
son approaches. Prices are firm as 
quoted. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Common screen doors, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 
net. Continental extension window 
screens, 24 in., $9.75; Wabash exten- 
sion, 24 in., $5.60 doz., net. 

SCREWS.—Call in this line is good. 
Stocks are well balanced and prices un- 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Flat head bright wood screws, 50 
per cent; flat head japanned, 37% per 
cent; round head blued, 45 per cent; 
flat head brass, 45 per cent, and 
round head brass, 40 per cent from 
new lists. 

SOLDER.—There is a steady call for 
solder with the market firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Strictly half and half solder at 34c., 
and warranted half and half solder 
at 35c. Ib. in 100-lb. boxes, net. 
STEEL SHEETS.—Demand is good 
with ample stocks on hand. Prices 


have not changed. 


JOBBERS’ ae ihe M ~ RE- 
TAILERS, F.O TWIN C 

Galvanized "ied cheers “= Sia. 90 
cwt., base (24 ga.), and black steel 
sheets at $3.95 cwt., base (24 ga.). 


TIN.—Sheet tin is moving well. Prices 
are unchanged. 


JOBBERS’ oy tl fb A = RE- 
TAILERS, F.O.B. TWIN CITIES: 
Furnace coke “tin, ICL, 20 x 28, 
$14.50 box, and roofing tin, IC, 20 x 
28, 8 Ib. coating, $15.50 box, net. 


WIRE.—Fence wire is still selling well. 
Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized cattle barbed wire, $3.17 
per 80-rod spool; galvanized hog 
barbed wire, $3.39 per 80-rod spool; 
painted cattle barbed wire, $2.97 per 
80-rod spool, painted hog omg wire, 
$3.18 per 80-rod spool. No. 9 (base) 
smooth galvanized wire, $3. Bs cwt.; 
No. 9 (base), smooth black wire, $3. 20 
cwt. 


WIRE CLOTH.—Demand is very good 
with prospects of still better sales. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

12 x 12 mesh black, $1.80, and 12 x 
12 mesh aluminum finish, $2.20 per 
100 sq. ft., base, net. 








WHEELBARROWS.—Sales for home 
use are good with call from contractors 
steady. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Queen B, barrel type tray, fully 
bolted wheelbarrows, $42.50, and 
Meteor, fully bolted, barrel type tray, 
$34.50 doz., net. No. 2T tubular bar- 
rows, $7.33; No. 16, Gopher garden, 
$4.00; No. 10, American garden, $6.25 
each, net. 


WRENCHES.—Sales are showing good 
volume with stocks well filled. Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call long 
sleeve nut, 10 in., $1.70; 12 in., $2.06; 
15 in., $2. 75 each net. 


Snap-on Wrenches.— Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3. 80; No. 
404, Flexible Sedat Set, $8; No. 608, 
Crankcase Drain Plug Socket, ag 20; 
No. 90, Square Socket S $3.70; 
1817, Giant’ “Snap-on”’ . a 
heavy duty ratchet, $27.35 list, less 
331%, per cent discount. 





Retail Buying in Kansas Territory 
Is Conservative, but Healthy—Prices Steady 


KANSAS CITY, June 12.—All eyes are looking this way this week 
because of the quadrennial Republican Convention, which will nomi- 


nate its candidate for President 


of the United States. Hardware 


houses here have issued invitations to all their retail friends to at- 


tend the big meeting and at the 
tutions. 


same time visit the jobbing insti- 


Incidentally, it seems pretty well settled in the minds of most 
trade observers that the “Presidential year” bugaboo no longer ex- 
ists—at least, not in the form in which it formerly flourished. Sev- 
eral national elections have gone by since the “Presidential year” 
wiseacres used to manage to spread exaggerated feelings of con- 


servatism and pessimism by their 


advocacy of extreme caution when 


the country was about to go to the polls. 
Though Kansas City this week is a whirlpool of political uncer- 


tainty, it has virtually no influence over business morale. 


age business man has educated h 


The aver- 
imself into the well-founded belief 


that, no matter who is elected, commerce will continue to be modified 


by economics and initiative rather than politics. 


Almost nothing 


is heard of a doubtful nature regarding the possible effect of the 


“Presidential year.” 





Hardware volume is still somewhat 
behind the first half of 1928, but busi- 
ness is essentially healthy. The inflow 
of collections is steady and retail buy- 
ing continues on a conservative basis. 
The territory promises a heavy wheat 
yield and other crops, with restricted 
local exceptions, are in excellent con- 
dition, though rather late. Grain bins 
are going out in anticipation of a 
big wheat harvest. The heavy move- 
ment of harness is about over for the 
season. 

The market for denatured alcohol is 
unsettled. Competitive conditions are 





strenuous. Because of uncertainty 
sales for future delivery are hardly up 
to normal, although most of the large 
buyers have protected themselves 
against fall and winter requirements. 
It is estimated that about 60 per cent 
of the volume of denatured alcohol has 
already been covered. Dealers are 
closing in with their orders, but not 
fast enough to give the manufacturers 
a sound working basis. Some talk of a 
possible scarcity later is heard. 
Jobbers of hardware are inclined to 
complain that business does not have 
the “snap” they would like. That con- 








dition is attributable to the lack of 
warm, open weather. Moisture in most 
sections has been plentiful. Recent 
soaking rains have done much to in- 
crease the prospects for a good agri- 
cultural income. 

The Ozark region is furnishing the 
first cash crop with its heavy shipments 
of Aroma strawberries. Their yield is 
reported to be well ahead of last year, 
despite the severe frost of early spring. 
Twenty-five hundred carloads of straw- 
berries will be shipped out of the 
Ozarks this season as compared with 
2000 cars for last year. 

Fifty*thousand outside pickers are at 
work on about 25,000 acres of berries. 
The value of the crop is estimated at 
nearly $5,000,000. All this incoming 
cash is doing much to quicken the hard- 
ware business in the Ozarks of Mis- 
souri and Arkansas. 

Steel goods are moving out in quan- 
tity in response to the pre-harvest de- 
mand. The volume of builders’ hard- 
ware is rather slow and unsatisfactory. 
Protracted cool weather has had a re- 
tarding effect on the movement of 
summer goods. Generally speaking, 
prices show a tendency to stiffen. 


ALCOHOL.—Situation unsettled. Com- 
petition keen. Prices unstable. About 
60 per cent of the normal volume has 
been bought. Manufacturers still lask 
enough orders to afford a safe index 
for output. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Denatured alcohol, 
mula 5, in 55-gal. 
gal.; in lots of 5 


188 proof, for- 
drums, $0.61 per 
to 9 drums, $0.59 





. 
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10 to 19 drums, $0.57 per 
.gal.; in lots of 20 or more drums, 
0.56 per gal.; $6 charge for drums, 
subject to credit on return. 


ALL-STEEL HOSE REELS.—Demand 
is still tardy, although some orders are 


per gal.; 


| 


| 


trickling in to the wholesale houses. | 


No new price announcements. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Donley ali-steel, No. 2, $1.70 each. 
AXES.—The market is firm, but there 
is little retail demand for spot delivery. 
Future orders are sluggish. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 


First quality, single-bitted, un- 
handled axes 3 to 4 Iib., $14.50 base; 
handled, $18.75 to $20.50, base. 

BALE’ TIES.—Recent rains have 
helped the hay outlook, although cold 
and cool weather has retarded the ma- 
turity of alfalfa. Little demand for 
hale ties has yet registered. Prices 
anchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

14 gage, 9 ft., $1.56 per 
gage, 8 ft., $1.22; 8% ft., 
$1.37 per bundle, net. 


BUILDERS’ HARDWARE.— Volume is 


bundle; 15 
$1.29; 9 ft., 





| 
| 
| 


| 
| 





somewhat below normal and some im- | 


patience is expressed. Advances are 
expected in some quarters. Present 
prices still hold firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass _ finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case- lots, $6 per doz.; steel bit-keyed, 
front door sets, $18 per dozen sets; 
wrought bronze metal, $2.25 per set; 
cylinder front door sets, wrought 
bronze metal, $6.50 per set. ~* 


CARRIAGE AND MACHINE BOLTS. 
—Instability of the market causes some 
concern in the trade. Jobbers are still 
quoting former prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage roll thread, 50-10-10- 
5 off list; small carriage cut thread, 
50-10-5 off list; large carriage cut 
thread, 50-10-5 off list; small ma- 
chine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off. 
From list as of April 1, 1927. 


CHAIN.—Most of the spring move- 


FIELD FENCING.—Spring demand 
has not been considered up to normal. 
Only a fair volume is moving. Prices 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
» TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
22.50 for 26-in. fence to $38.50 for 
9 top and bottom, 11 intermediate 


and 12 stay wire. 
FILES.—An average volume of busi- 
ness is going out to dealers. Demand 
normal. Prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Nicholson, 50 per cent off list; job- 
bers’ brands in full packages, 60-5 
off list. 


GALVANIZED WARE.—Steady move- | 


ment of good business continues. No 


new prices out. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Galvanized tubs, standard No. 0, 
$5.17 per doz.; No. 1, $6.44 per doz.; 
No. 2, $7.22 per doz.; No. 3, $8.46 per 
doz.; common galvanized pails, 8 qt., 
$2.08 per doz.; 10 qt., $2.24 per doz. 


| GARDEN HOSE.—Movement is excep- 


tionally good and prices on standard 
brands hold firm. Wide price range on 
cheaper grades. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

$7.50 to $10.50 per 100 ft. 


GRAIN SCOOPS.—Not much headway 
has yet been made on _ pre-harvest 
movement, although the grain crop 
prospects promise a good volume. 
Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Light weight, full polished, split-D 


handle, No. 6, $12 per doz.; No. 8, 
$13; No. 10, $14; No. 12, $15; No. 14, 
16. 

HAMMERS. — Movement _ unsatisfac- 


| tory; demand is mostly for the lower 


grades. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First grade, 711% nail hammers, 
$12 per dozen; jobbers’ brands, $10.80 
to $11.49; competitive forged nail 
hammers, $6.50 to $8.00 per dozen; 
cast steel hammers, $3.60 per dozen. 

HARNESS.—Heavy seasonal demand is 
tapering off. Many more sets were 
sold this year than last, despite stiff 


| prices which still hold. 


ment seems to have subsided. No new | 


price figures. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS., F.O.B. MISSOURI RIVER 
CROSSINGS: 

Proof coil chain, % in., $8.50 per 
ewt.; No. 2-0 Tenso, 250 ft. reel lots, 
$6 per reel. ‘ 


COPPER RIVETS AND BURRS.—De- 
mand increases with the approach of 
what promises to be a heavy harvest. 
Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

40-10 per cent off list. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Only a mild demand has de- 
veloped thus far. Prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B.. MISSOURI RIVER 
CROSSINGS: 
28 gage, 5 in. lap joint eaves 
trough, $5 per 100 ft.; 28 gage, 3 in. 
conductor pipe, $5.40 per 100 ft. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


Regular No. 1 quality, 1% in. 
traces, $70 per set; No. 2 quality, 
1% in. traces, $58 per set; No. 3 


quality, $53 per set. 
HARNESS HARDWARE.—Demand is 
receding, although business has been 
exceptionally brisk. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

1 in. japanned buckles, $2.40 per 
gross; No. 200 XC snaps, 1 in., $6.55 
per gross; roller snaps, No. 85, $2.65 
to $3 per doz.; No. 47% XC bits, 
$1.50 per doz. 


HATCHETS.—Only a mild movement 
is registering. Retail stocks are re- 
ported full. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Size 2 extra quality broad hatch- 


ets, $16.70 per dozen; competitive 
forged shingle hatchets, $6.5¢ per 
doz. 
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| HINGES.—A normal flow of business 
|is going out to the rural territories. 
| Recent price advances continue in 
| effect. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Heavy strap hinges in’ bundles, 

4 in., $1.05; 5 in., $1.38; 6 in., $1.76; 
8S in., $2.80; 10 in., $4.52 per doz. pair; 


extra heavy _T hinges, in bundles, 
4 in., $1.45; 5 in., $1.77; 6 in., $2.10; 
8 in., $3.20. 


| HORSE COLLARS.—Fill-in orders are 

| being booked in satisfactory volume. 

| Prices firm. 

| JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 

CROSSINGS: 

Full grain collar-leather collars, 
average 16% in. draft, $55 per doz. 
LAWN MOWERS.—Demand is hardly 
up to what it was htis time last year. 

| Prices continue unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Hand lawn mowers, $6 to $30 each. 

| MILD STEEL BARS.—Only 

| movement is in evidence. No marked 

building activity. Prices firm. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. MISSOURI RIVER 

CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 





a_ fair 


bands, 3/16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; 
reinforcing bars, $3.40 per cwt.; cold 


rolled round shafting, $4.16 per cwt.; 

cold rolled square bars, $4.66 per cwt. 
NAILS.—Volume is normal and some 
price-cutting has developed, although, 
it is said, not enough to disturb trade 
seriously. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.40 per keg, 
base (see new extras). 

OILS.—Movement is healthy for the 

most part despite the unsettled condi- 

| tion of prices. 

| JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in bbl. lots, $0.89 
per gal.; boiled linseed oil in bbl. lots, 
$0.92 per ga.; raw linseed oil in half- 
bbl. lots, $0.94 per gal.; turpentine in 
bbl. lots, $0.67 per gal.; turpentine in 
half>bbl. lots, $0.72. 

POULTRY NETTING.—Unusually 
heavy demand for the season is almost 
over. This has been one of the best 
poultry-netting years in the history of 
the southwestern trade. Former prices 
hold. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

50-10-5 per 

ROPE.—Spring movement continues to 
hold up in fairly steady volume. No 
new prices out. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality Manila rope, stand- 

ard brands, 24c. per pound, base; No. 
2 Manila, standard brands, 20%c. 
per pound; No. 2 sisal rope, highest 
quality, standard brands, 19c. per 
pound; No. 2 sisal rope, standard 
brands, 14c. to 16%c. per pound. 


SCREWS.—Orders are slow and retail 
stocks appear to be well assorted. 
Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 50-20 per 


cent. 
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cent off head blued 
screws, 45-15 per cent off list; flat 
head brass screws, 45-15 per cent off 
list; round head brass screws, 40-15 
per cent off list. 
SMOOTH WIRE.—Fair volume con- 
tinues to move out, especially to the 
Ozark region. No price changes. 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

$3.25 per cwt., base. 

SOLE LEATHER.—Buying continues 
in hand-to-mouth fashion and prices 
are uppish. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

No. 1 sole leather 
light, No. 2, 80c. 


STEEL SHEETS.—Corrugated sheets 
have most of the call, although general 
volume is holding up well. Jobbers 
continue to quote former prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

28 gage galvanized flat, $5.50 per 
ewt.; 28 gage black flat, $4.75 per 
ewt.; orresee iron, 28 sage gal- 
vanized, $4.6 per square 6 gage 
galvanized Met .. ,» $5.10 per 
square; 28 gage painted corrugated 
$3.40 per square. 


STORAGE BATTERIES.—Demand is 
tapering off as spring merges into 
summer. No new prices out. 


list; round 


strips, 98c.; 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy, 
standard terminal, $9.10 each; 6 v6lt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.35; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $8.05. 


SWEAT PADS.—Most of the seasonal 
trade is probably over, although it was 
unusually heavy while it lasted. No 
new prices out. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


$4.25 per doz.; 


TIRES.—Spring has developed so little 
warm weather that the tire demand 
seems a bit slow. With the approach- 
ing hot months, however, it is expected 
to accelerate. Prices not particularly 
steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, automobile, covered by 
standard warranty, 30 x é% oversize, 
heavy duty cord, s.s., $10.40; 31 x 4, 
$13; 32 x 4, $13.80; 33 x 4, $14.50; 32 x 
4%, $18.75; 33 x 4%, $19. 50; 33 x 5, 
$25.50. Balloon: 29 x 4.40, regular, 
$9.15; 30 x 4.50, $10.19; 30 x 5.25, 
$15.15; 31 x 5.25, $15.65; 31 x 6.00, 
$20.75; 33 x 6.00, $21.80. Trucks: 32 x 
41%, 8 ply, $23.50; 33 x 414, $24.35; 30 


20 in. base. 
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x 5, $28.30; 32 x 6, $37; 36 x 6, 10 ply, 
see. 40; 34 x 7, $65. 05; 40 x 8, 12 ply, 


| TUBES.—Summer being at hand, the 


| 


| 
| 
| 
| 
| 





| trade is looking for a seasonal pick-up. 


Prices none too stable. 


JOBBERS’ oe ap be ee TOR 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3% heavy duty, tan, 
$18 per doz.; gray, $16.20 per doz.; 
31 x 4, tan, $13.80 per % doz.; gray, 
$11.10 per % doz.; 33 x 4, tan, $14.40 
% doz.; gray, $11.70 per % doz.; 33 x 
4, tan, $15 per % doz.; gray, $12.30 
per % doz.; 32 x 4%, tan, $16.80 per 
% doz.; 33 x 4%, tan, $17.40 per % 
z.; 33 x 5, tan, $21.90 per % doz. 
Balloon: 29 x 4.40, heavy duty, gray, 
$21 per doz.; 30 x 5.25, gray, $14.70 
per % doz.; 31 x 6.00, gray, $17.40 per 
% doz.; 33 x 6.00, gray, $19.50 per % 
doz. Special brand tubes: 30 x 3%, 
55 to 70 gage, 2% in. pole, reinforced 
valve base, vulcanized, splice, full 
+ aaa $0.85 each; 29 x 4.40, $1.15 
each. 


WIRE CLOTH.—Fill-in orders are 
coming in freely to the wholesale 
houses. Retail stocks are said to be 
fairly full. Prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
Black, 12 mesh, $1.85 per 100 sq. 
i. galvanized, 12 mesh, $2.05 per 100 
sq. ft.; galvanized, 14 mesh, $2.45 per 
100 sq. ft.; galvanized, 16 mesh, $2.80 
per 100 sq. ft. 


Seasonal Goods Active in Pittsburgh— 
May Reported Good Month 


PITTSBURGH, June 12.—This area has had plenty of rain in the | 


(Pittsburgh office of HARDWARE AGE) 


past fortnight and the rapid growth of grass is reflected in a strong 


demand for lawn mowers. 
screen wire goods. 


Continued strong demand is noted for 
The checkup discloses that May was a good 


month in automobile tires and tubes and dry-cell radio batteries still 


feel the stimulation of the fixing 


details of the Presidential conventions. 


up of sets for the reception of the 
Passing to the staples 


there is the same lack of life that has marked trading for some time. 
The steel industry is slowing down, gradually to be sure, but stead- 
ily. At the same time, the showing both in sales and in production 
is favorable in comparison with this time last year, and it is pretty 
commonly accepted that in output the industry will make a new high 
record for a six months’ period. The steel market ordinarily is 
quiet at this time of the year and there is an additional explanation 
for diminishing orders in the fact that those who hold the purse 
strings are not letting them loosen until after the Presidential nomi- 


nations have been made. 


The coal industry still is depressed, with 


operators waiting and wondering whether they are going to get the 
additional 20c. a ton off the rail rates on lake cargo coal. 
New and higher prices have been announced on one make of win- 


dow ventilators. 


Roofing paper also has been given a price revision. 


Prices otherwise are stationary. Collections still are somewhat 


slow. 





AUTOMOBILE TIRES AND TUBES. 
—Results for May were a little better 
than it was believed they would be 
while the month was passing. Sales 
still are steady enough, but buying 
lacks the confidence it would have with 
more certainty as to prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B, PITTSBURGH: 


Mansfield Tires. — High pressure, 
cord, 30 x 8% in., clincher, $6.10 
each; same extra size, $8.30; 31 x 4 
in., $13; 32 x 4 in., $13.80; 33 x 4 in., 
$14.50; 32 x 4% in., $20.20; 33 x 5 in., 
$25.50; balloon, 29 x 4.40 in, $9.16; 
30 x 5 in., $13; 31 x 5 in., $18.55; 30 x 
5.25 in., 20 in. rim, $15.18; 21 in. rim, 








| 





$15.65; 30 x 5.57 in., $20.85; 30 x 6 in., 
$20.40; 32 x 6 _. 20 in. rim, $21.10; 
21 in. rim, $21.8 


Tubes.—High eenene. tan, 30 x 
3% in., clincher, $1.60 each; ‘31 x 4 
_ $2.40; 32 x 4 in., $2.50; = 4 


in., $3; 34 x 4% in., " 

$3. 75: gray tubes sell 15c. to 50c. less; 

balloon gray, 29 4.40 in., $1.85; 

30 x 5 in., $2.25; as & ke. $2.30; 30 

x 5.25 in., "20 in. rim, $2.55; 91 in. rim, 

$2.65; 30 x 5.77 in., $3.10; 32 x 6 in., 

$3.10; 33 x 6 in., 
BATTERIES.—Business is slow except 
for some temporary stimulation given 
by the fixing up of battery sets for 
the re¢eption of the Presidential con- 
vention reports. “ 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 


Broken Unit 
Packages Packages 
No. $2. $2.33 
No. .33 
No. 1.72 
No. 2.80 
No. 1.14 
No. .39 
No. -97 
No. 1.30 
No. 1.30 
No. 92 





767 2.06 z 
No. 6 dry —, ignition type unit 
packages, 32%c. each. 


Flashlights.—-No. 935, ae each; 
950, 9%4c.; No. 790, ae ai No. 
708, 28c.; No. 750, 18%4c.: No. 761, 25c. 


“ atdot Shot.—No. 1461, $1.67; No. 1661, 


BOLTS, NUTS AND RIVETS.—Mak- 
ers are expected to reaffirm present 
prices on third quarter contracts. Cur- 
rent business is only moderately active, 
but, as has been true for some time, 
prices are perfectly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 
Bolts.—All styles except stove and 
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tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 50 and 10 per 
cent off list. 
Nuts.—All styles, 
list. 
Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 
BOTTLES, CAPS AND CAPPERS.— 
These items have begun to move, but 
in a rather moderate way since weath- 
er has not been of the sort that stimu- 
lates the desire for cooling beverages. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 

Bottles.—Crown, 14 oz., $6 per 
gross; 28 02z., =. 40; lightning stopper, 
14 oz., $7.50; 28 0z., 9. 

Caps.—In single gross lots, 18c. per 


60 per cent off 


gross; 10-gross lots, 17c. per gross; 
50-gross lots, 16c. per gross. 
Cappers.—Eveready, $9 per doz.; 


Indestro, $10 per doz. 
BUILDERS’ HARDWARE.—This line 
is fairly active. Locally, there is not 
quite as much house building as there 
was at this time last year. Prices are 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B, PITTSBURGH: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
a4. in. x 3% in., $19; 4 in. x 4 in., 


a ta strap, 6 in., $1.85 
per doz.; $2.95; 10 in., $4.80; 
extra od oT 6 in., $2.30 per doz. ; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 pair; 
4 in., $12.60. 

Hasps.— Hanger, without screws, 
single dozen lots. 3 in., 65c. per doz.; 
4 in., 79c. 6 in., $1.05; safety, 3 in., 
31 G0 per doz.; 4% in., $1.14: 6 in., 


Garage Sets.—Swinging hinges, 10 
in., $3 per set. 


FARM, GARDEN AND LAWN.—Good 
demand is noted for mowers, but hose 
and sprinklers are slow on account of 
excessive rain. Sprays are moving 
moderately well. Tools generally are 
quieter than they have been. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 

Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 41, 
$15.24; spading forks, No. 84, $10.80 
per doz.; No. 72, $14.28; garden rakes, 
No. 014, $5.64 per doz.; No. 512, $8.64; 
No. 514, $9; lawn rakes, No. 124R, 
$5.50 per doz.; field hoes, $6 per doz. 

Barrows. — Garden, No. 81, $3.65 
each; No. 82, $4.75: No. 83, $5; No. 84, 
$7.75: No. 45, $4.50; No. 35, $5. 75; No. 
25, $6.25. 


Trowels.—Garden, No. $1.40 per 
doz.; No. 803, 90c.; No. 369, $2; No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 

Grass Hooks and Shears.—Hooks, 
No. 7, $2.50 per doz.; No. 450, $4; 
German, $3.60; English, $7: Shears, 
No. 360, $3 per doz.; No. 380, $3.60; 
No. 520, $5.50; No. 525, $7; No. 540, $6. 

Shears.—Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, $1.2 
$1.75 each; 9 in., $1.40 to $1.90; 10 
in., $1.60 to $2. 


Pruners. — Tree, water, $1.30 to 
$1.60 each; Division, $2 to $2.10; 
Rockdale, $1.35 to $1.65; McKinney, 
$2.60 to $3.60. 

Hose, Reels and Nozzles.—Garden 
hose in 50-ft. rolls, % in., 9c. per 
ft.; 5% in., 914c.; % in., 11c.; nozzles, 


$3.60 to $6 per doz.; reels, $1 to $4 
each. 

Sprinklers.—Ring, 50c. each; Rain 
King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans. ee we 4 at., 


$6 per doz.: 6 qt., $6.60; 8 qt., $7.50; 
10 qt., $8. 40. 

Lawn Mowers.—12 in., $5 to $8.75; 
14 in., $5.25 to $13; 16 in., $5.75 to 
$13.50; 18 in., $8.50 to $14; 20 in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 


papers, 25c. per Ib.; in 100 Ib. drums, 
15¢e. per Ib.; arsenate of lead. 1 Ib. 
papers, 25c. per Ib.; 100 Ib. drums, 
16c. per Ib. 








SPRING HOUSE SUPPLIES.—The 
bulk of requirements for spring house 
cleaning and repairs appears to have 
been satisfied and demand now is slip- 


ping. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 
Mops.—O-Cedar, 33% per cent off 
list; Cotton, best grade, No. 12, $4.20 
per doz.; No. 20, $6; No. 30, $10; No. 
36, $13.50. Second grade, No. 12, 
$2. et 20, $4.50; No. 30, $6.75; No. 
$8. 


36, 

siete Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20 in., $9.20 

Waxes.—Johnson paste wax, 1 Ib. 
cans, 75c.; 2 Ib. cans, $1.70; 4 Ib. 
cans, $3; 8 lb. cans, $6; Old English, 
1 lb. cans, 85c.; 2 Ib. cans, $1.75; 4 
Ib. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40; Old English, 
pints, 75c.; quarts, $1.40. Dealers’ 
discount, 3344 per cent. 

Sponges. — According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners.— Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per dozen cans; Perfection paint 


cleaner, $3.25 per dozen. 

Step Ladders. — Standard full 
rodded ladders, 28c. per ft.; extra, 
40c. per ft. 


Floor Polishers.—Johnson’s electric, 
$22.12 each net: hand, $3.75 each; 
Old English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 

Bronzes.—Gold or aluminum, No. 
25 at $2 per doz.; No. 40, $3.20, and 
No. 70, $5.50. 

Sanitary Goods.—Desolvo, No. 16, 
$3.75 per doz. in lots of 3 doz. or 
more; less than 3 doz., $4; No. ~ 
$2.15 per doz. in lots ‘of 3 doz. 
more; less than 3 doz., $3.25. Kloset 
Klean, $2 per doz.; Saniflush, $2.25 
per doz. ; Presto pipe opener, ’$2 per 
doz.; tile and porcelain cleaner, $1.20 
per doz.; bowl cleaner, $1.85. 

Patching Plaster.—3 lb. cans, $1.80 


per doz.; 6 Ib. cans, $3; 10 Ib. cans, 
$4.20; 15 Ib. cans, $6. 
Plastic Wood.—% Ib. cans, $2.80 


per doz. 


ICE CREAM FREEZERS.—Demand 
has not assumed very large propor- 
tions, but then there has been no sum- 
mer weather. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. PITTSBURGH: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each; and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1 at., 


$3.25 each; 2 qt., $3.90 each; 3 aqt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 


$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 
$5.60 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Blizzard.—1 qt., $4.65 each; 2 at., 
$5.50; 3 qt., $6.50; 4 qt., $8: 6 qt., $ 

at., $13; 10 qt., $17; subject to a 
discount of 55 and 7% per cent. 

Lightning.—1 aqt., = 65 each; 2 qt., 
$5.50; 3 qt., $6.50; 4q $8; 6 at. $10; 
8 at., $13; 10 at., $i7: ib qt., $21; sub- 
ject toa discount of | 55 per cent. 

Auto-Vacuum Freezers. — No. 1, 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
3314 per cent off list. 

Acme Freezers. — Bright, galvan- 
ized, tapered, 2 qt., $8 per doz.; 
same size, enameled, galvanized, $10 
per doz.; 4 qt. size, enameled-galvan- 
ized, $18 per doz., and 1 qt. size, 
Junior enameled, $4.80 per doz. 
These are net prices to dealers. 

Arctic Freezers.—1 qt., $4; 2 
$4.60; 3 qt., $5.55; 4 =< 
a 8 at., $11.10; 10 at., 

$16.65; 15 qt., $23. 30. These are 
fist prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 





PAINTING SUPPLIES.—Rainy weath- 
er has interfered to some extent with 
sales, but this is merely a temporary 
condition and May sales of paint were 
so large that the trade generally is 
cheerful. Prices are little changed. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B,. PITTSBURGH: 
Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(whites and dark greens, l2c. per 
gal. higher); white lead, 13%c. per 
Ib. in 100-Ib. lots; 10 per cent less in 
lots of 500 lb. or more and extra 4 per 
cent less in lots of a ton or more; 
turpentine, 67c. per gallon in barrel 
lots; raw linseed oil, 11.8c. per Ib. in 
barrel lots. 
SCREEN WIRE GOODS.—Demand 
still is active and strong for screen 
wire cloth, screen doors and windows 
and for other woven wire goods. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 
Screen Wire Cloth.— Black, $1.80 
per 100 sq. ft.; opal, $2.10; bronze, 
$5.50. 


Screen Doors.—2 ft. 8 in. x 6 ft. 8 


in., No. 241, $18 per doz.; No. 288, 
$24; No. 457-G12, $22; No. 315-Bl14, 
$42. 

Screen Windows.—Wooden frame, 
extension, 12-33, $3.30 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-38, $5.10, 

Hardware Cloth.—24 in. x 48 in., 
No. 2, $4 per 100 sq. ft.; No. 3, $4.30; 
No. 4, $4.65; No. 6, $5; No. 8, $5.50. 


Poultry Netting.—Galvanized after 
weaving 50 and 10 per cent off list. 
VENTILATORS.—New and higher 
prices have been announced for Con- 

tinental window ventilators. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Continental.—No. 923, $4.05 per doz.; 

No. 937, $4.50; No. 949, $6.10; No. 959. 
$6.75; No. 1537, $5.85; No. 1549, $7.80. 
WIRE PRODUCTS. — Manufacturers 
have opened books for third quarter 
contracts and are continuing second 
quarter prices on nails and plain wire. 
Jobbers still report a good call for 
fence and fencing materials, and a fair- 
ly steady, although not active demand 

for nails, 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 
(Fence Wire 


per 100 Ib.) Annealed Galvanized 


No. 6 to 9 gage...... $3.05 3.50 
| ae” See 3.10 3.55 
| Ee Ge ee 3.15 3.60 
MS Sativa icacnane 3.20 3.70 
ae |. ee Oe 3.30 3.85 
WUE wihabawtaeeciee A 3.40 4.05 
| Ut Serine 4.30 
I ae, Cacasies See 4.45 

Barbed Wire (per 80-rod spool): 
BoPOMME CBLNS: coins cies cacverces $2.97 
S-POIME BOW  ciccccccaccsevsccese O18 
ee et re 3.43 
S-DOME CATO  oocicicicccccsecdvecs 3.17 
2-point cattle (special) ......... 2.25 

Field Woven Wire Fence (per 100 
rods): 

WEES oo cissddiesad ceaweceewases $39.80 
BO wiidiewie seen cakunsweteusawen 55.80 
BEEBE Ocicicenier eee kacdeasandeas 27.70 
We ose ciaescteccnbrccnseaeee 37.00 
EE cai eaee dae beonek@ance 35.80 
SOGT Osos siesewieasceansskaenitens 49.20 
Poultry and Rabbit (No. 14 gage): 
DUO PEE SP acscudesacdeevesdonaaes $36.50 
DIO PEER OL Wah 4:5 6rd Riu bs eee te RAS 44.00 
ROR MEO ec ivieonSotsakenetapers 49.50 

Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 
LS, | een are ORG WE ics cnnce 
6 ft. ....cceceess,50C..eacR. 38e. each 
TAGE peaccouaaveds 65e. each 40c. each 
Pet PE ccosalincckbaaa snes -. 45c. each 
Bright nails, base, per keg, $2.90. 
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Cleveland Jobbers Report May 1928 
Better Than 1927—June Starts Fair 


CLEVELAND, June 


(Cleveland office of HARDWARE AGB) 


12.—_Hardware sales during May showed a 


slight gain over the corresponding month last year according to re- 


ports of Cleveland jobbers. 


Buying by city retailers was not as 


good as a year ago, but loss in that drection was more than over- 


come by an increased demand from country merchants. 


June has 


started out with a fair volume of business sales showing slight 


gain over last month. 


Few price changes are reported. Prepared 


roofing and bird cages, which have been unusually low, due to com- 
petitive conditions that developed some time ago among makers of 


these products, have been advanced. 


A 5 per cent advance has been 


made on malleable and cast iron fittings. 
Collections show a little improvement over recent weeks and are 


fair. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tires are moving in fair 
volume, although retailers are not 
stocking ahead as price reductions are 
looked for a little later. 


JOBBERS’ QUOTATIONS TO RE- | 
TAILERS, F.0.B. CLEVELAND: 


Mansfield Tires, 35 x 3% _ Lib- 
erty Cord, $6.10; heavy duty over- 
size, $8. 30: 32 x 4 Liberty, $11.15: 


he “avy duty, $13. “ balloon tires, 27 x 


4.40, $8.70; 29 x 4.40, $9.15; 30 x 5, 
$13; 32 x 6, heavy duty, $21. 10: 32 x 
6.20, heavy duty, $24.85; tan ‘tubes, 
30 x 31, $1.60; 32 x 4, 2.50; 34 x 4%, 
$3.10; balloon tire tubes, gray, 27 x 
4.40, $1.80; 29 x 4.40, $1.85; 30 x 5, 
$2.25; 32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ ‘stocks, 
f.o.b. Cleveland: Millers Falls, No. 


145 
96c. 


jacks, $3.75. Derf spark plugs, 
each for all sizes in lots of less 
than -50; Champion X spark plugs, 
i5e. each for less than 100, and 4lec. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Sales for fall shipment are 


BINDER TWINE.—The demand 
been less than normal this season be- 
cause of the poor wheat crop. 


less than case lots of one size with 
an extra 10 per cent for full case lots; 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws at 60 per cent off 
list. Bolts with rolled thread, 60 and 
10 per cent off list. Stove bolts, 75 
and 10 per cent off list. Semi- finished 
nuts in bulk, 60 per cent off list: 54 
per cent for packages. 

has 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Standard binder twine f.o.b. Chi- 
cago and North Plymouth, Mass., 
$5.50 per bale; f.o.b. Cleveland, $5.62 
per bale; Competition twine is 37% 
cents lower. 


BIRD CAGES.—A price advance of $3 
per doz. has been made on two of the 
best selling numbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

No. 274, $24 per doz.; No. 275, $30 
per doz. 





light. BUILDERS’ HARDWARE.—This con- 
JOBBERS’ QUOTATIONS TO RE- | tinues to move fairly well. Prices are | 
TAILERS, F.0O.B. CLEVELAND: firm. 
First grade single bitted, rustless, ' 
black finished handled axes, $19.50 JOBBERS’ QUOTATIONS TO RE- 
base per doz.; unhandled, $15.50 per | TAILERS, F.O.B. CLEVELAND: 
doz.; double bitted, handled, $24.50 In case lots, lock sets, $5.25 per doz.; 
per doz.; double bitted, unhandled, heavy strap. hinges, 6 in., $1.45 per 
$20 per doz.; 60c. increases for dozen doz. ; 8 in., $2.38 per doz.; extra heavy 
lots weighing 42 to 48 lb. and similar r hinges, 6 in., $1.73 per doz.; 8 in., 
advance for each 6 Ib. additional $2.80 per doz. : 
weight increase. sutts, — lots, a na 16% cents 
: = per pair; iv in. é/ cents per pair; 
BATTERIES.—There is about the 4 in., 23 cents per pair; for less than 


usual seasonal demand for radio bat- 
teries. 


case lots all sizes are 1 to 2 cents per 

pair higher. Butts with sand blasted 

finish are 4 cents per pair higher. 
Ornamental hinges, standard fin- 


JOBBERS’ QUOTATIONS TO RE- ish, $1 per doz.; nickel finish, $1.25 
TAILERS, F.O.B. CLEVELAND: ish, $1 per doz.; nickel finish, $1.25 

B and C radio batteries. > don. . ii ; 

Init 3roken DOr 0s. 

” on Pac +r? s a CORRUGATED ROOFIN G.—This 
No. 7660000000'130 "149 ‘| item at present is quite active. 
No. 772.....+----+-++-- 1.92 2.06 JOBBERS’ QUOTATIONS TO RE- 
No. 485 bbe Se his-e weds oi 2.33 2.53 TAILERS, F.0O.B. CLEVELAND: 
NO. 770......6.0.0+-0+ 2.80 3.00 28-gage corrugated roofing at $4.01 
ee 3.33 A 3.58 for 14 in., and $3.97 for 2% in. per 
_Dry cell, A_ batteries, No. 7111, square, f.o.b. Pittsburgh, for ten 
dts . standard packages; 40c. in squares or more. 

»sroken lots; Columbia igniter dry cell 
batteries, 32%c. in standard en GAME TRAPS.—Few orders are as 
ages, 36c. in broken lots. yet being taken for fall shipment. 


BOLTS AND NUTS.—Orders are good 
and prices are firm. Manufacturers an- 
nounce that their present prices will 
be reestablished for the third quarter. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Jobbers quote f.o.b. Cleveland for 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 
Victor traps, No. 0, $1.10 per doz.; 


No. 1, $1.38 per doz.; No. 1%, $2. 44 
per doz.; Oneida jump, No. 0, 1.59 
per doz.; No. 1, $1.83 per doz.; No. 
1%, $2.81 per doz. 


FITTINGS.—Manufacturers have made 


| 
| 





a price advance of 5 per cent on cast 
Jobbers 


iron and malleable fittings. 
will make similar advances shortly. 


GLASS BAKING WARE.—This 


moving quite well, the demand having 


increased recently. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Casseroles.—ltound or oval, 1 qt., 
; 1% at., $1.17; 2 qt., $1.33; square 
$1.17; casseroles with fancy covers, 
35e. higher. 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 
in., 67c. 
Bread Pans.—No. 212, 60c.; No. 214, 
Utility Dishes.—No. 231, 67c.; No. 
232, ae 
Ph yg my cups, $1.67; 4 cups, $2; 
6 cups, $2. 


10 


HOSE REELS.—These are in fair sea- 


sonal demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

No. 2 Donley Alsteel hose reels at 
$1.60 each. 


HOUSEHOLD CLEANERS.—tThe sea- 
sonal demand for these is holding up 


well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Presto pipe opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 per 
doz.; Presto tile and porcelain clean- 
er, $1.20 per doz.; Presto vegetable 
oil soap, $2.60 per doz.; Presto Met- 
L.-Shyn, $3.60 per doz.; Presto Sil- 
vershyn, $1.80 per doz.; Presto water- 
less cleaner, 2 pt. cans, $5.40 per doz.; 
5 pt. vans, $9 per doz.; Presto win- 
dow cleaner, 6 oz., $3.60 per doz.; 
12 0z., $5.40 per doz.; Presto Lustre 
Furniture Polish, 6 0z., $2.60 per doz.; 


12 oz., $4.32 per doz.; 16 0z., $5.40 per 
doz.; Presto dry cleaner, $3.60 per 


doz. 
Desolvo special pipe cleaner, 10 oz. 


size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 


triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
ease, lots, $2.25 per doz.; case of 2 
doz.” cans, $2.15 per doz.; gross lots, 
$2 per doz, 

Tubola, 12 oz. cans, 
lots, $2.25 per doz.; 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a car- 
ton. $4.50 per doz. 

Hercules boiler liquid, quart cans, 
$2 each. 


less than case 
ease of 2 doz. 


ICE CREAM FREEZERS.—Early buy- 
ing was light, but a fair amount of 


activity has developed. 


JOBBERS’ bay ah A ay TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Or factory with freight allowed to 
destination on 12 or more as follows: 

White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt. $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 aqat., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each: subject to a 55 per cent dis- 
count. 

Blizzard, 2 at., “% 50 each; 4 qt., $8 
each; 6 at., $10 each; 8 qt., $13 each; 
subject to discounts of 55 and 1% 
per cent. 


Reading matter continued on page 82 
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The Remington Weekly Letter 


Accuracy of Kleanbore Ammunition 


It was such a revolutionary achievement to 
produce ammunition that would prevent 
rust in the barrels of rifles and pistols that 
this characteristic of Remington Kleanbore 
Cartridges has naturally attracted the great- 
est interest. However, it is not in this fea- 
ture alone that they excel. I have told 
you in these letters of records that proved 
the astonishing accuracy of Palma Klean- 
bore .22’s. The most recent proof of the 
consistently fine accuracy of the Kleanbore 
Cartridge is to be found in the splendid 
performance of Mr. M. B. Stevens of 
Poughkeepsie, N. Y., who won the Memo- 
rial Small Bore Shoot at Peekskill, N. Y., 
on May 27th, with the high score of 398 
out of 400 at 50 and 100 yards. There 
have been no important matches in which 
center fire cartridges have been used since 
Kleanbore Center Fires were introduced, 
but we know from our own tests, and the 
tests of other manufacturers, on over 450,- 
000 rounds that they are just as remark- 
able for their accuracy and dependability 


20 shots at 50 
yards — target ac- 
tual size — score, 








as for their rust-preventing qualities. You 
ean shoot straighter with Kleanbore Car- 
tridges not only because they keep the rifle 
barrel in better condition but because they 
are actually better cartridges. 


Shooters are beginning to wake up to 
this. We are getting letters right along 
from expert shots who have been experi- 
menting on their own account. Invariably 
their findings corroborate ours, and the 
news is spreading by word of mouth 
throughout the shooting fraternity. Even 
up at Springfield Armory where they are 
testing guns and ammunition daily they 
tell us that they have never seen anything 
like the accuracy that they find in Reming- 
ton Kleanbore Cartridges. 


If you want metallic ammunition busi- 
ness, you want Kleanbore Cartridges, both 
Rim Fire and Center Fire in all the sizes 
used in your locality. 
jobber. 


Order from your 
Don’t submit to substitutions. 


20 shots at 100 
yards—target one- 
half actual size— 


score, 199, 





Targets made by Mr. M. B. Stevens of the Poughkeepsie Rifle Club, winning the John Wallace Gillies 
Memorial Trophy Match at the New York State Rifle Range, Peekskill, New York, on May 27th. 


We have had a number of requests 
for reprints of these Weekly Letters, 
to be distributed to salesmen and 
others. We shall be glad to supply 
any of our customers with copies, ‘ 
e 


upon request. 
President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
Telephone, Bowling Green 3392 
Cutlery, Cash Registers and Service Machines 


25 Broadway, New York City 


Manufacturers of Arms, Ammunition, 
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Acme, 2 qt. in half dozen lots, $8 | $23.45; No. 743, 3 burner, $30; No. ROLLER SKATES.—tThese are quiet. 
per doz.; in broken packages, $8.40 | 744, 4 burner, $38; No. 745, 4 burner, 
per doz. | $40.50; No. 782, 2 Be 40s Na 785, JOBBERS’ mi yg ty be oy Bad RE- 

7 . % No. 783, 3 burner, $33.40; No. 785, TAILERS, F.O.B. VELA : 
LAWN HOSE.—A fair amount of sea 4 burner, $45.10. These prices, sub- Union Hardware Co. line, Nos. 4 
sonal buying has developed recently. ject to a discount, of 33% per cent, and 5, $1. 42 per pair; No. 6, $1.55 per 

are slivery i : stric ; No. 3, children’s, 75c. per pair. 
JOBBERS’ QUOTATIONS TO RE- ire or delivery jo 1e a ral dis isi : pair; 
TAILERS, F.0O.B. CLEVELAND: | PAINTERS’ SUPPLIES. — Painting | ROPE.—This continues in fair demand. 
2-braid molded, uncoupled hose, % 
in., 7% cent per ft.; % in., 8% cents 
per ft.; % in., 9% cents per ft.; 


couple d hose is VA cent per ft. higher. 
NAILS AND WIRE.—The demand is 


only fair. Several manufacturers have 
reaffirmed present prices for the third 
quarter. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 

Nails, factory shipment, car 
$2.65 per keg; less than car 
$2.80 per keg; stock shipment, 
per keg; No. 9 galvanized wire, 
per 100 lb.; No. 9 annealed wire, $2. 85 
per 100 Ib.; polished fence staples, 
$3.30 per 100 lb.; galvanized fence 
staples, $3.55 per 100 Ib. 

3arbed Wire.—Barbed wire, stock 
shipment, Lyman, 4 point, $3.08 per 
80-rod spool. Hog wire, $3.33 per 
80-rod spool. 


OIL AND GASOLINE STOVES.—A 
fairly good seasonal demand has de- 
veloped for both lines. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfection oil stoves, full white 
porcelain enamel with built-in oven, 
Superflex burners, $140; full white 
porcelain enamel with built-in oven, 
double wall burners, $120; japan fin- 
ish stoves, $28.50, $22.50 Fine $17.50. 
Puritan oil stove, ‘full white porcelain 


lots, 


enamel with short drum _ Puritan 
burners, $122; japan finish stoves, 
$28.50, $22.50 and .50 Puritan 


pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas bufners, $128: ener finish 


stoves, $38, $33 and $26.5 Perfec- 
tion ovens, one burner, "52.60; one 
burner glass door, $2.70; and two- 


burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and & per 
cent for ten and more. 


Nesco stoves, 2 burner gasoline 
without high shelf, $23; same, 3 
burner, $28; same, 4 burner, $33; 


4 burner range, $65; 5 burner range, 
$70; high shelves for regular gasoline 
stoves, 2 burner, $5.25; burner, 
$6.50; 4 burner, $8; deales’ discount 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 
$2.50; No. 330, $34.50; No. 324, $39: 
No. 325, $45; No. 328, $72; No. 322 
range, $114. These prices are subject 
to a 33% per cent discount. 

New Process, wick oil cook stoves, 
No. 465, 5 burner, $78; No. 505, 
burner, $81; other models with plain 
gray backshelf: No. 742, 2 burner, 


Bull Dog Garage Door Prop 


A garage door prop that is entirely 
operated with the foot has been placed 
before the trade by Tishken Products, 



































4744 Twelfth Street, Detroit, Mich. The 
Bull Dog prop has no springs, hooks or 
cumbersome parts. It is simple and dura- 
ble, and is entirely foot operated in re- 


| 


| material for exterior work on houses 


| continues in heavy demand. 











JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Turpentine in bbls., 65c. per gal.; 
less than bbl., 70c. per gal. 

Linseed oil in bbls., 92c. per gal.; 
less than bbl., $1.07 per gal. 

White lead in 100-lb. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 14c. per 
Ib.; in 12%4-lb. kegs, 144%4c. per Ib. 
Quantity discounts, 500 lb. to 1 ton, 
10 per cent. One ton or more, 10 per 
cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 


per qt. 
POULTRY NETTING AND WIRE 
CLOTH.—Jobbers are getting consider- 
able business in fill-in orders for wire 
cloth. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
12-mesh black wire cloth, $1.75 per 
100 sq. ft.; 12-mesh galvanized, $2.10 
per 100 sq. ft.; 14-mesh galvanized, 
$2.50 per 100 sq. ft.; 16-mesh, $2.85 
per 100 sq. ft.; bronze, 14-mesh, $5.35 
per 100 ft. rolls; 50 ft. rolls, 10c. 
additional. Poultry netting, galvan- 
ized after weaving, 50 and 10 to 50, 
10 and 5 per cent off list; galvanized 
before weaving, 50, 10 and 10 to 50, 
10, 10 and 5 per cent off list. 


PREPARED ROOFING.—Competition 
by the manufacturers some time ago 
resulted in sharp concessions in prices, 
but an attempt is being made to get 
these back on a better basis and an 
advance of 30 cents per roll has been 
made. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Popular grades: Light. $1.13 per 
roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll. 


RADIO EQUIPMENT.—There is about 
the usual seasonal demand for tubes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
CX No. 112, $3; CX No. 326, $2.50; 
C No. 327, $5; CX No. 380, $4.50; CX 
No. 371A, 
ge 


$3. 
Philco 6- 180. volt, socket 


366 a7: AB- 623, $33; 4-volt, AB-463. 
$27; AB-423, $30; 6-volt A socket 
power units, A-603, $16.60; B socket 
units, B-86, $21: B- 603, 306. 50; Philco 
trickle charge TC-60, 


leasing and raising the rod in position, due 
to a clever foot pedal. 

All that is needed to lower the rod to 
the ground is to press on the small foot 
pedal. When the rod is raised to a ver- 
tical position against the door, it auto- 
matically locks itself in position until 
again used. It has been rust-proofed and 
will hold on cement, gravel, etc., against 
a strong wind. 


A Copper Steel Coal Door 


A sturdy and attractive copper steel 
coal door is now being manufactured by 
The Youngstown Pressed Steel Co., War- 
ren, Ohio. It is a sturdy product and 
offers many advantages to the home owner. 

The frame of the YPS coal door is of 
one piece, deep-drawn, heavy copper steel 
tank plate. The bottom of the apron is 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 21% 
cents per Ib. for factory shipment 
and 22 cents per lb. for stock ship- 
ment; sisal rope, 16 cents per lb. for 
factory shipment and 16% cents for 
shipment from stock. 

SCREEN DOORS AND WINDOWS.— 
Early orders were rather light, but a 
fair amount of business is coming in at 
present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Continental line, No. *" doors, 2.8 


tt =x £6. 2. 4 per doz.; 2.10 x 6.10, 
. per doz.; No. 315 G- 12, 2.8 x 6.8 
, $31.65 per doz.; 2.10 x 6.10, $32.65 


Der doz.; windows, "No. 1233, $3.15 per 
Oz. 5 No 1833, $4.15 per doz.; No. 
2933; $4. 90 per doz. 
SHEETS.—Galvanized sheets are mov- 
ing well. 
JOBBERS’ QUOTATIONS | bs 4 RE- 
TAILERS, F.O.B. 
24-gage amen coe ay $4. 45 
per 100 lb 


SPRAYERS.—There is not much ac- 
tivity in these. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
1 pt., tin sprayers, $3.15 per dozen; 
1 qt., tin, 0 per doz.; 1 qt., gal- 
vanized, $4.25 per doz.; 1 qt., mason 
jar, $5 per doz.; 1 qt., continuous, 
$6.50 per doz.; No. 327%, Little Giant, 
$3.10 per doz.; 4 qt., compressed air, 
$4 per dozen. 


WEATHERSTRIPPING.— Quite a 
little business is being taken for fall 
shipment. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Home Comfort weatherstripping in 
cartons and in 500-ft. reels with reel, 
3% cents per ft.; Airseal, 500-ft. 
spools, 2 cents per ft. 


WOOD SCREWS.—Orders 
and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Flat head bright screws, 60 per 
cent off list; round ~head, blued, 50 
per cent off list; flat head, japanned, 
40 and 5 per cent off list; round head, 
nickel on steel, 274% and 10 per cent 
off list; flat head, brass, 50 per cent 
off Mst; round head, brass, 40 and 10 
per cent off list. 


are fair 


made extra heavy, to withstand the shocks 
of coal delivery. Hinges, which are said 
to be unbreakable, are standard equipment 
and are so constructed that they hold 
the door up against the building when 





open. The lock of the YPS coal door 
is strong and has a heavy spring, insuring 
positive locking. Chain can be attached 
to the lock if so desired. 
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That’s what you deliver when you sell or install the R-W 
door hardware described on this page. 


These hangers and track are carefully engineered to insure 
that doors—the most important part of any building—will 
always give satisfactory service. 
















No. 721 hanger with No. 35 track. A 
flexible joint hanger with steel wheels 
and roller bearings. Both lateral and 
vertical adjustments are provided. The 
apron is hinged and adjustable to door 
thickness. 


Heavy 14 gauge steel is used for the self 
cleaning track. The new patented lock- 
joint center bracket and blind end 
bracket keep track in perfect alignment 
and clear at all times. Finished in baked 
black enamel or galvanized. 














R-W No. 


used with No. 35 track. 

















R-W No. 423 x 36 


Send for complete catalogue 


ichards-Wilcox Mfs.(0. 


New York: - - AURORA, ILLINOIS, U. S. A. + +  * Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 





The storm-proof track is 14 gauge 
cleaning type. A wide apron and blind 
ends insure against ‘the ravages of 
weather and birds. Furnished in gal- 
vanized or baked enamel finish. 


Lifetime -Troublefree~ Service! 





721 2 35 


No. 423 hanger with No. 36 track. This 
hangar is of the same high grade con- 
struction and embodies the same fea- 
tures as No. 721. It differs only in the 
method of vertical adjustment which is 
easily accessible and the hanger can be 


self 





Better dealers everywhere feature the R-W line of door hardware—the largest and most complete made. 
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Everybody’s Business 


(Continued from page 49) 


spiring fear. He would no more resort to the threat 
of an empty dinner pail than he would to the old practice 
of posting a placard saying, “If Jones is elected presi- 
dent, this factory closes.” 

Nor has business become filled with maudlin senti- 
ment. It is less than ever a kid-glove affair. We are 
more prone than in the past to let the corks float and 
the rocks sink. The rule of efficiency has supplanted 
the rule of inheritance. Few executives today are will- 
ing to sacrifice the confidence and respect of their asso- 
ciates by trying to put square sons into round jobs. 

And as for the earnest discussions about the so-called 
“New Competition,” there is much wisdom in the 
observation that, “The man who talks most about com- 
petition is usually the one who is neglecting what he 
can do most efficiently in order to buck what another man 
can do better.”” What we do know is that an urgent 
necessity has arisen for everyone to study developments 
and problems in other industries. The smartest man- 
ager cannot know much about his own business today 
if he knows only his own business. The new competi- 
tion is the problem of all industry, not merely any one 
line. 

The consequences of failing to get in step with the 
times are meted out with severity to the large business as 
well as the small ; to the monopoly as well as the competi- 
live enterprise; to the company manufacturing a basic 
product as well as the concern dealing in a luxury. Now 
with “inter-commodity” competition, retailers, whole- 
salers and manufacturers are all competing with each 
other. Thousands of products are used alternately. The 
huying of a new motor car may reduce a householder’s 
purchase from the butcher and the baker. And as for 
installment selling, it is industry’s new way of securing 
a mortgage on next month’s income. 

I met the president of a big manufacturing concern 
the other day and he told me about a rival company 
offering to fill a $40,000 order on a contract that called 
for only 5 per cent cash and six years to pay the 
balance. Is it any wonder that management is finding 
the need for efficiency greater today than ever before? 
‘acts appearing on the front page of the morning paper 
may indicate the urgency for a quick revision of policy 
and perspective. 

Each new trend must either be challenged or one’s 
business changed to meet the new conditions. Fewer 
rooms for each family may mean a reduction in the per 
capita sales of building supplies and household furnish- 
ings. If folks show a decided preference for seeing 
stories on the screen, they will not purchase so many 
hooks and magazines. If they get their amusement at 
home by listening to radio programs, the theaters will 
suffer. If foreign travel increases greatly, or people 
decide to spend their vacations motoring, the railroads 
and resort hotels must feel the effects. 

Each new idea must now be matched by another that 
is fresher and more attractive. No longer is it possible 
to bask in the glory of yesterday’s achievements. The 
world forgets quickly. Even a well-earned prestige may 
practically disappear overnight. The growing popu- 
larity of the “color appeal” caused America’s great paint 





industry to start out at once “finding surfaces to beau- 
tify,” instead of merely “finding surfaces to save.” 

The use of color to increase sales even caused one 
railroad to paint its trains in an attractive color com- 
bination. A leading silk manufacturer has developed a 
scheme that permits his company to detect the coming 
of a color vogue at the very beginning of the movement. 
Sometimes trends become fads and are so over-empha- 
sized that they turn into sales boomerangs. 

Management is shouldered with the responsibility of 
discerning the truth at the earliest moment. Is the artist 
a permanent co-worker with the engineer? Will delicacy 
of design continue to walk hand in hand with the ele- 
ment of quality? Is the tinted bathroom something 
more than a passing fancy? How far must a company 
go in subordinating its carefully developed educational 
program to a sales policy that proposes to satisfy the 
craze for “‘Karnak Green,” ‘Colette Blue,’ and “Gala- 
had Grey”? 

With one eye turned to a multitude of problems of 
this kind, the modern manager must keep his other eye 
directed to numberless ways and means to effect econo- 
mies. Little leaks, in the aggregate, often turn figures 
from black to red. Losses may result from a failure 
to audit freight bills, not getting rid of dead stock and 
damaged goods promptly, not employing part-time clerks 
in busy seasons, not using expensive window space effec- 
tively, tying up cash in slow-pay accounts, being “out” 
of an article that is in common use, and using main- 
floor shelf room for warehousing purposes. It is little 
things of this kind that tell the true story of how a 
business is run. 

Careless managers waste millions of dollars on fake 
advertising schemes. Other millions are carelessly handed 
over to fictitious charities. The U. S. Post Office handles 
360,000 pieces of misdirected mail daily. This means 
that often mailing lists are not revised for years and 
letters’or circulars costing 4rom three to ten cents apiece 
are sent to people who have moved or died. Many busy 
bosses affix signatures that no living person can decipher. 

Improper illumination may cost a company thousands 
of dollars annually. So simple an error as having a 
bright light directly in the field of view may decrease a 
worker’s visual efficiency as much as 30 per cent. A 
recent survey disclosed that 18 per cent of all accidents 
in factories and offices are caused by poor illumination. 
Dollars can be saved by lighting up the dark corners 
that have so far escaped consideration. 

Even the matter of industrial noise is now recognized 
as a factor in reducing efficiency. Noise brings the 
heaviest losses where employees are doing mental work. 
As one has said, “Noise today is on every employer’s 
payroll, notwithstanding that most of it can be removed.” 

It is the practice of actually using facts that dis- 
tinguishes the successful manager from the one who is 
a mere collector of data. Hope disappears in business 
when the boss insists on following the same trail day 
after day. An executive can be exceedingly busy and 
yet fail to produce results. It is not how soon a fellow 
starts that counts, but how quickly he arrives. 
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No Other Cross-Cul Saws 
te Lik es 











We 



















Quick turnover of stock, more Cross-Cut Saw 
sales and more profit are what you get when you 
concentrate your sales effort on high grade saws like 





Ht 
i SIM” DS Crescent - Ground 
x Cross-Cut Saws 
Md They are the fastest selling cross-cut saws in the world. 
it Their popularity is due mainly to their wonderful edge- ait 
rf holding quality and ability to withstand wear. Crescent- i 
ie Grinding, an exclusive Simonds method, makes them ; 


smooth and easy cutting without binding in the kerf. 


Get our selling proposition and dealers’ discounts. 


Ask your jobber 
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SIMONDS 


SAW ano STEEL COMPANY 
Established 1832 Fitchburg, Mass. 











Patriotic Windows Do Not Include 
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(Continued from page 48) 


vantage. You should install patriotic trims at least 
a week before the holiday, so as to get the full benefit of 
popular interest in it. Be sure to change the display as 
soon as the day is past, because nothing loses its appeal 
so quickly as a display that is out of date. 


Window No. 1 


Material needed: 1 fold decorated crepe paper, narrow 
red, white and blue stripe design. 
1 fold red crepe paper. 
3 folds white. 
4 folds national blue. 

Place 1 fold decorated crepe paper in 
center of background with tubes of 
white on both sides. 

2. Add drapes on background made from 

2 folds of white tubed with red. 

3. Place fringe on glass cut from 2 folds 

of blue. 

. Cover base with 2 folds of blue. 

Tubes and rosettes around window white 
and red, respectively. 


Window No. 2 


Material needed: 1 fold decorated crepe paper, eagle 
and sunburst design. 
3 folds red crepe paper. 
1 fold white. 
5 folds national blue. 
Place diamond pattern cut from red 
crepe paper in center of background. 
2. Next, two 10-in. panels cut from national 
blue, crushed on broomstick and tubed 
with red. 


Directions: 1. 


~ 


un > 


Directions: 1. 





In a window display with decorations of this kind the merchan- 
dise gets a chance to be seen, and the patriotic atmosphere is 
there. 





3. Drapes on background made from red 
tubed with white. 

4. Tubes around window blue, with rosettes 
red. 

5. Base covered with national blue. 

6. Drapes from base to side of window na- 
tional blue tubed with red. 

7. Add eagles cut from the decorated crepe 
paper. 


What the Southeastern Retailers Think About the 


Number of Salesmen! 


(Continued from paga 45) 


through mail order houses, without any salesmen what- 
ever and without any cost for selling expenses, that the 
system of selling through the jobber to the retailer 
and finally to the consumer is one loaded down with a 
heavy burden of expense. Then if this expense is 
increased by the shifting of orders and cancellations, 
is it not surprising that the retailer does not see that he 
himself is pulling down and destroying the system by 
which he lives? In other words, isn’t it high time that 
the jobber, the jobber’s salesman and the retail mer- 
chant should fully appreciate that each one in his turn 
should do his part to reduce the cost of this method 
of distribution? 
= 


If this cost is reduced, then the system may continue 
profitably to all concerned. If this cost is not reduced, 
if great care is not taken to reduce it by eliminating 
useless and inefficient salesmen, by increasing the size 
of orders as far as possible, by the concentration of 
accounts, then the economic law of business will itself 
eliminate a system that is top-heavy with expense. 





e 


The writer was very much interested recently in ~ 
reading the conclusion of the Hardware Council, com- 
posed of manufacturers, jobbers and retailers, in con- 
sidering the problem of selling costs. Every branch of 
trade should read what the Hardware Dealers Council 
have to say on this important subject. You should also 
read the addresses on this subject at the Southern Job- 
bers Convention at Biloxi. On all sides, from the very 
best minds and from those who have the greatest experi- 
ence in the trade—in manufacturing, in jobbing and in 
retailing—there is a protest in no uncertain words 
against the foolish waste that is taking place in over- 
selling. Manufacturers’ salesmen’s trips that were form- 
erly sixty days are now being cut down to thirty days. 
Jobbers’ salesmen, who formerly covered their terri- 
tories in thirty days, are now visiting all their trade 
in two weeks. 

Retail merchants, in order to be nice to the boys, and 
at least have a little order for them, are cutting down 
the size of their orders by one-half or one-fourth. All 
of this is lovely, until we begin to figure out the cost of 
doing this business. 

















. -Harpwarr AGE for JUNE 14, 1928 








The New - TP- TOP}. 


QUINTET 
Chromium Plated Case — Krack-Proof Krystals 


Lic. Ingraham Pat.-14458 


Engraved Case — _ Silver Dials 





Engraved Back 
Tip-Top Quintet 
14 Size, Chromium Plated Case, 
Engraved Back, Bezel and Ring. 
Consumer’s Price ..... $2.00 Stem Wind, Stem Set. Silver Consumer's Price ..... $2.50 
i Py ree 1.32 Dial, Krack-Proof Krystals. TEAER PUCE ccc cece 1.66 





Raised Numerals 





Tip-Top Wrist 










Tip-Top Wrist 
6 Size, Nickel Plated Case, 
Silver Dial, Krack-Proof Krys- 


Silver Dial tal. Detachable Strap of gen- Silver Radium 
Consumer's Price ..... $3.50 uine pigskin. Note—the angle Consumer's Price ..... $4.00 
SOM CPOE 0.08 sec sce 2.29 at which dial is set. Trade Price .......... 2.62 





TIP-TOP 


OCTAGON POCKET 
WATCH 


14 Size, Nickel Plated Case. Depend- 

able Movement, Silver Dial, Krack- 

Proof Krystal, Cubist Numerals, Stem 
Wind, Stem Set. 





Silver Dial 


Consumer’s Price .....$1.50 Consumer's Price ..... 82.2 
SWORE PUIG. boc sac cous 1.00 Trade Price ....ccse. BG 


THE NEW HAVEN CLOCK CO., U.S.A. 
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Omen it 
Satisfied Users 























HE fact that over 15,000 Electric Sprayits are 
giving satisfactory service daily in dozens of 
fields where spraying is a part of the day’s work 

indicates what a market there is for this tool. No 

painter, shop man, plumber, garage man, gardener 
but represents a prospective customer. -As a dealer 
you must recognize wh:at a profitable proposition this 
makes for you. Its merits sell it. To show it is to 
make the sale. Order now—or write for dealer lists. 


THE ELECTRIC SPRAYIT CO., Inc. 
320 Colfax Ave., East 
South Bend, Ind. 


+3420 
complete 


No accessories to buy—no 
installation costs—plugs in 
at any ordinary light socket 
—sprays any liquid prepa- 
ration of proper consistency 
from lacquers to whitewash 
—also dry powders. 


















THE ELECTRIC SPRAYIT CO., INC, 
820 Coliax Ave., East, South Bend, Ind. 
Send me...... Electric Sprayits at $34.50 each, f.o.b. South Bend. 


Aliso fui iniorn.a.ion on your dealer proposition, 








Oe ee ee Pere err ey eee Pee eee eee oS ee 








H.A. 6-14-25 


Address 




















The Age of Stadiums 


(Continued from page 59) 


military training by treaties, to develop the youth of the 
country through athletics and the results that are being 
accomplished. “Sports,” the President said, “unifies our 
nation and we expect thus to reduce our mortality rate.” 
In appealing for a better local development in the 
way of use of parks and vacant lots for organized sport, 
| the speaker told of recently watching a football game 
| on a lot in his home community and that he noted a 
| dozen footballs being kicked about in the edge of the 
crowd. This, he said, indicated why those who supply 
| sporting goods should be interested in a movement to 
popularize organized sports. 
He illustrated the need of organized leadership by 
another incident. He watched a hundred or more young 
| people skating on a pond formed on part of a large 
vacant lot. In one corner he saw a bit of ice barely five 
feet long and two feet wide and five little boys taking 
turns trying to skate on it. There was no other place for 
them. Organized leadership, he said, would have caused 
the entire lot-to have been flooded and there would be 
ample room for all skaters and many children and 
suppliers of skates and accessories would have benefitted. 
Mr. Westbrooke, as a basis of action, reported an 
outline of a proposed movement, working down to the 
enlistment of dealers as leaders or to provide leaders for 
their own communities. And if this plan works out, 
any hardware dealer is likely to be called as leader for 
his community. 





Arcade’s Toy Ford Trucks 


Arcade Mfg. Co., Freeport, IIl., is offering to the trade a line 
of toy Ford trucks, of which two are illustrated. 

The new cast-iron stake body Ford truck, No. 206, is par- 
ticularly adapted to carrying a large quantity of small blocks 
or toy animals. It is neat in appearance, light in weight, and 
furnished in assorted colors. 
The truck measures 7% in. 
long, 3 in. wide, and is 
equipped with nickel-plated 
tires. 







The Ford wrecker, No. 215, is a No. 1 Ford express truck 
with a crane securely fastened to it with a single bolt. This 
can be removed very easily. It is easy for children to lift 
small miniature toys with this hoisting apparatus. The wrecker 
is 11 in. long, 234 in. wide, and is furnished with a red body 


and green crane. 


























Four Ages of Toys 
(Continued from page 58) 
Ten to Fourteen 


As the age increases Bill’s mother knows that the 
selection of playthings to entertain and instruct her 
young family grows more complicated. After several 
years of common tastes, the individualistic taste again 
asserts itself. Bill’s oldest brother, Tom, is more of a 
problem for the mother does not want to send him out 
to find his own amusement. He is just getting inter- 
ested in books and has much time on his hands. His 
cousin, Mabel, lives nearby and Bill’s mother shares 
that problem with Mabel’s mother. They often discuss 
it. Tom and Mabel have little in common but Mabel is 
more interested in odd jobs in the household and in 
caring for the smaller children, which to an extent 
offsets the fewer things that can be bought for her en- 
tertainment. Bill’s mother submits this list for Tom 
and Mabel’s mother the shorter list for Mabel: 


Tom Mabel 


a 


Automobile (1 passenger) 

Baseball equipment 

Boxing gloves 

Boats: 
Electrical 
Mechanical 
Steam 

Electric supplies: 
Dry cells 
Rheostats 
Storage batteries 
Transformers 


Erector (advanced sets) 
Motion-picture machines 
Motion-picture films 
Skates 
Trains: 

Electrical 

Mechanical 


Art Goods 
Beadwork 
Camera 
Doll accessories : 
Doll patterns, materials 
Embroidery 


Games 
Golf clubs (first) 
Miniature stove 
Paint boxes 
Puzzles 
Paper dolls 
Sewing sets 
Sewing books 
Sewing machine 
Skates: 

Ice 

Roller 
Temis racket 
Typewriter 


‘Play-Maid Line of Doll Beds 


The Harvey Mfg. Co., Columbus, Ohio, is offering to 
the trade an attractive line of doll beds and bassinets, 











MARTHA LOU 





SUZANNE 






me jane 











marketed under the name 
eral of the most popular items in the line are fllustrated. 
The complete line is strongly constructed, atiractively 
finished, and are exact reproductions of full-size furni- 


ture. 


“The Play-Maid Line.” 


Sev- 
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EREDY 
PRODUCTS 
Sell on Sight 


Are you taking advantage of the ready sales and big 
profits that roll in by simply displaying and featuring 
Everedy Products? Are you letting your customers 
know that you are the Dealer to whom we are constantly 
referring in our National Advertising ? 

Every month this National Sales Help reaches Millions 
of Homes, hundreds of them right in your neighborhood, 
and directs customers to your store. Display Everedy 
Products. Sell ONE to every Customer. ONE of 
each. Make THREE to FOUR Profits—Quickly ! 


Sell ONE 


The fast seller be- 

cause it does fast 

work and in the 

best way. Cuts 

two operations down to 
one. Floats on the liq- 
uid, syphons and filters 
at the same time. Home 
beverage makers buy it, 
like it, recommend it. 

Consists of Metallic Float, Filter- 
Cloth Dise, Stretcher Ring and 
Hose Clamp. (Hose not included) 
—Complete in handsome display 
carton. Price $1.00 





PRICE 


$100 
EVEREDY 


S | | O N E. wh Ne: a8 
No. 400 

a ™ ie 

Popular because it caps right. Every 


bottle sealed securely and evenly. The 


: : EVEREDY 
never-stretch post guarantees that. 

Equipped with new, double, spring- 

handle lift, automatic spring-handle CAPPER 
stop, extra-large, rubber-padded base, No. 101-S 
large handle. Caps perfectly all bot- 

tles up to one qui sie e steel. Heavi- PRICE 


Now 


Sell ON E 
se ELS 


ly nickeled. 


IL si 





The complete and improved 
set that for popularity 












No spilling. No waste. Quic kly } 
easily adjusted to fit any size vessel l 
or crock, All metal parts heavily 


nickeled. Complete with stand, strainer 
bag and filter bag in individual and 
attractive display carton. $1.25. 


Sell fee 


Another leader! EVEREDY 
machine for heavy duty. The only STRAINER SET 
heavy-duty capper with double, spring- No. 300 

handle lift. Double posted and double 

geared. treater leverage. Double, 

never-stretch posts positively assure > 

even and tight capping. Practically ° FT 
indestructible. All steel. Heavily > a EVEREDY 
nickeled. Caps 12 oz. to full quart. 3 Bt: 

Price $2.00 ; 7] Double Duty 


Prices slightly higher in 


Far West and Canada, CAPPER 
Write for Catalog No. 222 
PRICE 


Y 
THE Fredenck, Maryiand,  <liby.y $2c0 


All EVEREDY Products are Nationally Advertised and 
are Endorsed by Millions of Users as the Standard 
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The Merchant’s Best Seller 


Back of every best seller 
there is always a reason. 


The reason why 


SHERMAN 


Wrought Brass 
HOSE COUPLINGS 


are the best selling hose 
couplings is because they 
are absolutely leakproof 
and their deep corruga- 
tions on the tail piece 
prevent them from pull- 
ing out of the hose. 








Furnished as standard equip- 
ment by manufacturers of fac- 
tory coupled garden hose. 


Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 














S7 years Wud 
from now-! 


if they are still using nuts and 
bolts there will be the same con- 
stant demand for COES 
WRENCHES. 

Right now—after our first 87 
years—they are very much in 
demand. 

Have vou a complete stock in all 
seven sizes (6” to 21”)—and in 
both wood and steel handles? 


If not—any good jobber can supply 
you with “COES”! 





COES WRENCH CO. 
“In Business Since 1841” 
Worcester Mass. 


SELLING AGENTS 
ie, Se CE OER. b ecccessnce 253 Broadway, New York 


JOHN H. GRAHAM & CO...113 Chambers Street, New York 
Also 61 Shoe Lane, London, E. C., England 


FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 























Much Joy and Profit from 
Playthings 
(Continued from page 61) 


l‘ortunately there is a remedy for most of these griev- 
ances. It seems that when many retailers went into the 
playthings business they thought they were pioneering. 
Also they thought that—like staple hardware—buying 
was of major importance—that is, price buying. 

These merchants had not realized the extent to which 
the hardware jobber has ventured into playthings as a 
part of his stock in trade. They had not noted the in- 
creased number of pages given to this merchandise in 
his catalog and perhaps they had not even been aware 
that many jobbers are publishing special toy and sporting 
goods catalogs. 

It is the hardware jobber that we present as the solu- 
tion of most of the retailer’s problems in playthings. 
We have attended’ several “toy fairs” in hardware job- 
bing establishments. We have seen these displays and 
have had explanations of how the hardware jobber op- 
erates. Also we know that the manager of a toy depart- 
ment for a hardware jobber knows more about the 
troubles and problems of the retailer than the retailer 
himself. We have seen tables carefully worked out as 
to the relation of toy business to a hardware store doing 
« certain volume of business for the first Christmas and 
subsequent Christmas seasons. 

Quite a number of the jobbers make up assortments 
which will cost the merchant $200 or $400 and are so 
selected as to include all ages of children and also 
adults—for every merchant must know that some things 
that come in toy classifications appeal to adults. 

We have heard a sporting goods manager in the job- 
bing house ask a merchant: 

“How many golf players in your neighborhood? How 
many belong to the club? How long has your neigh- 
lhorhood been playing golf?” 

All of these questions have a material bearing on the 
stock to be put in at the beginning of the season and also 
for gift sale at Christmas. 

Jobbers often make special table, case and window 
displays from their merchandise assortments to guide the 
merchant in his appeal to the public. They have the 
dealer helps, electros for the newspaper advertisements 
and other things of that sgrt. A good toy manager can 
judge from the prices of other merchandise the retailer 
sells what his trade will stand for in plaything prices. 
The jobber’s manager often understands these things 
better than the individual retailer, as he has had oppor- 
tunity to make comparisons with many stores. His ad- 
vice is helpful. 

Also the jobber has the year round interest of the re- 
tailer in mind. He does not want to sell to the retailer 
merely for the money involved in toy purchases. He 
wants to sell to the retailer so that the retailer will make 
money, attract new trade to his store, and thus become 
a better all-line customer. 

Last year illustrates a point. Most jobbers and many 
dealers—especially those buying direct—had made their 
purchases before it became evident that Lindbergh’s flight 
was making the airplane the feature of the playthings 
market for the fall and Christmas season. The jobbers, 
by virtue of taking big orders, were able to get minia- 
ture airplanes which they placed with their customers. 
The average dealer who buys direct could not place a 
large enough order to get this merchandise. Besides, as 
he was well stocked, he did not want to add much. 

Also, when it comes to the last few days before Christ- 
mas it is an unusual dealer who does not find “outs” 




















that he wishes to fill. If he is buying direct from fac- 
tory there are many delays. If he is buying from his 
regular jobber, he gets instant attention. As a rule, the 
hardware jobber is doing very little business in staples 
between Thanksgiving and Christmas and he is in posi- 
tion to quickly handle emergency orders. 

Almost any jobbing stock will supply the variety 
needed for a retailer. Because of the nature of toy 
manufacturing, the jobber has made his purchases from 
scores and perhaps hundreds of manufacturers. There 
is little attempt in the toy trade for individual makers 
to manufacture a complete line. A manufacturer often 
comes into the market with a single item. The jobber, 
during his visit to the toy fair in New York, Chicago 
or Los Angeles, will assemble a stock from these manu- 
facturers. 


H. E. Reeve Wins Kiddies by Giving 


Them Fireworks 


ELLING and cheering, more than 400 kids stood 

for two hours outside of H. E. Reeve’s hardware 
store in Torrance, Cal., waiting to receive the promised 
free fireworks. While they waited they cheered the 
store, yelled for the popular owner, “Hardware” Reeve 
and each one went away with a treasured piece of fire- 
works. 





Was it worth the $13.75 which Mr. Reeve expended? 
Well, what would you be willing to pay in order to have 
more than 400 prospective customers so enthusiastic for 
you and your business? A week or two before the 
Fourth of July “Hardware” Reeve had some handbills 
printed, announcing that on a certain day he would give 
the children of the locality free fireworks. That job 
cost. him $4. Then he hired a boy to distribute these 
circulars to the children as they started home from 
school. He paid the boy 50 cents. Several days prior 
to the event the main topic of conversation in, the school 
yard and playground was the coming “fireworks party.” 

On the day of the affair the children came a full two 
hours before the scheduled time to be sure to get their 
allotment. By 2.30 p. m. there was a yelling, cheering 
and singing crowd in front of the store. The distribu- 
tion began at 4.30 p.m. The children were formed in 
two lines, let into the store, where each received a large 
size noise-maker. These cost Mr. Reeve $8.75. 

“Hardware” Reeve feels adequately repaid on the 
invested in winning the good will of many youngsters. 
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The X-tra 








Makes them 


Xtra TOUGH 


The Indiana Rolling Mill Co. — rrave 
New Castle Indiana x 


Division of . 
Galesburg Coulter-Dise Co. MARK 
Galesburg, Illinois 





r Bring You 














Larger Profits 


EFORE you stock up 
B with Fire Guards or 
Fenders, investigate 
the MEYCO line. Our ex- 
ceptional facilities for quan- 
tity production enable us to offer you QUALITY guards 
that pay you exceptional profits. * 
The new MISSION FIRE GUARD shown here is the 
latest addition to the MEYCO line. Strong, handsome, 
massive in appearance. 


Locks at Any Angle 

Finished in black. Lines up well with wrought iron fix 
tures. Harmonizes especially well with Spanish type of 
decoration. This fender will fit any fireplace opening, 
up to 36”. The folding wings will lock at any angle. 
Can be folded up and put out of the way in Summer. 
Occupies but little space when folded. If you sell fire- 
place equipment, you’ll want some of these, as well as 
other MEYCO fire guards. 


Ask Your Jobber 


Your jobber can supply you with the Mission and more 
than a score of other styles in MEYCO Fire Guards. 
All grades from the least expensive to the finest that 
can be made. We are Fire Guard specialists. 


Complete catalog mailed on request 


THE FRED J. MEYERS MFG. CO. 
HAMILTON, OHIO, U. S. A. 
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LIBERTY ut RTY Ad- 
All-Metal Fly Screen foable, A Moral 


Fly Screens in your 

ie ® Jt J own store windows. 

They will keep out 

pests, and serve as a 

valuable display to 

attract new custom- 

ers. Retail at: Galv. 

Wire, 85c to $1.50; 

Bronze Wire, $1.25 to 
$2.00. 

















Buy from 
Your Jobber 








1140 B’way, 
nN. Y.-C. 








; nit 








SWEDISH 
CIRCULAR CUT FILES 


made in Sweden—are fully guaranteed 
These files are produced from 
the finest Swedish charcoal 
steel. They are reliable and 
worthy of the utmost 
confidence owing to 
their sharpness, 
endurance, and 
uniformity of 
temper. 














——. _— 
= Round 
astard 


} ooth 
Cireular Cut 


We carry a full line of files, 
chisels and pliers. 


Write for catalogue. 


SCANDINAVIAN WESTERN IMPORTING ~- + Ltd. 
107-109 Lafayette St., New York, N. 
Minneapolis, Minn. 304 Railway Exchange Bidg., Seattie, Wash. } Can. 











EVEREADY 





MAZDA 


AUTOMOBILE LAMPS 


They bear the two best-known names in the illumination field. 
NATIONAL CARBON CO., INC. 

New York Chicago San Francisco 

Atlanta Kansas City 
Unit of Union Carbide ‘and Carbon Corporation 














They tell, 


you sell.. 





Over the teacups, across the bridge tables, or after 
church—listen to the buzz of conversation and realize 
anew the tremendous impression Vollrath Ware in 
Colors is making. Do you sell it? If not, write for 
full information. THE VOLLRATH COMPANY, 
Established 1874, Sheboygan, Wisconsin. 














Lionel Corp. Offers Permanent Train Display 


Lionel Corp., 15 East Twenty-sixth Street, New York City, 
has announced a new train display made of wood and finished 
to represent structural steel. It offers a method of demon- 
strating and showing the Lionel line in a limited space, as the 
complete structure can be placed on the top of any counter 
or display fixture. 

It is equipped with layouts of “O” gage and “Lionel Stand- 
ard” track on the lower level, upon which Lionel trains can 
be displayed and operated. The upper level is provided with 
a “Lionel Standard” track layout, on which a large train may 
be kept in continuous operation. 

















Elevated steps on the platform permit the displaying of a 


variety of trains and illuminated accessories. Shelves on the 
sides provide means for displaying a complete assortment of cars 
and other accessories. Two side wings or panels are also pro- 
vided, to which various track accessories, such as switches, 
crossings, bumpers, and track, can be affixed. 

The display piece is completely wired, and includes four snap 
switches to control the operation of trains and _ illumination 
of lamp posts and other accessories. The track layouts include 
special insulated track, to which Lionel automatic accessories 
may be attached. It is shipped knocked down, and can be 
assembled in a very short time. 


Dimensions: Length, 9 ft.; width, 4%4 ft.; height, 5%4 ft. 





' The New Savage Arms Play Rifle 


Savage Arms Corp., Utica, N. Y., recently placed before the 
trade the new Savage Play Rifle, which shcots a fiber ball, 
propelled by a spring. The rifle is a fifteen-shot repeater, made 
especially for boys too young to use a real gun. A pump action 
propels the small, light-weight pellets. Sufficient force is devel- 
oped for practical purposes, but not enough to injure a child 
or break window glass. Additional safety is provided by means 
of a lock trigger, which makes it impossible to accidentally shoot 
the gun. It requires two hands to shoot the play rifle: one 
to release the safety lock and the other to pull the trigger. 
This added safety feature will be appreciated by parents. 





In all outward appearances this Savage Play Rifle is a real 
gun, but it is designed for indcor use. Weight, 2 Ib.; length 
over all, 31% in. 

The company is also manufacturing a new type of shot- 
retaining target, to be used with the Play Rifle. 
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Wasting YourTime 
and Your Patience 


Nothing makes a man much 
madder than to try to start a 
screw which has broken or de- 
fective threads—it just can’t be 
done no matter how much you 
cuss about it! 


You will save much time and 
patience by using American 
Screws. With these you are as- 
sured of true-running threads and 
tough steel bodies. 


Send for our booklet “Wood Screws” 
and read why American Screws are 
different from just plain screws. 

















pot IN The 
3 ie VY 
m yh a 
VY = 
rT 
%), « 
WoOoD MACHINE 
SCREWS SCREWS 
STOVE TIRE 
BOLTS BOLTS 


PROVIDENCE RUSS: 


Western Depot: 225 West Randolph S:., Chicago, Ill. 


‘Put It Together With Screws 7 


Y3 


Notice how these 
selling points can 
build volume for 
you!—boost profit. 
New 4-way adjust- 


Closes Screen Doors 
Quickly, Silently and 
Keeps Them Closed! — — = 


tween doors, with or without jamb or casing. More uses: 
For screens, light inside doors; for bathroom, basement, 
enclosed porch, etc. Can be changed in winter to storm 
doors. Homes, apartments, business buildings—all can use 
ROSE screen door checks. Meyer of Omaha boosted his 


screen door check business 500% last year 

by concentrating on the ROSE. Perfect ORDER STOCK 
satisfaction, big, quick turnover does it. AND DEMON.- 
ROSE is non-breakable. 
Ample checking power. 
Gold lacquer finish. 


Wrought steel STRATOR 
114 x FROM YOUR 
JOBBER 


brackets. 
9” barrel. 





New SUCCESSFUL ROSE 
Selling Plan CLOSES MORE 
CHECK SALES, more easily, 
than ever experienced, say 
Dealers. 








Install a suse Sereen 
Door Check on the 
front door of your 
tore, so your cus- 
toners must use 


“Biggest screen door check business in 
our history,” say dealers who have tried 
the ROSE plan. A plan that puts your 
screen door to working for you.: Sales 
come easy and fast. Profits from ROSE 
Checks forge ahead amazingly. To use 
this plan just follow the five steps as here 
outlined. Study pictures and text. Then 
start it making money for you. Wr'te 
us for the cards and details. 


Frank Rose Mfg. Co., Hastings, Neb. 





P Customer 

. reads card 
Customers inquire ab Rose 
Rose Check upon er own door as 
tering store Tell and securely 
them of its feature for sale is 


the sale 
Handy € 
demonstrator (free with 
dozen order of checks) 
Shows Rose i 1 
action. 


Close 
Rose 


wens door, 
Thinks of 
Check closing his 
silently 
Opening 
now made 


counte 


Have Us Send You ROSE cue and Cards for This Plan, 
now! 
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Dixon’s Silica Graphite Paint 
Used for All Maintenance 
After Gruelling Tests 


Structural work—iron and steel—in a giant train shed such as 
this, is very much “between the devil and the deep blue sea.” 
For, on the outside, it is exposed to the elements and extremes 
of weather conditions, and on the inside it is being subjected 
hourly to the attacks of steam, cinders, smoke, corrosive gases, 
and fumes which hundreds of locomotives are belching forth. 


Not many industrial plants have a worse set of atmospheric and 
operating conditions from which to protect their iron, steel and 
wooden structures. 


The Boston Terminal Company tried out a good many so-called 
protective paints. They found only one that would stand up 
for years under their extreme conditions—Dixon’s Silica 
Graphite Paint. Naturally, Dixon’s has become the standing 
specification for all maintenance work around this great terminal. 


Dixon’s Silica-Graphite Paint and Red Lead Graphite Primer 
have consistently demonstrated their superiority for the pro- 
tection of all outdoor structures, (both wood and steel) and for 
many indoor purposes. These paints are impervious to moisture 
and strongly resistent to heat and chemical corrosion. They 
positively will not crack or “dry out.” Made in one quality 
only,—Dixon’s—the best—supplied in 6 colors, also Red Lead 
Graphite Primer, and Aluminum Graphite. 


DIXON’S grarnire PAINT 


Adequate Protection at Minimum Ultimate Cost 


Get the full story of Dixon’s Silica-Graphite 
Paint by sending for Booklet No. B-40 today. 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City XK New Jersey 


Established 1827 





| 


| 





Heavy Duty 


Sell The TRIMO 
Monkey Wrench 


Show your customers how 
the leverage increases with 
the size of the nut—because 
the movable jaw moves out, 
away from—instead of 
towards the handle. 


Show them the handy nut 
‘guards and carefully round- 
ed threads. 


Show them these TRIMO 
qualities and then ring up 
another TRIMO sale. 


When Your Customers Want A 
Pipe Wrench, Sell Them A 


TRIMO 


TRIMONT MEG. CO., Inc. 
Roxbury (Boston) Mass. 
































HARDWARE AGE for JUNE 14, 1928 











Make Money 


in Europe this Summer 


COME TO THE LEIPZIG 
TRADE FAIR, AUGUST 26 


1770 American buyers visited 
the last trade exposition at 
Leipzig, Germany. They found 
new ideas, and new _ business- 
building merchandise. They 
made money. They made friends. 
They had a good time. 


More of them are coming for 
the Fall showing—August 26th 
to September Ist. They will find 
a greater list of profitable pur- 
chases than ever before. They 
will see the wares of over 10,000 


exhibitors from 21 countries. 
In your line there will be more 
than 1000 exhibitors. 


Plan now to come. Let us help 
you make your trip abroad more 
profitable and pleasurable. Let 
us tell you about special travel 
rates, air transportation, free 
visa, and special accommoda- 
tions. 

Write us right away. Leipzig 
Trade Fair, Inc., 11 West 42nd 
Street, New York. 


LEIPZIG 
TRADE 
FAIR 


For 700 Years —the Market Place of Europe 
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Like a Good Soldier 


A good nail keeps its head erect, stands 
straight and drives straight. It knows its 
duty and does it. The difference between 
an American Steel & Wire Company’s 
nail and an ordinary nail is comparable 
to that between a West Point Cadet and 
an ordinary recruit. 

The primary valueof a nailisin the quality 
of thesteel andin the perfectdrawing ofthe 
wire,thenin theshaping of the head and the 
cutting of the point. Note the clean, sharp 
point, the firm set head showing ample 
metal, the well-punched barbing and the ac- 


curate gauge on American super-quality nails. 
Test their superior strength under actual usage, 





ABAD A GOOD 
NAIL Nal 





Itisreal economy for your customersto buy super- 
quality nails as an insurance against ruining 
good material. Every keg is packed full weight 
. « » One Hundred Pounds, net, in each keg, 


American Steel & Wire Co. 


SALES OFFICES 


CHIC _ - 208 So. La Salle Street SALT LAKE CITY - Walker Bank Bldg. 
AND Rockefeller Building NEW YORK - - 30 Church 
DETROIT - - Foot of First Street BOSTON - - - - = Statler ‘Bldg. 
CINCINNATI - Union Trust Building PITTSBURGH - + - Frick Bldg. 
MINNEAPOLIS—ST. PAUL PHILADELPHIA. - Widener Building 
Merchants Nat'l Bank Bldg., St. Paul ATLANTA - - 101 Marietta Street 
LOUIS - + 506 Olive Street WORCESTER - 94 Grove Street 
KANSAS CITY - 417 Grand Avenue BALTIMORE - 32 So. Charles St. 
OKLAHOMA CITY BUFFALO 670 licott Street 
First Natl. Bank Bldg. WILKES- BARRE - Miners Bank Bldg. 
BIRMINGHAM -_ Brown-Marx Bldg. *SAN FRANCISCO Russ Bldg. 
MEMPHIS "LOS ANGEL i 2087 B Slauson Ave. 
Union and Planters Bank Bldg. *PORTLAND - - h & Alder Sts. 
DALLAS - - Praetorian Building *SEATTLE - 4th Ave. ~~ % & Conn. Sts. 
DENVER _ -_ First National Bank Bidg *I'nited States Steel Products Co 








Get the Right 


Line 


to sell 


with the aid of the 
CLASSIFIED SECTION 


Hardware Age 


239 W. 39th Street, New York City 
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Lock No. 04810—1% in. dia. 


Yi i | 4 " 
Lock No. 04811—1% in. dia. | The builder who is 
| 
| 








Curious persons can be denied access with a 10 cent 
padlock, but to prevent robbery, a lock with secure 


construction must be used. proud of his houses 
The locks here shown will provide the maximum pro- 
tection against picking, breaking or forcing, and will 
be readily accepted by your customers, if their merits 


are explained. 
Selling quality products inspires the confidence of the uses G R I F F I N 


customer, and brings satisfaction and increased profit 
to you. 





We will gladly tell you more about these or others of 


our long line of Padlocks, if you will write us. | Butts and Hinges 











The Eagle Quality Line 
Night Latches Cabinet Locks 


Trunk Locks Store Door Sets 
Front Door Sets ~ Padlocks 
aes RUF F l 
Eagle Lock Co. 


General Sales Office Manufactunng Coa 


yen 26 Warren St., New York rnin E RJ E. P E N N S Y LVA N IA 
vanch Offices. 


New York, 45 Warren St 


Branches: 

521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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Wrought NGC 5” x 5/16” Shelf 
Brass No. 3759 Crystal No. 3760 Opal Lengths 18, 24 
Brackets and 30 Inches 


Made to Give Permanent Satisfaction 


rynace Crystal and Opal Glass Shelves for The Opal Shelves are polished on the 


bath rooms are made to give permanent upper surface and the edges are also per- 
satisfaction. No stock is complete with- fectly beveled. 

out them. 

Good quality glass is always used and These shelves come in both plain and 
the strong Brass Brackets are highly combination patterns, the latter being 
polished and heavily nickel-plated—they equipped with Tumbler Holders, Towel 
cannot rust. Bars, Soap Dishes, etc., as desired. 


The Crystal Shelves (as illustrated) are . 
nicely polished on both sides with All metal parts are of Solid Brass. Send 


smoothly beveled edges presenting a for latest Catalog. It describes our com- 
very neat appearance. plete line of Bath Room Fixtures. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 
New York, 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 

















Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 


Obviously different dealers have different ideas about 
how Toys should be sold. 


Harpware AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 
what others are doing. 


And when one dealer in a small town can And while Toy trade may come to him who waits, 
originate a “scheme” that sells $500 worth of Toys the dealer who goes after it will get it first without 
in a single week it simply shews what can be done waiting. 


when one really tries. 


Hardware Age, 239 West 39th Street, New York City 
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comebacks 


_except.. 
to reorder 


—and Genuine Armstrong 
Stocks and Dies have been on 
the market for over fifty-three 
years. In all this time Genuine 
Armstrong quality has never 
been questioned nor has the 
leadership been threatened. 
The Genuine Armstrong Dies 
are suitable for all piping re- 


quirements. 






ING 
DIES 


S AN 


for Iron, Steel and BRASS Pipe 


ST 


Order from your Jobber 


The ARMSTRONG MFG. CO, 


BRIDGEPORI 


CONNECTICUT 


The General Export Offices and the New York Sales Offices have 
moved to larger quarters, ideally located at 27 CLEVELAND PLACE, 
NEW YORK CITY. 





3 Snappy New Items 
For Live Wire Dealers 


The same features of low cost and attractive de- 
sign that have made Premax the most widely 
used of house numbers are carried out in these 
new Premax specialties. 


The Tuxedo 


A distinctive new Premax number in 
stamped aluminum—black on a white 
enameled ground—that stands out on a 
house like its namesake in a crowd. 


Artistic Wood Panels 
Just the thing to add a touch of individu- 


ality to attractive homes. Two handsome 
styles. Weathered oak finish. Suitable 


for use with any Premax number. 














one 2 Mission Style 
Panel with Hy- 
Caste Numbers. 
Fine for mount- 
ing on post or sus- 
pended over en- 
trance. 




















Made in suitable lengths for holding two, 
three or four numbers of the famous 


DeLuxe or Tuxedo designs. An open 
end permits the individual number to be 
slipped in as desired. 

Ask your Jobber about these new items, or 


mail the coupon below for samples and com- 
plete details. 


Niagara Metal Stamping Corporation 
Dept. HA—6-14-28—Niagara Falls, N. Y. 


Please send samples of [] Numbers, [) Panels, 
(1) Holders together with full information. 


Signed ... 


Firm Name 


Address ... 
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POULTRY NETTING 


Galvanized Before and Galvanized c/fter Weaving? 





4 aibez —hN e.. 
JAN 
“| 4acase anaax 


£/ Casual STEEL WinE CLOTH % 
IncAll Grades 








__ Look for the tag, carrying our name, at the end of every roll! 


om 1 he Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Olden Woven Wire Factory 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn Chicege Kenene City - 





pl 


Small 
Articles 
on Top 





Below 


DIVIDENDS 


YOU CAN MAKE ’EM WITH THESE 
DOUBLE-DUTY SALES TABLES 


Are you trying to sell 1928 Hardware with 1898 display 
equipment? The hardware merchants who are making 
money have up-to-date sales tables and fixtures. They 
increase sales and save time. Let us help you meet chain 
store competition. 


HELLER 


Business Building Store Fixtures 
Check the items you are interested in, 
W. C. HELLER & CO. 


tear out this ad and mail it today. 
7] New Style Dis- O Pennsylvania 

700 Irrant St., Montpelier, Ohio 
New York Office, 20 Vesey Street, 


play Tables Metal Saw Rack 
5 Nail Counters 0 Display Door 
Wall Cabinets 


O Price Tickets for « 
6-14-28-59A Display Tables Suite 500. 
Write name and address in the margin below. 
ot 6 RET" TT AF Ame 





























WHEN CUSTOMERS 


ATLAS TACKS |, 
€. SMALL NAILS | 


THEY REMEMBER 
WHERE THEY BOUGHT 
THEM ~~~~-~ EVERY 
TIME THEY USE THEM 












ATLAS TACK CORPORATION 


Fairhaven, Mess., and St. Louis, Mo. 








Granite 
Cutters’ 
Tools and 
Supplies 
Complete catalog on request 


TROW & HOLDEN CO. 


Barre, Vermont 














The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 
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No. 231, % In. 





No. 238, 1 In. 





No. 234, 1% In. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to pre- 
vent the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 














COMING! 


The pesky flies and mosquitos 
are coming—so are customers 
coming to your store for the 
well known 














The Plant that Produces 
Hammer & Co.’s 


SPECIALTIES 


Screen Doors and Window Screens 


Back of every Clamp, Lamp and Oiler, etc., Be prepared. Keep 
eae stocked. Continenta 
manufactured by’ us are the facilities and Screen Doors and Window 
: oe ‘ Screens have been the 
experience gained by 63 years in the produc- leading sellers for over 

a < 25 years. 

tion of the highest grade Malleable Iron 
RGEA : : They have backed up 
Specialties. their QUALITY with last- 
ing service and satisfac- 
lers find these Specialti ts 

Hardware dealers find these Specialties un ee ee 
screen cloth. Good work- 


equalled for quality and satisfaction. Send Saas Taare oar thes 


sell and repeat. 
Over 400 Jobbers handle 





for Prices. 









them. Order from your 
Jobber now. 

7 
Continental 


Made in 


MALLEABLE IRON FITTINGS CO. “ 


Patterns 
BRANFORD, CONN. 


Screen Company 
Detroit, Mich. 



















The Season Is Here 
Your women customers will buy ff 
these Freezers in preference to 
any others. Just tell them how 
easily and quickly they can 
make the many delightful ice 
cream and frozen dainties most 
any time and most anywhere 
at a very small cost. 


They take Pp ff little ice and salt and freeze so quickly, it’s really 
no trouble a t all, 

They neal on a reputation established by more than thirty-five 
yous of high class service and they stay sold. This means sure 
profits. 

The Blizzard is simpler in construction and a trifle cheaper, but 
sells as well as either the senening or Gem, and should be carried 
with either style to satisfy the dema 

Better order now. Don’t get cnugit without the goods. Your 
Jobber can supply. 


NORTH BROS. MFG. CO. PHILADELPHIA, PA. 


WHEN 
THEY 
KNOW 
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It saves time and trouble for you and your cus- 
tomer to sell Hercules Steam-distilled Wood Tur- 
pentine in handy cans—5-gallon, 1-gallon and 1- 


quart sizes. 
HERCULES POWDER. COMPANY 
956 Market Street 
Wilmington Delaware 





Where Speed Means Profit 


The Segal Key Cutter cuts all makes of 
flat, cylinder, or paracentric keys AC- 
CURATELY, at the rate of a key a 
minute. That’s why the 


Segal Key Cutter 

pays for itself in a few 
ga months. So sim- 
Ay ple anyone 
La 

can operate 
it. Used 
successfully 
by hundreds 
of hardware 
dealers. Made by— 


Segal Lock & Hardware Co., Inc. 
155-161 Leonard St., New York 


Makers of jimmy-proof locks, latches and padlocks 





Write for 


Literature. 














THE GENERAL GOLF BARROW 


For golf courses, public parks, cemeteries, lawns, 

estates, etc. Wheel rim is 4” wide with rounded 

edges—travels over wet, soft ground without cut- 
ting in. 





Write for descriptive cir- 
cular and price list. 


GENERAL 


Wheelbarrow Company 


3216 East 65th St. 
Cleveland, Ohio 





Satisfied 
Customers 


Profitable 
Sales 


nin 
Chester, Conn. 





Betty Taplin 
Toy Beater and Bowl 


A toy that has a wonderful appeal. 
Made in correct proportions and 
works perfectly. Height 5% in. Sells 
rapidly at all seasons of the year. 


One of Outstanding Toys of 1928. 


Write for particulars. 


The Taplin Mfg. Co. 


New Britain, Conn. 














Belt Punches Arch Punches 
Spring Punches Revolving Punches 
A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools 
The above tools will please your customers, as well as our 


famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog. 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











Instantly popu- 
lar—the fastest, 
universally use- 
ful wrench for 
the motorist. 
Keystone qual- 
ity. List price 
92.00. 





Ne. 555 Keystone See-Kit 


Keystone 
Mfg. Ce. 
- Buffalo, N. Y. 
Sales Agent 
U Surpless, 
Dunn & Ceo., 
New York 
6 Chicago 














Stop i 
We will be glad to help you 


with your sales problems. 


Hardware Age, *8...2i"08" 
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QUICK CASH SALES! 


New! The Perfo-Siphon for Serving Car- 
bonated Beverages! 


Here’s new business for you! Everybody wants 
this gas-tight Perfo-Siphon for use in At 
ginger ale and all carbonated beverages. There 

nothing else like it. Slips on bottle easily with: 
out removing crown cap. Plunger 
pierces crown and when bottle is 
tipped up and used as a siphon the 
beverage remains charged to tine 
last drop. No gas is ever lost. 

Sells on sight for $1. Perfo- 
Siphon comes packed in a_beauti- 
ful four-coior display carton that 
will empty itself in no time. 
Make the most of this quick sell- 
ing novelty—the national advertis- 
ing in Liberty and Judge—by put- 
m, ting a carton on your counter and 
j let it make money for you. Order 
one dozen in display carton (sent 
C.0.D. $7.50 —if not rated) and 
test Perfo- Siphon as a fast seller, 
or send $1 for sample, subject to 
wholesale discount on first order. 


VAUGHAN woe ty MFG. CO. 
3225 Carroll Ave. Chicago, III. 

















The name WITT on Cans and Pails 
assures satisfied customers, repeat 
sales, bigger profits. Sold by leading 
"GEE jobbers everywhere. 
Catalog and prices 
sent on request. 
Write 
The Witt Cornice Co. 
Can Specialists Since 1899 


2114 Winchell St., 
Cincinnati, O. 





“Guaranteed to 
outlast from 3 to 
S ordinary cans.” 














YERS one’ 


es r Did] 
LU » JU 
MODERNIZE STORE METHODS 


To provide adequate storage Se ye for shelf stock—to 
make it and clerks and stock men 
to handle with absolute safety—to , = quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished—any height — easily installed — 
meets most requirements. Circular on request. 


mE FE MYERS & BRO.co. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 

















































From Pig Iron to Package 


We share responsibility with no one—we alone are answerable 
for our products. We mix, mold and anneal the iron; we 
machine, assemble, paint and pack the finished product—and we 
believe this is the reason for the quarter century 

success of A-P garage door hardware, door hangers, 

overhead carriers, fire door hardware, rolling ladders 

and spring hinges. Write for catalog No. 95. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 








HOLD TITE 


CROWN CAPS 
Make 
‘Better Bottling” 


Apex Stamping Company 
Dept. ZW Riverdale. Ill. 





Ask Your Jobber or Write Us for Prices 











MU 





e 
Paine Toggle Bolts 
The only spring type toggle 
on the market 
The wings open instantly 
in any position in hollow 
material. 
Any Style Head 
Any Length bolt 
Standard bolts threaded 
to head 

Requires no guiding 
Just insert—The — spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 
2947 W. Carroll Ave., Chicago, Ill. 


MOU jonni cavacevanensavecocoeroye ep noconennennesnnnnngnntte? 


Mn TT 





vans reansnaaanneN 








COC as 





a iinatintiaygeghineaanphimenaemee 
for every need TREES 


Cambria Fence 8 io. 

Steel Fence Posts ‘Se 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 

and Galvanized 
Nails—Cement-coated, Bright 
Blued and Galvanized 

Wire Rods Staples 

BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


NTT 





HUNT 











Parlor Furnace 


Patented Oldtime Fireside 
‘heer, exclusive Heat Ra- 
diating Fins and a bigger 
National Advertising Cam- 
paign than ever, are mak- 





ing 1928 another Allen 
year. 


Write for details of this live 
proposition. 


Allen Manufacturing Co. 
Nashville, Tenn. 


Prompt shipments from stocks in 16 
centrally located distributing points. 
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Classified Opportunities 








Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Average 10 words to a line 
Allow One Line for Keyed Address 








Discounts for Classified Advertising 
10% off; 8 insertions, 15% 
off 


Oo — ° SiG baswn ccoee 
pportunity Exchange Section Each additional inch. 
Set Solid, Minimum of 5 aun. . . -$3.00 

Each additional line. cee aa 
All Capitals, Minimum of 's ‘ti. . 4.00 ‘ 

Each additional line............ .80 4 insertions, 


Remittance Must Accompany Order 


Samples of merchandise, literature, a etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 


tunities, 239 West 39th St., New 
York City 





Harpwars Aces is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 














BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








T. H. WICKWIRE & CO. 
511 Fifth Ave., New York City 
Sales Representation 


Correspondence solicited from manufacturers who want real sales. 

















Paper, Hard- 


WHOLESALE HOUSE HANDLING WOODENWARE, 
Brick build- 


ware and Miners Supplies, located in Western Pennsylvania. 
ing with railroad siding. Located in excellent business district, opula- 
tion two hundred fifty thousand, only house of the kind in this district. 
Have good reason for selling. Address Box H-984, care of HarDWARE 
Ace, New York. 


FOR SALE—GOOD HARDWARE BUSINESS HANDLING SHELF 
HARDWARE, TOOLS, SPORTING GOODS, PAINTS, ETC. IN 
VENTORY ABOUT $25,000; IN ENTERPRISING TOWN AND 
PROSPEROUS FRUIT AND FARMING SECTION. ILL HEALTH 
IS REASON FOR SELLING. ADDRESS CHASE & BREED, 
(WINCHESTER STORE), MEDINA, N. Y. 








OPPORTUNITY TO ACQUIRE FLOURISHING 
business, located in extreme eastern, central 
splendid farming section, good buildings 
salesroom equipped with Duluth fix- 
can finance it. EVERETT 


EXCEPTIONAL 
hardware and implement 
Indiana, established 25 years, 
with storage capacity of 20 carload, 
tures, a great opening for the man that 
GARDNER, Eaton, Ohio. 





EASTERN MANUFACTURERS’ REPRESENTATIVES HAVING 
CHICAGO OFFICE in good location for Hardware or kindred line wish 
to share office, stockroom space and stock clerk’s time with other manu- 
facturer desiring such facilities. Sales representation in Chicago also 
considered. Address Box H-994, care of Harpware Ace, New York. 


IT WILL PAY YOU to investigate; 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


FOR SALE—HARDWARE STOCK, FIXTURES AND BUILDING, 
established 50 years, in good farming district, 32 miles east of Buffalo. 
Doing good business. Object of sale to settle estate. Price $20,000. 
Address J. M. BRYSON ESTATE, Varysburg, N. Y. Wyoming Co 


DESIRE TO OBTAIN CAPITAL TO PROMOTE MANUFACTURE 
of practical hand saw which can be used as 7 different tools and a new 
carpenters hammer invention. Address Box H-1000, care of HarpwarE 
Ace, New York. 





we offer Financial Aid and Free 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


EVERY APPLICANT INVESTIGATED AND GUARANTBED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 














POSITION WANTED BY RETAIL HARDWARE SALESMAN, 
age 37, married, 7 years’ experience, managed retail store 5 years, 2 years 
mechanics in University, special knowledge of paints, gee reference pres- 
ent employer. Seeking permanent position account family. Save time, 
write direct to CHESTER MONTROSS, 412 East Washington Street, 
Hoopeston, Illinois. 





POSITION WANTED AS MANAGER OR SALESMAN in hardware 
store. Twenty years’ wpereace in general line of hardware. Employed 
in Department Store in Chicago, desirous of getting out of Chicago. Ref- 
—- exchanged. Address Box H-990, care of Harpware Ace, New 

ork. 





SALES ACCOUNTS WANTED 


SITUATION WANTED—-BY THOROUGHLY COMPETENT and 
dependable Salesman—over twenty years experience. Acquainted with 
Hardware, Furniture and Department store trade, also the jobbing trade 
from coast to coast. Reliable references. Prefer territory central and 
mages 4 Y. and Pa. Address Box H-995, care of Harpware AGE, 

ew York. 








EXPORT-SALESMAN, TEN YEARS’ EXPERIENCE calling on 
hardware trade in foreign countries seeking connection with American 
manufacturer to look after interests in foreign markets; speaks English, 
German, French and Scandinavian languages. Address Box H-973, care of 
Harpware Acz, New York. 





POSITIONS WANTED 








EXECUTIVE WITH A BACKGROUND of National mer- 
chandising desires connection with manufacturer—broad 
experience in purchasing, executive sales and general ad- 
ministration, familiar with manufacturing principles and 
jobbers’ problems—twelve years in last connection. Ad- 


dress Box H-992, care of HARDWARE AGE, New York. 











Us 





POSITION WANTED—HARDWARE SALESMAN with large follow- 
ing in New England and New York—20 years’ continuous successful sell- 
ing experience to retail and jobbing trade. At present managing factory 
sales, but would like to make change by July Ist. 40 years old, married. 
Address Box H-977, care of Harpware Ace, New York. 





MANUFACTURERS’ SALES AGENT CALLING ON retail hardware 
stores in Connecticut would like to add a line of tools, kitchen utensils and 
other counter goods. Address Box I-3, care of HArpware Acre, New York. 





SALES REPRESENTATIVES WANTED 











= 
A Side Line—You Have Always Wanted!!! 


Wanted—Salesmen in every State, United States and Canada, —— 
on hardware and sporting goods dealers. You can make $Dollars$ 
with ease on every dealer you call on in less than five minutes 


interview. An item that speaks for itself and Sells right Now. 
mag particulars. Address Box H-935, care of Harpwarp AGE, 
ew York. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 





SALESMAN WANTED, CALLING ON HARDWARE, Implement, 
and Mill Supply houses regularly, to sell, WIRE ROPE, MANILA ROPE, 
BINDER TWINE from Manufacturer’s stock in New York. Must have 
first class references and stand in good repute with his trade. To this 
man a fair commission will be paid promptly. Give your references and 
territory covered in first letter. Address Box H-978, care of HarpWare 
Ace, New York. 





SALESMAN THOROUGHLY EXPERIENCED WITH FOLLOWING 
among retail hardware trade in Manhattan and Bronx, N. Y., to sell com- 
plete line of builder’s shelf hardware and tools for live wire jobber. At- 
tractive prices and excellent service. Address Box H-993, care of Harp- 
WARE AGE, New York. 





EXPERIENCED HARDWARE SALESMEN WITH ESTABLISHED 
trade in and around the Metropolitan district to sell for a progressive New 
York Jobber featuring low prices and quality merchandise. Good oppor- 
tunity for the right man. State whether you own car and full particulars. 
Address Box I-2, care of Harpware AcE, New York. 





SALESMEN WANTED, MUST BE .-EXPERIENCED IN HARD- 
WARE, paint, garage, or drug trade to market high grade polishing wax 
for floors, automobiles and furniture. Can be handled as side line or 
otherwise. Address Box H-999, care of HArpwarE AGE, New York. 





_ HARDWARE SALESMAN WANTED—Experienced man to travel 
in Middle Western States for reliable hardware manufacturer. Address 


giving experience and age, Box H-982, care of HArpwarE AcE, New York. 


SALES REPRESENTATIVES WANTED 


SALESMAN CALLING ON BUTCHER SUPPLY HOUSES wanted 
to sell high grade line of imported meatchoppers and butcher knives. 
When replying state territory covered and references. Commission basis. 
Address Box I-1, care of Harpware Ace, New York. 


SPECIALTY SALESMEN AND MANUFACTURER’S AGENTS 
calling on the hardware and implement trade, etc., can greatly increase 
their commissions with profitable side line. For full particulars, address 
Rox H-996, care of HAarpware AcE, New York. 


A METAL SPECIALTY THAT IS SELLING WELL in the East 
to Hardware dealers and Housefurnishing Departments, Representation 
wanted in Southern and Central West States. Address Box H-998, care of 
HarpwareE AcE, New York 


SALESMEN WITH CAR WANTED TO SELL new and old wiping 
cloths as a side line to hardware trade. Liberal commission paid. lease 
state selling experience and full particulars. Address Box H-997, care of 
HarpWARE AGE, New York. 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Acz, New York City 








Let US Help You Word Your “Want.” ' 











to handle. 





SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? 
Opportunities Section” of this paper and you'll be reasonably sure to find a 


reliable salesman to represent you. 


Give details—insert your ad in the “Classified 











Successful retailers are 
picking the Fireplace 
Radiona—as a leader 
for their heater de- 
partments this fall and 
winter. 











erywhere 


To see the Fireplace Radiona is to realize 
that nothing in the industry compares with 
it—in features, appearance and heating 
ability. 
Write for details of our in- 
teresting dealers proposition. 


ROCK ISLAND STOCK CO. 





The reputation of 
Brown fa SHARPE 


TowvLs 


for Accuracy and Reliability 


finds them a ready market 
wherever metal is used 


BROWN & SHARPE MFG.CO. 
PRovIPENCE RI.US.A 


“world’s RY colzteleha? Mme) Accuracy’ 





Prompt Delivery: 


ROCK ISLAND, ILL. 


Executive Offices: 


Quality Wood Turnings 


Specialists in all kinds of white birch turnings. 
in all colors with enamel paints, stains and lacquers. 


Out new Sa? res ee Eee Cenest, Price Obtainable. b 
Send us samples and sketches for quotations. ; 
NATIONAL WOOD PROCESS 
NEW BEDFORD, MASS. 


We are also expert finisners 





Mill: Farmington, Me. 














Plain or enameled 
in colors 


STRATTON 
HANDLES | 


Far Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








ARMSTRONG BROS. 


Chain Pipe Vises 


Universally known for their lasting qualities 
on stiff jobs. Write for free Catalog show- 
ing the Complete Line of Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisce Ave., Chicago, U.S. A. 
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No allowances will be made for errors or failure to insert. 


NO 


is published as s convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 





Acme Shear 
Addison-Leslie Co. 
Co. 


Alaska Freezer Co...........+. 


ND SR.) in conn cae sesedes 
Allen Manufacturing Co 
Allith-Prouty Co. 
ee Be. GR sv ccscvcvcenta 
Atterfer Troe. Co... .ccccececs 


Aluminum 


Goods Manufactur- 


TEER Ssncheaeeeesereese> 
Products Co 
Wares 
EE Es wccnceeces 
Fork & Hoe Co.... 
Machine Co.... 
Handle 

National 


Aluminum 


Aluminum Association. . 
American 
American 
American Gas 
American 
American National Co........ 
a fe 
American Saw & Mfg. Co..... 
American Screw Co........... 
American Sheet & Tin Plate Co. 
American Steel & Wire Co... 

Telephone & 
Co. 


Thermos 


American 

PE SA. sxesentecessbanee 
American Bottle 

The 
Ames Shovel & Tool Co...... 
Anti-Borax Compound Co...... 
Apex a 
i © rr 


Armstrong Bros. 


Stamping 


Armstrong Mfg. 
Armstrong Mfg. 
Arrow Electric 
Atkins & Co., E. 
Oe. rs 
Atomister Corp., The.......... 


B 


Babcock Co., The, W. W 
Bastett: BS. Ue... 6. cccccsces 
Bassick Co. 
Beardsley & Wolcott 
Beh & Co., 
Beisser Key Machine Co...... 
Semis & Call Co. 
Berger Co., L. 

Berghman Co., B 
Mfg. 


Mfg. 


Svea. wksass vce 


Bergman Tool 
Bernz. Co., 
Berry Bros., 
Bethlehem Steel Co........... 
Billings & Spencer Co......... 
Birtman Electric Co. ........ 
Bissell Carpet Sweeper Co..... 
Blair Mfg. Co. 
Blaisdell Pencil Co. 
Bommer Spring Hinge Co.... 


Bornside, 





H. 
Bosley Co., D. 
Bowen Products Co. 
Dink Mite: Ge; 1. S......065 
Brainerd Mfg. Co. .......... 
Bridgeport Screw Co. 
Bright Star Battery Co....... 
Brown & Sharpe Mfg. 
Brush-Nu Co. 
Buckeye Alum. Co. .......... — 
Buffalo Wire Works Co., Inc.. — 
Burnley Battery & Mfg. Co... — 
Burns Mfg. Co. 


Caldwell Bite, Go. ccccsccccess oe 


Casboremiiom Ce. ..cccscece0s = 


eS a eee - 
Century Electric Co. .......... 
Chain 


Challenge 


Premade Ge. sins icssce 
Refrigerator Co. ... — 
Chamberlain-Haber Chemical Co. — 
Cheney & Sons, BS. .2....0000 — 
Chevrolet Motor Co. .......... -- 
Chicago Flexible Shaft Co. ... — 
Chicago Roller Skate Co....... -- 
Chicago Spring Hinge Co...... = 
te ae — 
Clayton & Lambert Mfg. Co..... 
Clenisou Bros., Inc. 
Cleveland Stone Co., 
Cleveland Wire 
Coates Clipper & Mfg. Co..... 
Co. 


Spring Co.... 
Coes Wrench 
Coldwell Lawn Mower 
Colonial Works 
Columbia Tire & Rubber Co... 
Columbian Rope Co. 


Congoleum-Nairn, Inc. ....... = 
Consolidated Electric Lamp Co. — 
Continental Screen Co. 
Cook Company, H. C. ........ 
Copper-Clad Malleable 

ER. Sed Radede cd ote sebidses 
Corbin, P. & F. 
Corbin Cabinet Lock Co. 


Corbin Screw Corp........... 100 


Range 
15 


22 


Corcoran Mfg. Co. 
Cordley & Hayes 
Crescent Tool Co. 
Crown Cork & Seal 


Cyclone Fence Co. 


Ei), saan 9 


D 


Day-Fan Elec. Co. 
Dazey Churn & Mfg. Co...... 109 
De Jur Products Co. 
De Laval Separator Co. ....... 
Detroit Door Check Co. 
Detroit Torch & Mfg. Co..... 


' 





Detroit White Lead Works.... — 
Devoe & Raynolds Co., Inc..... 
RN TU. 59 bad sSie assess see 7 
Diamond Calk & Horseshoe Co.. 
Dierks Lumber & Coal Co..... 
Dietz Co., R. E. 
See Uy AK, 14-6 deo oe eo ea ee'e 
Co. 


Disston & Sons, Inc., 


Display ‘Material Co. ........ 
Henry.. 5 
Dixon Crucible Co., Joseph..... 
Domes of Silence, Inc......... 108 
Refrig. Co..... — 
Mfg. Co., The 
Re ee aearae 
Duluth Show Case Co. 


de 


Domestic Elec. 


Donley 


Dupont Nemours & Co., 


Eagle Lock Co. 
Eagle-Picher Lead Co. ....... — 
Eastern Tool & Mfg. Co...... 
Eclipse Machine Co. 


Economy Plumber Co. ........ -- 
Edison Lamp Works of Gen- 
eral Electric Co. 
Ee are 101 
Electric Sprayit Co., Inc....... 88 


Empire Tire & Rubber Co..... 
10 
89 


Evansville Tool Works 
Everedy Co., The 


F 


F. & N. Lawn Mower Co., The 
Fairbanks, Morse & Co. ...... -- 
Fansteel Products Co., Inc. 
Fate-Root-Heath Co. 


laultless Caster Co. 


Vederal Enameling and Stamp- 

ing Co. 
Washboard Co., 
Fitzgerald Mfg. Co. ......... -- 
Folsom Arms Co., H. & D... 
Fort Wayne Eng. & Mfg. Co.. 
Foster Bolt & Nut Co. 
Pee BEE. MOR. secon se nase — 
French Battery Co. 


Federal 


G 


Geier Co., P. A., The 
Gendron Wheel Co. 
General Fireproofing Co. 


General Weatherstrip Co. ..... 
General Wheelbarrow Co. 
Geneva Mfg. Co. 
Gilbert & Bennett Mfg. 
Gillette Safety Razor Co. 


Gold Medal Camp Furn. 
Co. 


Gold Seal Elec. Prods. Co..... 
Goodell-Pratt Co. 
Housekeeping 


Goodrich Rubber 
The 


Graef & Schmidt, Inc. 
Graff-Underwood Co. 
Grand Rapids Hardware Co.... 


Good Housekeeping .......... 
im, £.. ¥., 


Green-Case, Inc. 
Greenfield Tap & Die Corp..... — 
Greenlee Tool Co. 
Griffin Mfg. Co. 

Griswold Mfg. Co. 
CV Semer Cb. 6 sccscciavs.s 


H 


Hamilton Metal Prods. Co., The 
Harrington Cutlery Co. 
ter OO Ws. oe cei cies 
Hercules Chemical Co. 


Hercules Powder Co. 
a ee -- 
Jartlett & Co. 


Herschel 
Hibbard, Spencer, 
Hoeft & Co. 
Holtaintis Miy. Co... 208.50 -- 
Hoover Co. 


Hoppe, Inc., Frank A......... 
Horton Mfg. Co. 
Hotel Gibson 
Huenfeld Co., E. 
Hunter Arms Co. 
Hunt, Helm, Ferris & Co....... 
Hurley Machine Co. .......... 


Hygrade Lamp Co. 


I 


Imperial Bit & Snap Co. 
Independent Lock Co. 
Indiana Rolling Mill Co. 
Indiana Steel & Wire Co. ..... 
Ingersoll Watch Co. 


International Silver 


Co. 


International Toy Corp........ 
(National Wood Process) 


Irwin Auger Bit Co. 
Eee S00. Gk sees seks caves 
Ives Manufacturing Co. 


Iwan Brothers 


Jennings Mfg. Co., Russell.... 102 
Johnson Arms & Cycle Works, 


Iver 28 


Kelly Axe & Tool Co. 
Keuffel & Esser Co. 
Keystone Mfg. Co. 
Kilborn & Bishop Co. 
Kimball Bros. Co. 
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RITE Hardware 


Wherever you see a home or building equipped 
with RITE Hardware—there you will find cus- 
tomer satisfaction—the kind of satisfaction that 
invariably means repeat patronage. To Sell RITE 
Hardware is to sell hardware of surpassing qual- 
ity, distinction and beauty that wiil reflect credit 
on your store down through the years. May we 
send you a copy of our new catalog? 


A 


AMERICA’S Mfg. Corp. 
LEADING 1646 No. Spring St. 
JOBBERS Los Angeles 











Ne 


Manufactured by 
Rite Hardware & 


Jpoteryay 


THE MODERN CONUTERTOP 


ADJUSTABLE - FLEXIBLE - INTERCHANGEABLE 











This cut shows howit is possible to make bins any desired size 


Make Bins to Fit Your Merchandise—Instantly 

A. Shows a 4 inch section of dividers. The sections extending 
across the full width of the table, are made flexible by a special 
tempered steel spring. Glass partitions can be inserted every inch 
if desired. A.B. and C. are 4 inch sections combined to make a 
12 inch section. D.and E. are 6 inch sections combined to make 
a 12 inch section. F. and G. are 8 inch sections combined to 
make a 16 inch section. 
Any size bin is possible from a 1’’x 4’’ bin up to the size of the 
entire top of the table—the operation is simple, just remove the 
glass divisions, place between prongs of the special spreader and 
insert glass into another location. 


SAVE TIME, SPACE AND MONEY 
Send for Sample Section 


Give us the width and length of your tables, inside of rim measurement, also 
width of Bins preferred—4, 6 or 8 inches and we will gladly furnish you a free 
sample section with estimate of cost, also descriptive booklet. 


If your merchandise or glass jobber can not supply you—Write direct 


Better Way Counter Dividers 
Manufactured by 


STILLWATER MFG. CO. 


STILLWATER, MINN. 

























No Order Necessary 


You are not 
obliged to place 
an order for 
Domes of Silence, 
nor add to your 
present stock to 
secure one of our 
beautiful Steel 
Display Cabinets. 
Your Jobber will 
send you a— 





VIEW: 
Showing 
arrange- 
ment of 
m™ Packages 





cabinet FREE. Place it where customers will 
see it and watch it make sales. Note its con- 
venience—each size of the various DOMES 
always in plain sight where customers as well 
as your clerks can readily find the size wanted. 


If your Jobber cannot supply you—write us 
direct. ; 
We also make all grades of Stiting Costes. Pin 


Slides, Felt Slides, Upholstery Nails, Celluloid 
Thumb Tacks, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street, New York City 











Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 








THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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DAZEY Electric Churns embody every 


feature of a perfect buttermaker 





CLUTCH FOR STARTING } 

AND STOPPING CHURN) } 

WITHOUT STOPPING 
THE MOTOR. 





The extension of Sane, ae. on sa 
electric power lines HOUSING PREVENTS 
into rural districts 

has opened up a 
new field for Elec- 
tric Churns. You 
probably know a 


pom 





| 
CONTACT OF FINGERS OR 
| GARMENTS. 
























number of people eee | 
who have electric —~_ sa. 
power and yet are [steet ruse ri 
churning by hand. ttn 

Many of these | PASSES FOR 

would buy a bess nacenialll 

DAZEY Electric 

Churn if you would 

place one on dis- 

play and show its 

many time-and- = 
labor-saving __ fea- rewovaate | 


DAIRY-TINNED 
CONTAINER OR | 
manele 


tures. 


They are made in 
4, 6, and 10-gallon 


sizes. Qewrr 
SANITARY 
Order from Your pesto 


Jobber. ee. 


Further information — or 
catalog upon request. 





















I 
ges 
| ed our oF war | 
DAZEY CHURN & MANUFACTURING CO. 


Warne & Carter Aves., St. Louis, Mo. 
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Mo-lyb-den-um Steel 
I Nail Hammer{No.916) 


\ Fay | -. 

You have seen this hammer adver- 

tised. Users claim it to be the best 
balanced, best finished, toughest, and most per- 
fect hammer on the market! It is made of Mo- 
lyb-den-um Steel—the same kind of steel used 
in battleship construction. The claw is milled 
—to a7 the heaviest nail or finest brad. The 
handle is of seasoned hickory, handfit to pro- 
vide an easy, restful grip. The head is fastened 
to handle by means of a patented Lock Wedge 
and a Security Screw in adze eye. There is a 
wax hole with special cap in end of handle. A 
new tool— forged from the best of steel, per- 
fectly balanced, and fashioned with individual 
—— which make it a “‘best seller’ every- 
where! 


ELECTRICIANS’ 
Hammer (No. 77] 


New! Practical! Here you have an 

absolutely new tool — designed by 

an electrical mechanic to help 
electricians, plumbers, 
and carpenters to do 
better work with less 
effort. The long poll 
makes it easy to reach 
into outlet boxes, over 
pipes, and into inacces- 
sible corners. The strong, 
semi-straight claw can 
be used for chipping joists and for prying. 
Electricians receive this hammer with en- 
thusiasm! There is a big market for this tool 
in your town. You get a sample in the “‘Big Six.” 


AUTO 
Campers’ Axe 


The time is ripe right 
now to feature this special 
tool for outing purposes! 


DEALERS: 


Here You Have Six 
New Tools—Design- 
ed to Build Bigger 
Sales For You. 


YOUR customers are 
looking for new tools 
to meet their modern 
needs. You will find 
the answer in this 
“Big Six’’ Sampler! 
Six distinctive tools— 
each one a specialty— 
each one distinctly dif- 
ferent from any tools 
you have ever sold. 


ORDER THIS 
‘*BIG SIx” 
Sampler— 


BUY this sampler 
package for only $8.50 
($8.85 from Denver, 
west). You get six 
new tools which you 
can resell for $13.50. 
See these tools! Show 
them to your cus- 
tomers! See how quick- 
ly they sell! If desired, 
any one of these tools 
can be bought sep- 
arately through your 
jobber. 


sx 


Carpenters’ Special 
Hatchet (No. 92) 


A full-polished head of just the right 

weight for driving heavy nails, and 

of just the right shape for ease in 

chopping. The head is fastened by 

a patented expansion Lock Wedge. 
The handle is of seasoned hickory, hand-fit to as- 
sure a steady grip, and balanced to prevent the 
tiring of hand and wrist muscles. An excellent 
tool! Your customers will appreciate its high 
qualities and unusual features. 


Heavy Bell Face Rip- 
ping Hammer [No. 20} 


Built for heavy duty driving. A ham- 

mer that will stand plenty of punish- 

ment, on anything from nail driving to 
stardrill driving. The neck, poll, eye, and claws, 
are built extra heavy and strong. There's a sam- 
ple contained in the ‘‘Big Six’’. 


Thin Bit Finish 
Hatchet (No. ei” 


*This member of the “Big Six” 
Sampler is built to satisfy your 
expert carpenter demand. It is 

x =| made with an extra thin bit, 
a perfectly balanced, for fine fin- 

ishing and inside trimming work. There’s no 

better tool for its purpose on the market, and 
your carpenter friends will immediately ap- 
preciate its excellent qualities. 


NOTE: The “Big Six’’ Sampler is a package of six new 
tools, pack d in a shipping container. Two of these 
tools come in attractive counter display cartons. 


Other displays may be had through your jobber. 





EVANSVILLE TOOL WORKS, Inc. 
Evansville, Ind.—Department A 


Gentlemen: Please ship one “Big Six’’ 


Sampler to us, and bill through our jobber. 


(Name of Jobber)............................------ 
Address... prom eee 

Ariane NORE Scien ees 
ES. Se TR 


carrying sheath, 

which keeps the 

blades sharp and clean. This tool 

sells fast at this time of year! There's 
a sample in the “Big Six.” 


The axe is of an ideal 
weight for light or heavy 
chopping; it is neatly finished and 
perfectly balanced. It comes complete 
with a patented leather-reinforced 











